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True TEMPE! TRUE 


e Stock and display these fast selling TRUE 
TEMPER Tools to boost business in June. The FORKS SHOVELS 
HOES AXES 


sale of these better tools brings you better profits : ime HAMMERS 
and eliminates unprofitable and embarrassing WATCHETS 

: Ss: CULTIVATORS | 
customer complaints. Peay SEEDERS \ISHING ROD, 
ipeci - , . . ‘ REPAIR AND LURES 
Special store display material to keep June sales epenbaes | qth? Sang 
moving, is furnished free on request. Write us ! 
for it today. 


THE AMERICAN FORK & HOE COMPANY 
Makers of Essential Tools CLEVELAND, OHIO 


* Prices slightly higher west of Denver 
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“THE NAME 


HELPS THE SALE” 


OUR customers know 
YALE as a symbol of qual- 
ity. With full confidence, 
they buy the locks, door clos- ee 
ers and other products that j 
are marked with this famous § 
name. With this universal : 
prestige asa background, our § 
consistent national advertis- 
ing campaign is designed to § , 
sell more Yale Products for § r 
every hardware merchant. § oe : 
We know you will find it 
profitable to cooperate by 
keeping Yale Merchandise 
displayed. 








THE YALE & TOWNE MFG. CO. 
STAMFORD, CONN., U.S.A. 


MAY 7, 1986 
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Sell these Extraordinary 





SHEARS 


theyll bring you 
extraordinary 


PROFITS* 


Here are two outstanding leaders in the Wiss 
Line of Quality Shears and Scissors, which 
promise you sensational sales because of their 
novelty and tisefulness. Backed by consistent 
national advertising in leading women’s maga- 
zines, these two shears are undoubtedly the 
fastest selling shears in America today. 








FINKING SHEARS 


Stores all over the country report a surprising 
volume of business on WISS Pinking Shears. 
Any woman who goes in for dressmaking, even in 


tailoring, doing away with the necessity for over- 
casting seams and taking the place of bias binding, 
scalloping, picoting, etc. Ideal, too, for making 
doilies, oilcloth shelf-covers, and many other odd 


> tm. 


a small way, finds that PINKING SHEARS soon 


: jobs around the home. 
pay for themselves in time and materials SAVED! 


Leaflets and suitable Counter Cards on re- 
quest. To retail in Chromium Plate for $49 
ing the smart, ravel-proof edge of professional ED icevaddessegesacedssenae Regular, _— 


KITCHEN SHEARS 


Here is another exclusive WISS specialty which is in 
very active demand. These multi-purpose shears are 
the handiest “tool” any woman can own. Besides all 
the ordinary cutting tasks, they accomplish a lot of 
chores shears have never before performed—such as 
popping caps off ginger ale bottles, squeezing limes and 
lemons, cracking nuts, unscrewing ketchup bottle tops, 
etc., etc. WISS Kitchen Shears have one serrated 
blade to make it easier to cut up fish, poultry, etc., 
and are so powerfully built they can be used to cut 
rope, cardboard and even wire screening. Leaflets and 
suitable Counter Displays on request. 

Lacquered handles to match modern kitchens—red, 
blue, ivory, green, yellow. To retail in Chro- $yoo 


These remarkable shears pink as they cut, produc- 




















mium Plate for $1.50.............. Regular, 
ORDER through your jobber, or direct from FREE! 17” x 10%”, 4-color 
J. Wiss & Sons, 33 Littleton Ave., Newark, N. J. easel- back Counter Display— 


holds 6 WISS Kitchen Shears of 
assorted colors. Will make your 
customers STOP, look and 
BUY! 





Shears & Scissors 
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Your Sales and Profits Climb when you 






SAFETY-GRIP SAFETY-GRIP 

DOWN-LIES FLAT RAISED 
SPOOLS QUICK, SAFE, EASY 

EASILY STOCKESS To HANOLE 


- 


x 
JONES & LAUGHLIN STEEL CORPORATION 


The new Safety-Grip Spool of J & L 
Barbed Wire offers sales advantages 





that jobbers and dealers are quick 
to recognize. It is the safest and 
handiest spool of barbed wire in 
use today. It saves time in handling 
and reduces the risk of injury to 
hands and clothes. It is unques- 
tionably one of the greatest im- 
provements ever made for the safety 
and convenience of those using and 
handling barbed wire. 

The J & L Barbed Wire you get on 
this new Safety-Grip Spool is the 





same strong, durable, dependable 
product you have always known. 
It is giving complete satisfaction to 
users everywhere. 

The new handy Safety-Grip Spool 
adds nothing to the cost of J&L 
Barbed Wire . . . but it adds a great 
deal to its saleability. 

Cash in on this extra sales value 
by featuring J & L Barbed Wire on 
the new Safety-Grip Spool. There’s 
real profit in it. For complete in- 
formation, write Jones & Laughlin 
Steel Corporation, Pittsburgh, Pa. 


Note These Important Advantages of the J&L Safety-Grip Spool 


Easy to Handle—Provides a firm, sure grip for the hands. One 
1 man can handle safely. 


out of the way. 


oI & Ww Ko 





Saves Hands and Clothes—Keeps the hand clear of the barbs. 
Reduces risk of injury to hands and clothes. 


Saves Time—Ease of handling saves time and trouble in ar- 
ranging stock and in filling orders. 


Handles Lie Flat—When not in use, handles fold down flat— 


Handles Do Not Flap When Spool Is Being Unwound. 


JONES & LAUGHLIN STEEL CORPORATION 


AMERICAN IRON AND 


Sree. 


JONES & LAUGHLIN BUILDING. PITTSBURGH, PENNSYLVANIA 


Sales Offices; Atlante Beosten Buffalo Chicage Cincinnati Cleveland Dalles Denver Detroit Erie Houston ee 





New Orleans New York Philadelphia Pittsburgh Seattle St.Louis San Francisco 


Warchouss: CHICAGO CINCINNATE DETROIT MEMPHIS NEW ORLEANS NEW YORK (Long Island City)* ssseneuniee 
by National Bridge Works Division of Jones & Laughlin Steel Ine. 
Canadian Representative: JONES & LAUGHLIN STEEL PRODUCTS COMPANY, Pittsburgh, P«., U. 8. A., on Toronto, Ont., Canada 
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sell J &L Barbed Wire 
on the new 








Other J&L Products for the Hardware 
Trade: 

Standard Woven Wire Fence... Bright 

and Galvanized Plain Wire... Net- 

ting and Fence Staples . . . and a com- 

plete line of wire nails and spikes. 





Y first thought in setting up a permanent glass 
display in a prominent position was to capitalize on 
the well-known name of Libbey-Owens-Ford and 
thus profit by their national advertising. I instructed 
my clerks to call attention to this display and talk 
glass at every opportunity. I also arranged with my 
jobber’s salesman to keep an eye on things and 
help me maintain an adequate, balanced stock. 

“Things went fine. Glass sales began to boom. 
“Then I got another idea. Why not let the evident 
interest in glass help me sell allied items? So I 
rearranged my display. Glass was still dominant, 


l IB ued 
Siab, 













of course, but it made asplendid background for small 
tools and putty and things like that. Things everyone 
needs around the house for the other small repair 
jobs that are suggested when glass has to be replaced. 

“That was one of the best moves I ever made. ’'m 
not only making a substantial profit on glass sales 
alone, but I almost feel that I should be paying my 
glass display a salary. It’s doing such a swell job of 
selling other things along with glass.” 

= * 


a 
L-O-F Quality Glass has a lastingly brilliant finish, is always 
of uniform quality and has a surface considerably flatter than 
that of ordinary window glass. Furthermore, it is more perfectly 
annealed in the longest lehrs used in the industry. This 
makes itless brittle and, consequently, easier to cut. There is 
less breakage. Libbey-Owens:FordGlassCompany, Toledo. 
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DISPLAY I|t~-/ov/ SELLIt 


The GENUINE and ONLY 
* 


Nebeternae! 
for Over 
pA) 


Years 


THE IMPROVED 
TIN CAN SEALER 
The NATIONAL AUTO- 
MATIC CAN SEALER 
is the strongest, most de- 
pendable sealer made. 
Fully automatic, rust- 
proof. Nickel-plated...a 
beauty for your display. 
It seals, cuts and reflanges 
cans automatically. Sells 
at good dealer profit, and 
at a low price. 


6 ie. 
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The ONLY PRESSURE COOKER with ALL 


These Important Improvements 


1—Separate Valve for Exhaust 4—Wire Canning Basket in all sizes 
2—Cool Bakelite Thumb Screws §—Die-cast Rack, Pegs, Cross Bars and Lifters 
3—Divided Inset Pans for Cooking 6—Cool Side Handles for Lifting 


The National Pressure Cooker is outstanding because of its exclusive 
mechanical superiority. Made of the finest aluminum alloy obtainable, 
and in permanent molds, every National is of exactly uniform thickness 
and strength throughout. The fine, smooth-grain castings take on a smooth, 
silvery finish that delights the housewife. The steam gauges, and the 
automatic release valve, are tested and double-checked for accuracy. 


Make this your big Pressure Cooker year. You can do it with the 
National. Display the National Pressure Cooker and the National 
Can Sealer, and you will make money with them. Don’t be confused by 
imitations. There is only one National Pressure Cooker, and it is made 
at Eau Claire, Wisconsin. 

Made in six sizes, 10, 12, 18, 21, 25 and 40 quart. Write for Bulletin 10, 


“Profits from Pressure Cookers.”” Tells how to sell Pressure Cookers; 
how to display; how to demonstrate, etc. Write for your copy today. 





The National Pressure Cooker Co. 


Eau Claire Wisconsin 
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Third in a series of advertisements tell- 
ing how Columbian Tape-Marked Pure 
Manila Rope is made. 






A row of Spinning Jennies in one 
of our Spinning Rooms. The mod- 
ern machinery shown here in- 
sures a perfect yarn which is es- 
sential to good rope. 


















HU UMAN hands could never spin a rope “sliver” into yarn 

so accurately and uniformly as our own machines 
with patented features. All the yarn going into a rope must 
conform to the highest standards. To make sure it is run- 
ning true to size and is absolutely uniform, we make con- 
stant tests. One bobbin out of every ten is carefully 
checked. 


That is why the yarn which goes to make up Columbian 
Tape-Marked Pure Manila Rope is so fine, smooth, uni- 
form and strong — another reason why every foot of 
Columbian Rope is positively guaranteed. 


COLUMBIAN ROPE COMPANY 
352-80 Genesee Street 


AUBURN. “The Cordage City.” N. Y. 
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ARNOLD, SCHWINN & CO. 


PRESENTS 
The 


Schwinn 
Safety Reflector 


USING 


THE FAMOUS 
STIMSONITE 
RETRO - DIRECTIVE 
REFLECTIVE UNIT 


In a beautiful chromium 
plated housing 4 


BRILLIANTLY VISIBLE AT 500 FEET 


REDUCES THE HAZARDS OF NIGHT DRIVING i 
REDUCES PARENTAL SALES RESISTANCE 


— the logical answer to the demand of many states and safety organizations for greater safety 
for the cyclist. Another startlingly new exclusive sales builder for SCHWINN dealers. 


STIMSONITE REFLECTOR TANK 


FOR PROTECTION AT 
INTERSECTIONS AT NIGHT 


Mr. Dealer— Why not join the Leader? 
Demand SCHWINN Products from Your Jobber 




















ARNOLD, SCHWINN & CO. 


INCORPORATED Jas 
1718 N. KILDARE AVENUE, CHICAGO mt = orig rrsars,snuaay etiam Lena 
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cAt the sign- 
of the 
BOILING 
WATER 
TEST 


The famous “boiling water test” stands for Valspar quality and durability in the minds of 
people everywhere. It has been reproduced millions of times and today you will see it in 
The Saturday Evening Post, and magazines and newspapers the world over. When it’s 
displayed at your store, it attracts attention and inspires confidence as few other signs in the 
world do. That’s why it’s a sign that stands for better business for you— better business 


on every Valspar paint product as well as on varnish and enamels. 


\VALSPAR 


PAINTS and VARNISHES 


VALENTINE & COMPANY + 386 FOURTH AVENUE, NEW YORK, N. Y. 
In Canada—The Valspar Corporation, Ltd., Toronto 





PAINT MAKERS FOR ONE HUNDRED AND FOUR YEARS 
10 BARDWARE AGE 








It Locks the Joints logether Permanently 


cThe KW 
LOCK JOINT 


TROLLEY TRACK 


we 


i 


4 Gisk for RW 


LOCK JOINT TRACK 


Regardless of its length, your tightly that hangers operate 
trolley track can now be made smoothly and trouble-free. 
practically a one-piece track, by The R-W Lock Joint can be ob- 
using the R-W Lock Joint. tained only with trolley track 
A perfected product of Richards- carrying the R-W trade mark. 
Wilcox, it locks the joints so Ask for it by name. 


Richards Wir Mfg. Co. 


AMANMGER FOR ANY DOOR THAT SLIDES” 
AURORA, ILLINOIS, U.S.A. 
\ k } pt 





1880 - 1936 
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MEANS REPEAT BUSINESS—FASTER TURNOVER 

















Since 1828 Since 1906 Since 1907 
B-A Brand Flint Paper (9x11) 3-M Brand Flint Paper (9x11) PIONEER Brand Flint Paper 
x 
B-A Emery Cloth (9x11) omnes ~° wad Cloth | WAUSAU Emery Cloth (9x11) 








These Minnesota Quality Brands of Sandpaper and Emery Cloth are 
Manufactured to help you make and hold Satisfied Customers. 


Here is sandpaper with an extra degree of sharpness, extra sturdy, 
non-curling backing and unusual flexibility. Packed in handy, attrac- 


tive slide-drawer boxes for your ‘convenience. 


and don’t forget— 


“Sandy Smooth” Household Packages—one of 
the longest profit items you can carry in your 
store—plus the Free Selling Aid Service. 
Thousands of satisfied hardware retailers are 
using this Free Service today—why not you? 


Ask your jobber for this service or write direct. 


MINNESOTA MINING & MFG. CO. 


SAINT PAUL anne MINNESOTA 


BAEDER ADAMSON CO. \ / WAUSAU ABRASIVES CO. 


a aS 


“Sandy Smooth” 
Household Sandpaper 
sells itself. The attrac- 
tive display carton 
creates a customer in- 
terest which repeatedly 
develops into many 
pickup sales. 





PAIN 
OF yiwe 


This Trade-Mark Your Guarantee of Quality 
HAS36 
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NW THEY SING OUT thal Vey Wee 


BETHLEHEM BOLTS AND NUTS 


ad BETHLEHEM Bolts and Nuts carry a 
st name that is widely recognized as stand- 


V5 
c 







Furthermore, the neat, thoroughly modern appear- 
ance of the package gives an impression of quality 


“4 ing for quality in every line of steel prod- before the prospective customer even sees the 
ly ucts. Now they tell the world about it by contents. 
y means of bright, attractive labels. And the bolts have the quality to back up 


These labels, prominently identifying Beth- 
lehem Bolts, enable dealers to reap the maxi- 
mum benefit from the satisfaction that these 
products give. Pleased customers know what to 
look for the next time they want bolts and nuts. 


the impression. Made of a selected grade of 
steel...clean-cut, accurate threads... sharp 
corners on the heads to give a full wrench 
grip ...smooth, flat bearing surfaces... 
they are in every respect the kind of 
merchandise that builds business solidly. 
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SHOVELS 


As the world’s largest manufacturers of Discs for 
Plows, Harrows and Grain Drills, we have devel- 
oped a special steel of unmatched efficiency in 
handling soil. Note the requirements it meets: 

It must be keen-cutting and scour freely. It must 
neither split nor curl. It must hold its cutting edge 
and have just the right amount of springiness. We 
call this steel that has revolutionized tillage tools— 


ray "TEM, CROSS’: 


INGERSOLL PROCESS STEEL 


It has an interlocking mesh-grain structure, making splitting 
almost impossible. It is surprisingly tough and light in weight. 
We use it exclusively in the production of Ingersoll Shovels. 
INGERSOLL SHOVELS That’s why we say they bring you an unseen extra value. That's 
why it will pay you to specify Ingersoll Shovels on every order. 


are available in all types 

Send for new Ingersoll Shovel Catalog. Distributors are find- 
and grades for ie pur- ing that the Ingersoll Sales Franchise is increasingly valuable. 
pose, and in a price — Write for further information. Address Dept. HA. 
to meet all competition. 


Round or square point, Ingersoll Steel & Dise Division 












black or polished finishes. P 
m Borg-Warner Corporation 
(The Alloy, A and B NEW CASTLE, INDIANA 
grades, heat-treated. ) New York Representative: Dunn & Bryan, 44 Murray St., New York, N. Y. 
New England Representative: C. Tracy Smelzer, 110 State St., 504, Boston, Mass. 


Midwestern Representative: C. E. Bullock, Box 9, Morrison, III. 
Southern Representative: G. M. Baird & Co., 564 Randolph Bidg., Memphis, Tenn. 
Pacific Coast Representative: John F. Kegley & Son, 737 Terminal St., Los Angeles, Calif. 


INGERSOLL SZoed 


~~ 
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PANTHER and 
DRAGON Tapes 


ANTHER and DRAGON Friction 

and Rubber Tapes are outstanding 
among commercial tapes because they 
are backed by the reputation and ex- 
perience of the Okonite Company, for 
over half a century a leader in the in- 
sulation field. This accounts for such 
features as longer life, greater tensile 
strength and adhesiveness, distinctive 
green cores, and for the Cellophane 
wrapping sealed around each roll. 





HAZARD INSULATED 
WIRE WORKS 


Division of 


THE OKONITE COMPANY 


Factories: 


Wilkes-Barre, Pa. Passaic, N. J. 
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Dear Jacks 


You knew whereof you spoke, old son. 


Taking my pen in hand, I dispatched a letter to 229 East 
42nd St., New York City, and told Sapolin I would talk things over 
with them if they'd call on me. 


. 


You said I would find them the "right kind" of people, the 
kind you like to do business with. Well -- they were. It's 
hard to put your finger on the thing that makes Sapolin different 
from other paint manufacturers. Maybe it's their friendly, 
but not nosey, interest in how Sapolin Dealers are getting. along 
with the line. Or you might say they don't feel that their 
selling is complete until the dealer sells the paint. 


Whatever it is, it makes dealing with them pleasant. As 
you predicted, I liked everything about the Sapolin set-up. No 
stores of theirowncuttingin. Firmretail prices. Good dealer 
helps of all kinds. Sapolin advertising. Dependable quality. 


I'vo had the Sapolin line in long enough now to tell that 
it is really going to build me a better, steadier paint business. 
Say, people know about this Sapolin, don't they? Old company, 
and I guess they have plenty of friends. No trouble switching my 
customers to Sapolin, either, for those I've sold say they like 
Sapolin better. A swell selection of smart colors, believe me. 


I put in the whole line -=- house paint, wall finishes, 
varnishes, floor finishes, Speed Enamel and Speed Varnish, Gold 
and Aluminum and specialties. 


Thanks, Jack, for getting me interested in Sapolin. I'll 
reciprocate by showing you how to get some good sized fish from 
that lake you suggested. 


Regards, 
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A new way fo sell roofs.... 

Roofing men, all over the country, call Barrett’s smashing, 
new copy theme, “SLOW FIRE,” the most helpful and con- 
structive selling idea in the business. It dramatizes—unmis- 
takably—the one big thing that roofing salesmen everywhere 
are trying to put across to the home-owner—damage to his 
property because of a neglected roof. 

This is just one phase of the cooperation Barrett offers to 
roofing dealers and applicators. Barrett promotion material 
enables you to attack prospective roof-buyers from every 
possible angle—with result-getting direct mail campaigns, a 
powerful visual consumer selling manual, a comprehensive 
newspaper ad service, an unmatched: farm-building plan 34 O Oo F I N G Ly 
service, point-of-sale signs and displays, sound-slide films and 
manuals suggesting new and better methods of selling—all 
the selling tools you need to take advantage of this year’s 
unprecedented roofing market. 

Let the Barrett salesman give you the details. 





THE BARRETT COMPANY, 40 RECTOR STREET, NEW YORK, N. Y. 


2800 So. Sacramento Avenue, Chicago, Illinois e Birmingham, Alabama 
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In every man’s heart lives the spirit of 
adventure. In every Savage Rifle is a 
powerful appeal to that strong instinct. 
These famous sporting arms have 
played a thrilling part in the historic 
exploits of many great men. 

The selection and use of Savage Arms 
by these men is not only a definite con- 


SAVAGE .22 RIFLES 


Models 3-T, 4-T and 5-T, 
tapped and drilled to mount 
these popular ’scopes. Ex- 
cellent for spring and sum- 
mer business. Now being ad- 
vertised. Ask your jobber to 
show them to you now. 


Roy Chapman Andrews, 
with his Savage Rifle, in 
the Gobi Desert 


INTENSIFIES THE SALES APPEAL 


in SAVAGE RIFLES 


firmation of outstanding rifle merit and 
performance—it is an extra appeal that 
helps sell Savage Arms readily. Unus- 
ually effective display material will soon 
be ready, to attract more patronage and 
capitalize this extra appeal for you this 
‘fall. Prepare your stocks in advance. 






New LOW-PRICED ‘SCOPES 
for Immediate ACTION! 
No. 10 retails at $4.75 No. 20 retails at $8.00 





SAVAGE ARMS CORPORATION e DEPT. L-13 ¢ UTICA, NEW YORK 


SAVAGE 
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FOR A BANNER YEAR 
ene ee re 
Chock-full of new colorful items packing a power- 

ful Juvenile appeal and wearing very moderate | 
price tags, the 1936 Steelcraft line offers you a a 
real opportunity to make this year the largest 
land most profitable in your wheel goods history. 

'... This is easily understandable when you con- 

sider that in the last two years virtually every 

item in our line has been redesigned and mod- 

‘ernized. Be sure and write for your copy of \ —~ . 
our 1936 catalog. > : 
















The Murray Ohio Mfs. Co. / 


Cleveland, Ohio fr? 
New York Office: 200 Fifth Avenue q 
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HIGHLIGHTS 
OF THE 1936 


Steelcraft Line 


@ WAGONS 


Two series — streamlined and conventiond_ 
—totaling 9 items retailing from $2.00 WW 
$15.00. 


@ VELOCIPEDES 


Twelve series — streamlined and tubular- 
from which to make your selection. Retailin, 


from $2.00 to $15.00. 


@ AUTOMOBILES 


Sixteen autos, eight trucks and two aii 
planes retailing from $4.00 to $25.00. | 


@ SPEED - CARS 
Two models, one at $4.00 and one chain” 
driven De Luxe Model at $9.00. This new 


and novel number is sweeping the country! 


@ SCOOTERS 


Six new streamlined models with onl 
without electric horn, retailing at $2.00 ta 
$8.00. Also conventional models retailing 


from $2.50 to $6.00. 
@ MINIATURES 


Twenty-seven sturdy and colorful item: 
locomotives and cars, trucks, steam shovel: 
airplanes and wheelbarrows. Retail from 


$1.00 to $4.00. 








d tubular~ © 


1. Retailin 


nd two air + 


525.00. 


| one chain. 
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WIRE US COLLECT 
FOR THIS DISPLAY 
AND ASSORTMENT 











YOUR NAME 


SHIP DISPLAY AND SPRING 
ASSORTMENT BILL THRU 
(NAME OF YOUR JOBBER) 









$800 WINDOW CONTEST 
CLOSES JUNE ist 


28 CASH PRIZES 


TWO ist PRIZES ...... $150 each 
TWO 2nd PRIZES ..... 75 each 
TWO 3rd PRIZES ..... 50 each 
TWO 4th PRIZES ..... 25 each 


20 PRIZES OF $10 EACH 


The 5 Carborundum Brand Products feat- 
ured on this display tie up with all the edged 
garden tools you will display in your garden 
window. They are as seasonable as anything 
you sell for the farm or garden. 


Include this display in your window and 
send us a photograph of it. That’s all you 
have to do to enter the $800 window con- 
test described here. The Display is FREE 
with the purchase of No. 536 Assortment. 





READ THESE SIMPLE RULES 


1. No restrictions on the kind of merchandise 
displayed in window except as follows: (A) 
Merchandise must be related to gardening 
or farming. (B) Each window must contain 
the Carborundum Display shown on this 
page. 2. Each entry must be in form of a 
photograph. An ordinary snapshot will do. 
3. The name, address and whether store is in 
town of over or under 10,000 population 
must be printed on back of photograph. 4. 
Contest closes June 1, 1936. Window can be 
installed any time previous. Awards will be 
published in July hardware papers. 5. Equal 
awards will be made to merchants in towns 
over and under 10,000 population. 6. The 
judges will be George H. Griffiths, President 
Hardware Age; Harold W. Hirth, Manager 
Merchandising Service, National Retail 


THE CARBORUNDUM COMPANY 


Niagara Falls, N. Y. 


(Carborundum is a registered trademark of The Carborundum Company ) 
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GASDEN STORE 5 0 ‘ 
Sot 


25° 
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How to get this display free ! 


Buy the No. 536 assortment of merchan- 
dise featured with this Display. Whether 
you enter the contest or not, you should 
have this minimum assortment to com- 
plete your stock of spring farm and gar- 
dening merchandise. 


3 No.57 Files......... retail value $3.00 
3 No. 46 Garden Stones ‘* ‘“ 1.50 
3 No. 191 Scythe Stones “ = 1.05 
3.No.190Scythe Stones ‘“* ‘ 75 
3 No. 42 Lawnmower 

Sharpeners........ ad ” 1.95 


Your price $5.36 ” Retail price $8.25 


The items mounted on the display are 
included to make up the above totals. 











Hardware Association and Richard Pond, of 
Batten, Barton, Durstine and Osborn, Inc. 
Decisions of the judges will be final. 7. In 
case of ties duplicate awards will be made. 
No photographs will be returned. 8. Mail 
all entries to The Carborundum Company, 
Niagara Falls, N. Y. 
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g8 ; VO : Another Force- 
Representing (Oh  --. 
of ‘your o hisel Sales 


CHISELS 


And their 


CHSHS | 


Ciphitruse 


The six sizes of Chisels included in the new Stanley Merchandising Display 

Assortment No. 750A of Chisels will account for approximately 73% of your sales of Chisels. 
lisplay box of sis Use this display unit for a twofold purpose —a buying guide for selecting 
t Butt Chisels witl a fast moving stock/of Stanley Chisels — and the finest sales booster for chisels 


ever offered. 

Feature the new booklet giving much practical information on the correct 
use of chisels. 

Your jobber is ready to furnish this Stanley Merchandising Display and to 


Stanley Chisels and you will suggest a fast moving stock of fine Stanley Chisels. STANLEY TOOLS 
SELL MORE CHISELS New Britain, Conn. 


Ct n 


*Percentage based on experience of hundreds of stores. 





STANLEY’EVERLASTING”’ CHISELS 





Indestructible 
composition 
handles. The Wood handles 


“Stanloid” 
Composition Handles 


Leather capped 
mahogany colored handles. 
Best chisel steel. 


strongest = Swedish Pattern ‘ 
chisel made. No. 50 Butt r Thin Blade Thin Blade 
No. 40 Pocket Butt Chisel Butt Chisel No. 750 Butt No. 740 Pocket 
Pag oyna No. 20 Firmer No. 61 No. 60 4%," to 2” blades 1%” to 2” blades 
4" eo 2” blades 80 2” blades %" 01%" %" 001%” No, 720 Firmer 
4 to2 ades blades blades yy” to 2” blades 
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Mr. C. A. Parker (left) with his son, 
Arthur Parker. The National Cash Reg- 
ister and National Credit Files shown have 
improved their handling of charge business. 


... A. PARKER, President 
of Waring-Parker Company, Shreve- 
port, La., hardware dealers, installed 
a modern National Cash Register 
System. It records sales by clerk, 
department, and type of transaction. 

“One of the big features that might 
be overlooked by some people,” says 
Mr. Parker, commenting on his 
National System, “is the friendly 
rivalry that has developed between 
our salespeople and also between our 
departments. 

“We have learned things about the 
different departments of the store 
which we would not have believed 
without the proof furnished by the 


register totals. Since we know which 


departments are more profitable, we 
are able to push them, and thus have 
materially increased our net profit. 

“With the National Credit Account 
Files, controlled by the register totals, 
we have every customer’s account 
always up to date. The dreaded task 
of getting out monthly statements 
has been eliminated, and collections 
are in better shape because the out- 
standing amounts are always in front 
of us. It is easy for our clerks to prop- 
erly departmentize their sales in a 


very efficient and complete manner.” 


“—eotonal uh 


Rivalry 


BETWEEN SALESPEOPLE AND 





BETWEEN DEPARTMENTS! 


You, too, can create friendly rivalry 


between your salespeople as well as 
between departments by installing a 
modern National System. And you 
can get, as Mr. Parker says, “facts 
that are up to the minute; just press 
a key and you get the total.” 

Why not have a National Cash 
Register representative call and ex- 
plain in detail how you can get the 
positive control over your business 
which Waring-Parker Company 
have? There'll be no obligation, of 


course. 


e 
* 
DAYTON, OHIO 


CASH REGISTERS * TYPEWRITING-BOOKKEEPING MACHINES + POSTING MACHINES + BANK-BOOKKEEPING MACHINES 
CHECK-WRITING AND SIGNING MACHINES * ANALYSIS MACHINES * POSTAGE METER MACHINES * CORRECT POSTURE CHAIRS 
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PATENTS PENDING 


eee 


FOR 





FOR THE CUSTOMER WHO 


ASKS FOR FILES 


All over the country, in magazines which reach 
both your home and industrial customers our adver- 
tising is suggesting new reasons why the reader 
should buy Nicholson, Black Diamond and McCaf- 
frey Files. 

“Up to 3 times as many cutting edges per square 
inch” . . “Reserve cutting edges go to work as old 
ones wear down” . . “Files that do not skid or slip 
to the right or left” . . These are some of the reasons 
that are increasing file sales for hardware retailers. 

It pays to sell files. It pays better to sell Nicholson, 
Black Diamond and McCaffrey Files. Your whole- 
saler can supply you. Nicholson File Company, 
Providence, R. I., U.S. A. 
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@ Take full advantage of spring sales opportunities by fea- 


turing American Chain Company's products, such as: Swing 
chains, dog chains and runners, Tenso all-purpose chain, 
sash chain, log chains and many others. 

ACCO chains are conveniently packaged—in fiber cartons 
or cloth bags and on reels —to help you make a sales-build- 
ing display in your window or on your counter. 

Every ACCO product is made right and priced right—with 
a good, honest profit to the dealer. It pays, in many ways, 


to feature American Chain Company products. 


AMERICAN CHAIN COMPANY, Inc. 
BRIDGEPORT, CONNECTICUT 


In Business for Your Safety 
World's Largest Manufacturers of Welded and Weldless Chain 
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BUILD PROFITS WITH 


ACCO 


CHAIN SPECIALTIES 


EL-WEL-TRA TRACE CHAINS 
HEEL AND BUTT CHAINS 
WAGON CHAINS 
BREAST CHAINS 
HALTER CHAINS 
DOG CHAINS 
PLUMBER AND SAFETY 
CHAINS 
TIRE CHAINS 
TOWING CHAINS 
COIL CHAINS 
GENERAL PURPOSE CHAINS 
REPAIR AND LAP LINKS 
SASH CHAINS 
WELL CHAINS 
HOOKS, COLD-SHUTS 
TIE OUTS 
COW TIES 
STEEL LOADING CHAIN 
LOG OR BINDING CHAINS 
PORCH SWING CHAINS 
HAMMOCK CHAINS 
* 

WEED 
Bull Farm Tractor Chains 
For Low Pressure Tires 
KEEP TRACTORS MOVING 


















WHEN SUMMER COMES 


In just a few weeks summer will be with us 

again. You, like all of your customers will 
use more water then than during any other season of the 
year. According to well established facts this is the biggest 

season of them all for MYERS WATER SYSTEMS. 
Suburban and country homes, farms, estates, summer cot- 
tages, camps, tourist stations and hotels, golf courses, 
creameries, dairies—there is an endless 
list of prospects at this time. And the all 
important point is this—you can reach 
this market in its entirety with the Myers 
line—the line that is quality built to the 
strictest of material and precision stand- 
ards in the nation’s pump industry. 
Sizes range from 250 to 10,000 

gallons of water per hour. 


—i 


mie 


Today is the day to write or wire 
us for catalog and complete in- 
forrnation. 


“}*+DISCHARGE TO HOUSE LINE! 
1 Py ewe REESE te 


The F. E. MYERS & BRO. CO. 
am } ASHLAND, OHIO 


7 


\\3) 

Pin FS. — fc 
§ 28, nega 

YOUR FAMILY ae FIG.2700 

FIG.2510. ousenys* Tv 


PUMPS-WATER SYSTEMS-HAY TOOLS-DOOR HANGERS 
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Pittsburgh Lawn Fence 


MAY 7, 1936 


.GE 





Sell Him the Fence... and 


lay 


He’ll Buy the Tools 


WHEN a man buys lawn fence, 
you can be pretty sure he’s thinking of a beautiful 
lawn and a garden. Every lawn fence sale leads 
to additional sales of garden tools. When you sell 
a customer a fence, sell him one he’ll be proud of 
—a fence that will give him many years of pro- 
tection for his lawn and garden and be a credit 
to your store. Sell him Pittsburgh Lawn Fence 
—there is no better fence made. From its rust- 
resisting copper-bearing steel core to its heavy 
coating of zinc, it is the product of skilled crafts- 
men and a company with more than 35 years’ ex- 


perience in making wire products. 


Pittsburgh Steel Company 


739 Union Trust Bldg. °* Pittsburgh, Penna. 












Ni Way nit 
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Pittsburgh 


Flower Fence 


Strong, trim and unusually easy to 
put up... Easily erected simply by 
pushing the pickets into the ground. 
Electric-welded like the lawn fence. 
Every gardener will want to protect 
his flower beds. Sell him Pittsburgh 
Flower Fence. 
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IT TOOK 33 YEARS OF 
EVOLUTION TO PRODUCE THIS 


Dae 4 Galan MONARCH 


) _— “= 









Symmetry and Simplicity 

are the essence of BEAUTY... 
they are exemplified by the 

Modern Parthenon at 
Nashville, Tenn. 












I, beauty had been the only goal, a clever 
artist might have done the job in a few 
months. But to attain such beauty and sym- 
metry—and still retain the qualities of long 


life and service a MONARCH must have— 
Model 796CW—Full white 


enamel—Mircobrite trim— 








that was a task requiring many years of 
Deluxe 4-wall construction 
‘ ‘ —Vitrifused enamel five lin- 
experience and skill, backed up by a deter- iiaeaniciaiitadiiadeen 
. —Mirco cooking top and 
mination to produce the very finest range ‘eittieliiihe te Det 
and reservoir, optional. 
possible to build. Though nothing on the sur- 
Model 796CTP — Optional 


face gives away the secret, it’s a malleable! Ivory-Pearl finish. 


MALLEABLE IRON RANGE CO. 
65 LAKE STREET, BEAVER DAM, WIS. 


6 
MALLEABLE 
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STGLOX EXTRA! 





4 Westclox offerings bring extra profits to all Westclox dealers 
TIE IN WITH EVERY ONE! 


* BIG SUMMER DRIVE ON FAMOUS 


WESTCLOX WATCHES. 


NATIONALLY 


ADVERTISED TO MILLIONS JULY 18. 


fb handsome new Wrist 
Ben with leather strap or 
link bracelet $3.95, Pocket 
Ben $1.50, Dax $1.25. 
Summer months are watch 
months. Active, outdoor days 





start people thinking of 
pocket watches and wrist 
watches that are well built 
and priced so the millions 
can afford them. 
Westclox—the consistent 
advertiser of quality watches 
at modest prices — presents 


the famous Westclox trio— 
Wrist Ben—Pocket Ben and 
Dax in a beautiful full page 
advertisement in The Satur- 
day Evening Post, July 18th. 
Order your supply of this 
famous watch trio fod from 
our wholesaler. To show 
Wrist Ben—we'll supply you 
free attractive new wrist 
watch display. For your 
cket watch display — order 
a your sdholeacion today 


“Assortment No. 636” illus- 


trated below —6 Pocket Ben 
and 6 Dax attached to beau- 
tiful new seven color display 
..-alive with human interest. 





AGED AND NATIONALLY ADVERTISED 


* 2 AGAIN! WESTCLOX BEAUTIFULLY PACK- 


FOR THE BIG JUNE GIFT BUSINESS! 


UNE~—second only to 
December in gift sales— 
offers alert dealers one of 
the year’s two greatest profit 
opportunities. 
Westclox again announces 
a nationwide June Gift Pro- 
motion. All Big Bens, Baby 
Bens and Ben Bolt models, 
La Salle and Greenwich are 
acked in handsome blue 
and gold gift boxes at no 
extra cost to you. Just order 
from your wholesaler. On 
May 23rd—a full page featur- 
ing the June Gift Promotion 
will run in The Sat- 
urday Evening Post 
picturing and describ- 
ing popular Westclox 
models as June gifts. 
Be sure you have 
a June Westclox dis- 
oe in your store. 
alk Westclox as gifts! 
Put in a Westclox win- 


dow! Letit be knownthat your 
store is headquarters for the 
thousands of gift hunters 
seeking just the right gift at 
= the right price. Pictured 

elow is the beautiful three- 
piece gift display we’re offer- 
ing free to Westclox dealers. 
Don’t miss getting your share 
of this extra June business. 
Order your supply of West- 
clox from your wholesaler 
and write direct to us for 
your free display material! 
Address Western Clock Co., 
Dept. HA-59, La Salle, Illinois. 








* BEAUTIFUL NEW MODERATELY PRICED 
WESTCLOX ELECTRIC WALL CLOCK. TWO 
POPULAR COLORS—TO SELL AT $2.95. 


ECENT addition to the 
Westclox line of beau- 
tiful electric clocks. Just 
the clock thousands will 
want and buy—if you dis- 
play it where its colorful 
yeauty will attract attention. 
It’s suitable for 
kitchen, bathroom, 
sunroom or library— 
wherever good time- 
keeping is needed. 
Rounded metal case, 
lacquered. Redsweep 
second hand. Convex 
glass. Simplified 
manual starting. Low 
speed motor. Setting 
knob and _ starting 
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lever easily accessible from 
front. Comes in two popular 
colors... ivory finish or 
red, both with chrome- 
plated bezel. At $2.95—a 
natural to pep up your mid- 
summer wall clock sales. 








GOLD-COLORED TRIM—IN ADDITION 


* 4 BIG BEN NOW IN IVORY FINISH WITH 


TO THE POPULAR BLACK AND NICKEL. 


Whe Ber now presents 
Big Ben Chime Alarm 
in handsome ivory finish with 
gold-colored trim. A pleasing 
color combination that lends 
a distinct new style note. 
Outwardly —anewstyle to 
harmonize with an 
color scheme. aia 
ly—the same Big Ben 
hime you’ve sold so 
long with confidence. 
Month after monthand 
a after year —Big 
en Chime Alarm is 
advertised nationally 
to millions. He’s the 
alarm featured in the 
famous“Getter-Upper” 


PLAIN DIAL 


advertisements—the consist- 
ently advertised alarm clock. 
Display Big Ben Chime Alarm 
in the beautiful new color 
scheme at $3.50. Luminous 
dial a dollar more. Sell the 
alarm clock everyone knows. 





LUMINOUS DIAL 


THIS SUMMER SELL WESTCLOX—THE NATIONALLY ADVERTISED LINE! 
29 





Jystole a Coleman Department 
IN YOUR STORE 


“Appliances | 
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...IT WILL PAY YOU DIVIDENDS 


NE COLEMAN DEALER SAYS: “At least 25% of the persons who 
enter our store are interested in Coleman items.” 


ANOTHER COLEMAN DEALER SAYS: “Our Coleman Department 
has developed remarkably. On an average Saturday we checked our store traf- 
fic and found that 32% were interested in Coleman appliances or accessories _ 


Hundreds of other dealers are creating new business and building up steady, 
repeat ‘sales by establishing Coleman Departments in their stores. They say a 
Coleman Department is their best profit producing department. 


You can make a Coleman Department in your store pay dividends every month 
of the year! It gives you a better tie-in with Coleman’s widespread, continuous 
and year round advertising. It gives you a complete line...a line of recognized 
quality...a line that brings you a fair and reasonable profit. 


The wide variety of Coleman Appliances offers opportunity for year ’round 
sales. Coleman Lamps, Lanterns, Cook Stoves, Camp and Cabin Stoves, Radiant 
Heaters, Irons, Oil-Burning Heaters, Electric Appliances and Accessories make an 
attractive, interesting merchandise display. A department of these appliances attracts 
attention ... creates many opportunities to demonstrate and sell. 


Send for complete floor diagrams and detailed information on how to arrange 
a Coleman Department in your store. Write for them today! 





- 





—  — a. 





THE COLEMAN LAMP AND STOVE COMPANY 


GENERAL OFFICES: Wichita, Kansas 
BRANCHES: Philadelphia, Chicago, Los Angeles, Toronto 
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BULL DOG CORD 


2-braid. The leading 
brand of high quality garden 
hose. Attractive wide corru- 
gations. Distinctive chocolate 
brown color. For discriminat- 
ing home owners, estates, parks, 
contractors, country ‘clubs. 


VIGILANT—2-braid. 


Our largest selling brand of 2- 
braid garden hose. High enough 
in quality to be considered a 
strictly high grade hose, yet low 
enough in price to command a 
large volume of sales and repeats. 


VIXEN—1-braid. Buii 


to supply the demand for a 
popular priced hose that will 
give satisfactory service. 


Deni cvercck THIS INE/ XR 
ge 


The new Tiger! Astonishing value. A low price hose 


© Consistently improved in- 
stead of cheapened. All 3 
have a strong cotton cord car- 
cass. All 3 known by names 
recognized everywhere. 


that you can sell on a quality basis. Enables you to 
meet all low-priced competition. Built with cotton cord 


carcass, well braided, with fine ribbed corrugations. 





THE BOSTON NOZZLE 


Most imitated nozzle made. Never equalled in quality. Fastest 
seller. Simply and heavily constructed. Gives a perfect spray. 





BOSTON WOVEN HOSE & RUBBER CO., BOSTON, MASS. 
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= 
New Console 


New Console Oil 
Range with paneled 
front; porcelain finish- 
ed in white, green and 
ivory, or buffandivory. 








Big Kets 


Florence, backed by 64 years of 
successful experience, offers 
dealers two great markets. New 
Table Top and Console designs 
attract and sell new — ects. 
For the same reason, these beau- 
tiful new models cause present 
Florence owners to want to 
trade in—and trade up. 


er oe 
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New Table Top 


New Table Top Oil Range 
with paneled front; fully 

porcelained in white 
or ivory. 




















tet 
_/ Have you the NEW 


Florence Oil Ranges? 


They will open new markets for 
you. Their beauty appeals strongly to 
women—it points the way to beautiful 
modern kitchens. Florence, profitin 
by 64 years of manufacturing experi- 
ence, has turned a new page in Oil 
Range history. 

The new Table Top and Console 
models are real sales leaders. Finished 
in gleaming porcelain enamel, in 
white and modern colors with pan- 
eled front, black bakelite fittings and 
chromium trim, they have class. 

New utility features are strong sell- 
ing points. The extra large oven, fully 
insulated with rock wool, with Finger- 


tip Heat Control and dependable side- 
wall thermometer, makes baking a joy. 
The powerful “Focused Heat” wickless 
burners offer the convenience of gas— 
the economy of oil. 

A national advertising campaign is 
carrying the new Florence message in- 
to more than 43 million homes this 
year—is awakening desire in prospects’ 
minds for new Florence Ranges. Com- 

lling window and store displays and 
a beautiful Coloroto booklet bring you 
into the picture—profitably. Florence 
is going places this year—come along! 

Ask about the Florence Budget Plan 
— it’s a sales builder. 








FLORENCE STOVE COMPANY 
General Offices and Plant, Gardner, Mass.; West- 
ern Offices and Plant, Kankakee, Ill.; Sales Offices: 
Merchandise Mart, Chicago; New York, Boston, 
Atlanta, Dallas, Detroit and San Francisco. 
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¥ multiply your calls for Cyclone Red Tag 
Screen Cloth when you disp/ay it. 

That Cyclone name does the trick! It says to cus- 
tomers— 

“Here is a product made by the makers of the 
world’s best known fence . . . this screen cloth must 
be good.” 

It is. Cyclone can’t afford to make a product with 
the Cyclone name that is not of the finest quality. 
The cloth lies flat and even, without curling. Double 
wire outer selvage gives added strength and rigidity 


to the fabric—makes it easier to stretch “‘square’’. 
Black enameled, galvanized, bronze or copper. 

Every roll comes packed (at no extra charge) in a 
strong fibre carton which exactly fits the roll. Pro- 
tects it from damage. Makes handling easier. Put a 
display of these cartons in your window. 

Phone your jobber. Get prices and: discounts on 
screen cloth, lawn fence, flower bed border, trellis, 
metal baskets—and Cyclone Red Tag Hardware 
Cloth, a strong, dependable evenly woven cloth in 
all the standard widths and meshes. 


Made by the makers of Cyclone Fence 


1 Oe is Be Oe By 


MAY 7, 1936 


ta | Standard Fence Co., Oakland, Cal., Pacifie Coast Division 
se 


ii 
Cyclone Fence Co., General Offices: Waukegan, Ill, U 


STATES STEEL 


United States Steel Products Co., New York, Export Distributors 


DISPLAY THIS Screen Cloth 


AND WATCH IT MOVE! 





CYCLONE «re 8” WIRE SCREEN CLOTH 
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buse & Gar BY SHERWIN-WILLIAMS nd ‘s Mag 
i There's the warmth and zest of a spring morning ina gleam- repeat, are for your pride and satisfaction in your home's 
rening Pos ing house . .. a house painted with SWP. There's a pride lasting beauty and protection. me Journ 
and contentment in living in it... in having your neigh- Hours and pages could be spent telling you how Sherwin- 
bors appreciate it as part of their community Williams Paints—SWP for your house, Flat-Tone and Semi- 
>Use Beau SWP is the best known and most widelv «eA + --- come—are made, and why these are e e Ameri 
paint in America. Years of resear: eir best story ... the story you are 
years of work have establishe: Id on the job. Since 188] home- 
My those years have brought pleasure N 0 hen and today Sherwin-Williams § 
ctorial Rev brought beauty and protection s erica’s preference. ° Magazi 


All the qualities ... the smooth about paint is Sherwin-Williams.” 


. 
e uniform mixture that brushes so ea | ropolis ... city, town or hamlet... 
—— ... the sun-fast colors, true-toned an © e earth” emblem is lO as ome e T 








glossy surface the longest life in ere the Sherwin-Williams deal 


















a M portant in your painting costs. A ‘a 
urpers Ma anion 
You can have twelve to jams di jor your free c 
Y) your painting. Ask the She: of the beautiful and informative Sherwin-Williams , 
¢ locality about the S-W Budget Payment Plan. Write di- Home! orator Or write directly to The Sherwin- 
itter Home $ rectly to Sherwin-Williams Co,, Dept. S, Cleveland, O. Willi mpany, Department S, Cleveland, Ohio 






torial Rey (aig) SHERWIN-WILLIA 


U NEED TO KNOW 


\> “ 


THE PEOPLE YOU KNOW on. on. crssrnu 


i d value in “beauty and 
i 1 know are awakening to the pleasure an * \ 
advertiseme praia i eo every Sherwin-Williams dealer's store. epost pa we 
aon en : ospects and customers the message that makes 1936 a pain ee 
pity atk dealers are the leaders in painting message, paint, = Pasurs 
Make this a Number 1 Paint Sales Year with SHERWIN- WILLIAM 
















agazine * Good Housekeeping « Time > Womalzaaaayd 
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& Gardens * Saturday Evening Post + Nationlé 


Whew weecnteee 


view * Successful Farming * Harper's Mo — —s 
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No. 365R-WB Nesco Super DeLuxe 5 Burner Range — 
The “Beauty Queen” of the Kitchen, in the new white 
and black color combination. 


2 
0 
2) 


No. 750 Nesco DeLuxe 5 Burner Range—Modern Design, 
Beauty, and Efficiency at Popular Prices. 


No. 214-1104 Nesco DeLuxe—4 Burner Stove with No. 301 

3) Portable Oven — efficiently fills the need for greater 
cooking surface and provides the necessary baking cap- 
acity when desired. 




















A 
NESCO | 


ok OF OF UL oe g 


* REPUTATION ~ 
* PERFORMANCE 
* ACCEPTANCE 


NESCO KEROSENE 
STOVES and RANGES 


ITH a Reputation for highest dollar- 

for-dollar value in modern design, 
style, durability and successful Perform- 
ance in all types of cooking and baking 
— enjoying the enthusiastic Acceptance 
of ever-increasing thousands of House- 
wives — Nesco Kerosene Stoves and 
Ranges stand in a position of unques- 
tioned leadership in the modern home. 


Let us tell you what this leadership means 
to you in greater Sales and Profits. Let us 
show you the powerful National Adver- 
tising and Promotional Campaign that 
will help you toward new Stove Line 
records for 1936. 





NATIONAL ENAMELING AND STAMPING COMPANY 


Executive Offices: 449 N. TWELFTH STREET, MILWAUKEE, WISCONSIN 
Factories and Branches: MILWAUKEE — CHICAGO — NEW YORK — BALTIMORE — PHILADELPHIA — GRANITE CITY, ILL. 
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SELL YOUR NEIGHBOR 
THESE LAMPS AT NEW LOW PRICES 


HARDWARE & are” E 
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ED, WHY DON'T YoU 
USE SOME DECENT SIZE BULBS 
IN YOUR STORE?-~- THE 
BIG ONES COST LESS NOW! 
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YEAH, | GUESS | COULD. ' 
SEND ME OVER A FEW 
NOW THAT THEY COST 

SO LittLe! 
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4 
5 WAYS TO MAKE MORE MONEY ‘ 


FROM NEW LOW MAZDA LAMP PRICES 


General Electric’s announcement of new, low prices on higher 
wattage Mazpa lamps (effective May Ist) makes it easier than 
ever for you to sell these lamps . . . and make more profit. 
Here are five ways you can make more money from the oppor- 


RE 

















tunity these prices give you: 
1. Fill Empty Sockets—Investi- low prices, your store will attract st i 
ations show that many neighbor- many people who formerly bought NEW LOW PRICES ig on 
stores and other business only lower wattage lamps. Con- Effective May Ist) : é 
laces are buying —— lamps vincing them of the advantages to (Effective Ma: ra 
rom door-to-door salesmen. Now eyes and pocketbook through us- Watts TYPE WAS NOW 
with higher wattage Mazpa lamps ing higher wattage Mazpa lamps Sloss 
at new low prices, take advantage of uniform high quality is easy. tS@... {Tasid Frosted. . 29* ° °° 25¢ 
of this situation and sell your 4. Sell Residential C oe a 
neighbor the quality Mazpa lamps pet sewerage A 000 These 200... . Clear ....... 55c... 45¢ 
he needs. Spend half an hour each ine ear fe ten le a 300 .... Clear ...ce0 90c ... 75e 
—_ bk lh ee yoo _ — year. That means a good potential 500 .... Clear ......$1.55 . $1.40 
shops, service stations, etc. Show capenemsont — «4 ~ In- 150 .... Clear Daylight. . 65c... 50€ 
them how much more light higher eon : ee sg. the nt or 200... . ClearDaylight. . 90c . . . 80¢ 
wattage lamps provide . . . tell a wnat 3 some 2. hes M — 300... . Clear Daylight. $1.35 . $1.20 
them about the new low prices. COSREINESS CUSTEMRETS METS | — 500 cl Daylight. $2.30 $2 15 
Daylight lamps, too. Explain what - ++ + Clear Daylight. 92.50 . .pase 
2. Sell More Higher Wattage fine light these lamps provide in 50 
Lamps—tThe Better Light-Better kitchens, sewing rooms, and laun- 100 | . . . Indirect 
Sight program has instilled in many dries. Point out how economical 150 Three-Lite .... 80c...6O€¢ 
of your commercial customers the they are at the new low prices. 100 
desire for the extra light provided 5. Sell More La Ti 200 | . . « Indirect 
by higher wattage lamps. You'll ‘ Sve Lampe at @ Sime 300 Three-Lite . . . $1.00 . . . 80 
find i A ‘ —All of these advantages give you 
nd it easier to replace present low ‘ : 
greater opportunity to sell more 


wattage lamps in their business 
places with higher wattage lamps 
at the new low prices. 


3. Attract New Lamp Custom- 
ers — With larger sized Mazpa 
lamps displayed in your store 
and in your window at the new 


lamps at one time to each custom- 
er. Instead of selling just one 150- 
watt lamp at 25c .. . explain the 
advantages of their having several 
spare lamps on hand... and try 
selling them four of the 150-watt 
lamps for a dollar. 
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Just 


Among 
Ourselves 


By CHARLES J. HEALE 


Editor, Hardware Age 


“X Club” — 
An “X Club” was formed at the 


Memphis, Tenn., Convention of 
manufacturers and _ wholesalers. 
It is a good idea. Each living past 
president of the National Whole- 
sale Hardware, Southern Hard- 
ware Jobbers’ and American 
Hardware Manufacturers’ asso- 
ciations (including the Old 
Guard) automatically becomes a 
life member of this new body. 
This new club will hold a dinner 
during all conventions. Its basic 
reason for being is to maintain 
continued interest of past presi- 
dents in the permanent and future 
welfare of the respective organiza- 
tions, which they have headed. It 
is Walter M. Bonham’s idea and 
had ready response from both 
manufacturers and wholesalers. 
It should have. In his annual ad- 
dress as retiring president of the 
S.H.J.A., Mr. Bonham paid par- 
ticular attention to the increas- 
ingly important part being played 
in that organization by the 
younger executives of the indus- 
try. He said “Youth brings us 
energy and age brings us wisdom 
and if the two forces are com- 
bined, the future of this associa- 
tion and of the hardware business 
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is assured.” The Indians had the 
same idea—“Young men for war 
and old men for counsel.” There 
is no good reason why a past 
president should become a “has 
been.” If he was useful as chief 
officer, his experiences make his 
services and ideas more valuable 
in his reflections after he has held 
office. Welcome to the new “X 


Club.” 


Joint Sessions— 


For three years, the American 
Hardware Manufacturers’ and the 
Southern Hardware Jobbers’ Asso- 
ciations have held joint sessions 
on all but the final and closing 
day. The idea has been highly 
satisfactory, successful and help- 
ful. There seems to be no good 
reason for not following this prac- 
tice indefinitely. In principle, the 
purpose of joint wholesaler-man- 
ufacturer conventions is to bring 
producer and distributor together 
for open discussion of industry 
problems of mutual importance 
and interest. Surely the joint 
session is the ideal vehicle to 
carry out the really basic prin- 
ciple involved in holding joint 
conventions. The annual joint 
conventions of the manufacturers 


and the National Wholesale Hard- 
ware Association would do well 
to follow this procedure. Indi- 
vidual executive sessions on the 
closing day would handle resolu- 
tions, any executive discussion 
and election of officers, for both 
groups. If necessary, each body 
could hold an additional execu- 
tive session on one of the four 
afternoons of the usual conven- 
tion period. Having both pro- 
ducer and distributor together for 
three morning sessions has all the 
earmarks of the proper machinery 
for solving some of the joint prob- 
lems that are the reason for the 
joint conventions. 


Sales Policies— 


At Memphis there was no ques- 
tion about the attitude of whole- 
salers toward double-dealing man- 
ufacturers whose prices to mail 
order and chain stores are better 
than their prices to the whole- 
saler-retailer channel of distri- 
bution. There was no talk of boy- 
cott. It is illegal—nor was there 
any inference toward that end 
among the wholesalers who ex- 
pressed themselves. But those 
manufacturers whose policies per- 
mitted them to speak out in meet- 
ing made no bones about their 
attitude on the subject. They 
simply, yet eloquently, stated that 
if they were wholesalers they 
would not buy from producers 
who played both ends against the 
middle. And I am sure I wouldn’t 
either, if I were running a whole- 
sale business. We can never dodge 
the fact that more than 70 per 
cent of all merchandise is dis- 
tributed in this country through 
independent wholesale - retail 
channels and only about 28 per 
cent through chains, mail order 
houses, etc. Then why and how 
do these minority (collectively) 
group buyers get such extra, spe- 
cial inside prices? If there is to 
be a preference it would seem 

(Continued on page 128) 
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The Story of 


The Memphis 
Convention 


Forty-sixth annual convention of the Southern Hard- 


ware Jobbers’ Association and Seventy-second Semi- 


annual Convention of the American Hardware 


Manufacturers’ Association held jointly at the Pea- 
body Hotel, Memphis, Tenn., April 20 to 23, 1936. 
Robert H. Baker succeeds Walter M. Bonham as 
President of the Jobbers’ Association. Attendance 
approximately 1000, making an all-time record. 


Program unusually interesting and informative, 


dealing with distribution problems, taxation, gov- 


ernmental interference with private business, sales 


promotion plans and the importance of business men 


taking a greater interest in political propaganda. 


ITH an approximate 1000 

hardware wholesalers and 

manufacturers in attendance 
the Memphis Convention marks a 
new high and all-time record for 
size. The well-balanced program of 
the business sessions developed un- 
usually important and informative 
discussions. With the exception of 
the final sessions on Thursday morn- 
ing, wholesalers and manufacturers 
met daily in joint sessions, as they 
have for the past two years at the 
annual Southern conventions. The 
joint session idea is proving increas- 
ingly popular and is of course con- 
sistent with the real purpose of 
these conventions, bringing pro- 
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ducers and distributors together to 
discuss mutual problems. 

It was the 46th annual convention 
of the Southern Hardware Jobbers’ 
Association and the 72nd _ semi- 
annual convention of the American 
Hardware Manufacturers’ Associ- 
ation. Headquarters were at the 
Peabody Hotel, Memphis, Tenn., 
with several other hotels in that city 
also crowded to capacity. The con- 
vention opened Monday night, April 
20, and closed Thursday, April 23, 
1936. 

All regular business sessions were 
held in the morning so that after- 
noons were available for golf, driv- 
ing, sight-seeing and for meetings 









among informal groups of manufac- 
turers and wholesalers. The enter- 
tainment features were ample and 
varied, bringing much pleasure and 
pleasant memories to those who at- 
tended. Details of the social fea- 
tures are given elsewhere in this 
issue. 


New Jobbers’ President 


At the jobbers’ closing session on 
Thursday morning, Robert H. Baker, 
Fones Bros. Hardware Co., Little 
Rock, Ark., was elected president 
of the Southern association, succeed- 
ing Mr. Bonham. A. C. Rankin, 
Teague Hardware Co., Montgomery, 
Ala., and Henry J. Allison, Glasgow- 
Allison Co., Charlotte, N. C., were 
chosen as vice-presidents. Other of- 
ficers are given elsewhere in this 
issue. The manufacturers do not 
elect officers until their fall conven- 
tion, which will again be held in 
Atlantic City, N. J., the week of 
October 19, 1936. 

Appropriate resolutions were 
passed by the manufacturers, paying 
tribute to N. A. Gladding, E. C. 
Atkins & Co., Indianapolis, Ind., and 
Chas. W. Asbury, Enterprise Mfg. 
Co., Philadelphia, Pa., two past 
presidents whose deaths occurred 
since the association last met in 
October, 1935. The wholesalers also 
lost two past presidents: J. D. Moore, 
Moore-Handley Hardware Co., Bir- 
mingham, Ala., and Harry Black, 
Black Hardware Co., Gaiveston, 
Texas. Resolutions in tribute to 
their memories also covered the pass- 
ing of another member, Alexander 
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M. Nelson, Nelson Hardware Co., 
Roanoke, Va. 

With the customary opening for- 
malities, the convention officially 
opened Monday night. The Very 
Rev. I. H. Noe, Dean of St. Mary’s 
Cathedral, Memphis, delivered the 
invocation, followed by brief re- 
sponses and greetings from Walter 
M. Bonham and R. G. Thompson, 
president of the jobbers’ and manu- 
facturers’ associations, respectively. 
Mr. Bonham, who presided, stressed 
the importance of enlisting the in- 
terest and activessupport of younger 
executives, saying the vigor of youth, 
combined with the wisdom of age, 
would bring the association and the 
hardware business prosperity. De 
spite all the inroads of various com- 
petitive forms of distribution, the 
chairman said the wholesale hard- 
ware business was bigger and better 
than it was 46 years ago, when the 
Southern group organized. Else- 
where in this issue is a brief quota- 
tion from Mr. Bonham’s opening 
remarks, which deals with the seri- 
ousness of radical, social legislative 
experiments. The principal speaker 
of the evening was Chas. Evans of 
Little Rock, Ark., whose bright wit 
and inspiring energy was interesting 
and stimulating. 


Discussions 


The staggering increased taxation 
under which business labors and the 
startiing threats of further levies 
came in for wide and spirited dis- 
cussion. Several speakers brought 
out tax facts which indicated that 
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Monday night’s joint session at the Memphis Convention 


taxes paid per stockholder’s share 
in the past year were far greater 
than any profit return which such 
shares earned in the biggest profit 
days. Closely akin to the tax prob- 
lem were the discussions about radi 
cal teachings in the colleges and the 
general spread of such tendencies in 
present-day government, despite the 
obvious failure of such experiments 
in Europe and elsewhere. 
Manufacturers’ selling policies 
came in for an extended discussion 
Wednesday morning, with particular 
emphasis placed on the unfairness of 
the producer who gives mail order 
and chains preferential prices. This 
discussion brought extemporaneous 
comments from both wholesalers and 
manufacturers, with some of the lat- 
ter claiming that wholesalers failed 
to support (with orders) the manu- 
facturer who did keep his products 
on a stabilized basis or who did not 


sell the mail order and chain groups, 
or if he did sell them gave no extra 
discounts. 

From every manufacturing group 
and from all wholesalers who ex- 
pressed themselves there was a very 
general report of greatly improved 
business. Reports on credits and col- 
lections also indicated marked im- 
provement. The general viewpoint of 
the convention was keyed up with 
an optimistic spirit that comes with 
good business plus the confidence 
that the immediate future looks 
bright. Many such comments on 
improved business were prefaced 
with “despite the heavy tax load and 
the government’s interference, etc.” 

On the pages immediately follow- 
ing are the major parts of various 
talks made by speakers, with details 
on the social program, election of 
officers and other important high- 
lights of the Memphis Convention. 





Headquarters hotel where all sessions were held. 
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Wholesaler Will Not Be Replaced 


By WALTER M. BONHAM 


President, C. M. McClung & Co., Knoxville, Tenn., in his 
Annual Address as President of the Southern Hardware 
Jobbers’ Association before the Wholesalers’ Closing 
Thursday Morning Session, says that as long as the whole- 
saler performs his functions efficiently he will not be 
replaced in the scheme of hardware distribution. Calls 
for a more widespread exchange of successful ideas and 
plans among wholesalers. 


E have had discussions and 

conferences on many inter- 

esting questions. These ques- 
tions in the main concerned prob- 
lems that are real and difficult, some 
of them perhaps hopeless. And there 
are conditions facing us and the en- 
tire world that press for solution, con- 
ditions that cannot be ignored or 
Pollyanna-ed away. I doubt if ever 
at any one time have there been as 
many unknown and apparently un- 
knowable quantities as there are to- 
day in our economic equation. But 
with it all, in spite of it all, or 
perhaps in a sense because of it all, 
let us not forget that the future for 
us in our own business and for 
America as a whole, is brighter and 
better than in any period of the 
past; that life will be richer, fuller, 
freer, and that its richness and full- 
ness will be more widely distributed 
than ever before. 

I think our conventions would be 
interesting and more profitable if 
our membership would be willing to 
discuss any new plans they have 
tried out in buying, selling, ware- 
housing, transportation or what not, 
in which we are all interested and 
in which we all wish improvement. 
Of course we realize that each job- 
ber feels that any improvement he 
makes in his business, making it 
more efficient or less expensive, 
should be kept for his own purposes, 
and we will admit the truth of this 
assertion. However, it is quite likely, 
if competitors would talk freely, 
there would be a fair exchange of 
ideas that would be worthwhile. 
Perhaps one jobber has a pet scheme 
that is working nicely and he does 


not like to say anything about it. 
He might find, however, that his 
competitor also has a pet scheme, 
and that swapping would be good 
business. Certainly we all owe some 
debt to the jobbing fraternity as a 
whole, for while individual members 
might exist longer than others, the 
facts are that if the jobbing system 
once goes, all of us will sooner or 
later go with it, so whatever we do 
to strengthen the jobbing picture as 
a whole will be helpful to us as 
individual members. 


Skill and Energy 


I am still a firm believer in the 
individual; that skill, ability, supe- 
rior mental equipment, energy, re- 
liability, will receive their reward; 
that whatever the rules of the game 
may be, there will be those who will 
play it better. Men of unusual 
ability earn unusual rewards, and, 
barring exceptions, such men have 
always been looked upon as bene- 
factors of their country—men of 
courage, vision, and endowed with 
an unusual capacity for work. All of 


‘ our greatest industries, institutions, 


and even our Government, have been 
developed by leadership of this kind. 
It is, therefore, rather discouraging 
that during recent years men of this 
kind are under suspicion, and almost 
in disrepute. A specious theory that 
all successful men and industries of 
the past have been crooked; a sort 
of down-with-the-ups and up-with- 
the-downs doctrine that paves the 
way for demagoguery of the worst 
kind. But in the words of the im- 
mortal Lincoln—“This, too, will 


” 


pass. 
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So: long as the hardware jobber 
conducts his business efficiently, eco- 
nomically, intelligently, his position 
in the scheme of distribution will not 
be replaced because it cannot be 
done cheaper or more efficiently than 
the jobber is prepared to do it. If 
it were not for the fact that the job- 
bing function of furnishing time and 
place economy must be performed 
by someone, then there might be 
some question as to the jobber’s 
place in distribution, but since his 
function must be performed, it comes 
down to the question of “Who can 
perform it best?” We do not be- 
lieve the manufacturer wants to take 
the place of the jobber’s function; 
many of them have tried it in the 
past, found it did not work well and 
have discarded it at considerable 
loss. There are some manufacturers 
who are still trying it who have been 
unwilling to take the loss attendant 
upon giving it up. There are still 
other manufacturers who are per- 
haps satisfied to continue performing 
the function. We do not believe the 
retailer wishes to perform the job- 
bing function for many reasons. In 
the first place, many of them cannot 
afford it from a financial standpoint. 
Besides, the problems of merchan- 
dising, pure and simple, for the re- 
tailer should occupy his full thought 
and attention if he is to make a suc- 
cess of it. To undertake the jobbing 
function, in connection with his busi- 
ness, increases his cost of doing busi- 

(Continued on page 92) 
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Vice-president, The Lufkin Rule Co., New York City, in his 
semi-annual address as president of the American Hard- 


Business Is Better 


By R. G. THOMPSON 


ware Manufacturers’ Association before that body’s clos- 


ing Thursday morning session. 
reforms does not indicate that all of the past experiences 
of the country were one big mistake and that despite the 
toll of recent depression era and general uncertainty 


about social and legislative experimentation, 


‘business is better.’’ 


HROUGHOUT the’ world, 

change or threat of change is 

constant. Theory conflicts with 
theory, to the confusion and irrita- 
tion of all. Nations and individuals 
seek to dominate. History accom- 
plished, teaches; but history in the 
making, perplexes. And in these 
very years, history is being recorded 
that will be momentous for genera- 
tions to come. . 

In our own country we face a de- 
cision between the old and the new, 
the tried and the untried. It is as- 
serted that “stagnation follows 
standing still” and that “growth and 
progress invariably and _ inevitably 
are opposed—bitterly, falsely and 
blindly.” To this it may be truly 
said that our country never has stood 
still, nor does any reasonable man 
now propose that it shall; nor is all 
dissent to experimentation bitter, 
false and blind. Some things of the 
past no man desires continued; 
evolution demands broad and prac- 
tical treatment of social and eco- 
nomic problems, to the end that 
health, happiness and personal se- 
curity may be expanded to the great- 
est possible extent. But general 
concurrence in this conclusion does 
not mean that all of the past has 
been one great mistake nor that 
Utopia may be attained by the re- 
peal of the laws of nature or of 
economics. 

Partisanship as heretofore desig- 
nated by party labels lingers mainly 
in the persons of professionals. 
Eliminating the extremists in either 
direction, the great mass of Amer- 
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ican citizenry is apparently about 
evenly divided between those whom 
we recognize as moderately con- 
servative and fairly liberal. In their 
attitudes both are sincere; nor 
should either be branded as un- 
American. Any government lacking 
in effective organized political op- 
position is bound to err more fre- 
quently and more seriously than 
where such opposition exists. Had 
our own Congress in recent years 
been less one-sided, some concededly 
mistaken legislation would not now 
rise to plague. 

Despite the fact that since 1929 
almost 132,000 businesses have failed, 
and despite the drop in national 
income from 83 billion dollars in 
1929 to less than 40 billion in 1932, 
business IS better. To quote from 


Says obvious need of 





the February first issue of Forbes 
“Already national income has in- 
creased 30%. Recovery * * * has 
been and is definitely under way, as 
testified by figures and other facts 
from innumerable sources: Market 
value of stocks listed on the New 
York Stock Exchange alone has 
soared 31 billion, 300 million dol- 
lars from the 1932 bottom: building 
is at last showing reviving life: 
power consumption is exceeding even 
boom-time peaks; steel production 
is almost 200% above the depres- 
sion minimum; volume of railway 
freight shows substantial gains; 
automotive output last year ran 45% 
above 1934; the Bell System added 
460 thousand telephones in 1935; 
bank clearings have risen notably. 
and employment and payrolls are 
moving, even if slowly, in the right 
direction.” Almost every depend- 
able forecast has predicted that the 
United States will make further 
progress during the current year: 
the best opinion in agreement that 
business improvement during 1936 
should be from 10 to 15% over the 
year preceding. 

But even the encouragement of 
present sales improvement cannot 
allay business apprehension over na- 
tional budgets indefinitely unbal- 
anced,’ and the continuation of 
enormous appropriations and ex- 
penditures under the blanket author- 
ity plan, with constant threat of 
further unknown restrictiéns upon 
industry. The national debt now 
exceeds 31 billion dollars, a sum so 
enormous as to stagger the imagina- 
tion. Therefore, it is not amiss to 
ask the question—how much is a 
billion? Lewis W. Douglas, former 
Director of the United States Bud- 
get. puts it this way: 

“A man with a five thousand dol- 
lar annual income would have to 
work two hundred thousand years to 
earn a billion dollars. At our pres- 
ent average rate of individual in- 
come, a city of one hundred thou- 
sand people would have to work 
more than fifteen years to earn a 


billion dollars. 


(Continued on page 90) 








By FLINT GARRISON 


Director-General, Wholesale Dry Goods Institute, Ad- 
dresses Tuesday Joint Session Declaring That “Elimina- 
tion of Middle-Man” in Today’s Business Life Would 
Destroy Our Present Civilization, as All Business Estab- 
lishments Are ‘‘Middle-Men” Performing Some Interme- 
diary Functions Which Are Required. Places Total 
U. S. A. Wholesale Distribution at $32 Billions and Says 
Number of Wholesaling Firms Is Steadily Increasing in 
This Country, in All Lines. 


Distribution ‘Through Wholesalers 











ROBABLY no misconception 

is more widely entertained by 

people generally than the illu- 
sion concerning the “middle-man.” 
As popularly conceived he is an in- 
dividual who stands between any 
two others in an economic process 
and, because he stands betweenthem, 
must of necessity be uneconomical 
and therefore should be eliminated. 
So robust is the popular opposition 
to any such in-betweener that the 
sentiment has been capitalized in 
the popular slogan: “Cut out the 
middle-man and deal direct,” which 
slogan we hear frequently repeated 
and widely accepted as a sound 
economic principle. 

Few realize that if this slogan 
were literally and universally fol- 
lowed our present civilization would 
disappear. For we are all middle- 
men. Each one of us, wherever 
placed, stands between two other 
economic functionaries. Not one of 
us fully completes any economic 
operation. And, strange as it may 
seem, it would be uneconomical for 
us to do so. 

Possibly I can make my point 
clearer by example. Your grand- 
father or great-grandfather bought 
his shoes from the man who made 
them. It would seem that in this 
transaction no middle-man was in 
volved. But actually, the cobbler 
who made the shoes was himself a 
middle-man, for he did not tan the 
hide, or slaughter the animal from 
which it was taken, nor did he make 
the thread, the lining, the pegs, the 
buttons, or the polish with which the 
shoes were finished. The cobbler was 
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actually an entrepreneur who came 
between your great-grandfather and 
the producers of the various ma- 
terials which entered into the make- 
up of a pair of shoes, and by his 
specialized function made _ those 
materials more readily available to 
your great-grandfather’s use as foot- 
wear. 

Since your great-grandfather’s 
day, in the production and distribu- 
tion of shoes. more than half a 
hundred middle-men have been in- 
troduced to replace that one former 
cobbler middle-man. Within the 
walls of any factory where shoes are 
made, more than a score of middle- 
men perform a score of specialized 
functions in the production of each 
pair of shoes, all of which were 
formerly performed by one cobbler. 
while another score of middle-men 
outside the walls of the factory per- 
form other distinct functions in the 
complex business of making the ele- 
ments which go into a pair of shoes 


available for individual use. But 
although under modern industriali- 
zation more than fifty times as many 
hands play a part in the production 
and distribution of your shoes as 
played a part in the production and 
distribution of your great-grand- 
father’s shoes, you today can secure 
a better pair of shoes with a smaller 
expenditure of effort than your 
great-grandfather could. 

The economic order by which we 
now live is based on specialization 
of function and subdivision of work. 
Middle-men are therefore continu- 
ously increasing in number as our 
civilization advances. New middle- 
men will appear in industry when- 
ever it becomes apparent that greater 
efficiency can be secured by a 
gieater specialization of function 
and a further subdivision of work. 

Wholesalers are preeminently 
middle-men, performing a very defi- 
nite and highly specialized operation 
in the business of rendering goods 
and services more readily available 
for individual use. Since more 
illusions apparently prevail concern- 
ing this particular brand of middle- 
man than any other, it seemed to me 
that I might usefully employ the 
time you have allotted to me on this 
program in an effort to dispel some 
of the popular illusions which pre- 
vail concerning wholesalers. 

What I want to say regarding 
wholesaling I find can best be or- 
ganized and presented as nine af- 
firmative propositions with a short 
explanation, if not a full and com- 
plete “demonstration” or proof of 
each. I believe it will be readily 
apparent to you that, did time per- 
mit, factual proof of each of these 
positive -statements could be sup- 
plied. 

Proposition 1. The Bulk of Goods 
Produced In The United States Is 
Distributed Through Wholesalers. 

This statement, which is directly 
contrary to popular belief. has by 
Government statistics been defi- 
nitely established as a fact. The 
United States Census of Distribu- 
tion for 1933 gives the total whole- 
sale trade of the United States as 
$32 billions, and the total retail 
trade of the same year as $25 bil- 
lions. The paradox of the wholesale 
trade exceeding the retail trade of 
the country is explained by the fact 
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of a vast wholesale trade in mater- 
ials and commodities which never 
enter the consumer’s market and, 
therefore, is never reflected in retail 
sales. 

Raw materials and semi-finished 
products also frequently pass 
through the hands of several whole- 
salers before they become finished 
products ready for the final retail 
sale. 

Proposition 2. Wholesale Estab- 
lishments In The United States Are 
Increasing and Not Decreasing In 
Number. 

Contrary to popular belief, there 
were more wholesale establishments 
in the United States in 1933 than 
were in existence in 1929. What is 
even more significant, this statement 
specifically applies to what we know 
as “Full Service Wholesalers,” 
listed in the 1933 United States 
Census as “Wholesalers Proper,” as 
distinguished from chain store ware: 
houses, manufacturers’ sales branch 
es, agents, brokers, or other types 
s of so-called wholesale establish- 
Fa ments. There were in the United 

States in 1933, 82,844 “Wholesalers 

Proper,” as compared with 79,784 

in 1929, or an increase of 3.8 per 
s cent in numbers, notwithstanding a 
drop of more than 50 per cent in 
dollar volume of the country’s total 
business. 

Proposition 3. Wholesale Distri- 
bution Does Not Add to The Cost 
But Actually Reduces The Cost Of 
Distribution. ; 

The truth of this statement may 
be established by several types of 
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Orgill Bros. Co., also a member of the committee. 





evidence. 
the types: 

(a) When direct selling from 
manufacturer to retailer is substi- 
tuted for distribution through whole- 
salers, the selling and administra- 
tive costs of manufacturers and the 
operating costs of retailers are both 
increased, often drastically _ in- 
creased. 

(b) A group of mills selling ex- 
clusively to the retail trade recently 
engaged a firm of industrial en- 
gineers to analyze their operations, 
which analysis disclosed combined 
selling and administrative costs of 
31.8 per cent of sales as the average 
for the group. This is considerably 
greater than the combined selling 
and administrative costs of manu- 
facturers selling to wholesalers, plus 
the selling and administrative costs 
of wholesalers, producing and dis- 
tributing the same class of goods. 


I will suggest three ot 


Experiments 


(c) Experiments made by a num- 
ber of individual producers (notably 
producers of floor coverings and 
producers of underwear) have 
shown that wholesalers can effect 
the distribution of a manufacturer’s 
product more economically than the 
manufacturer can secure it for him- 
self. 

Proposition 4. The Individuality 
and Independence of Manufacturers 
Depend Upon the Preservation of A 
Large Body of Independent Re- 
tailers. 

For a generation or more we have 
seen the producer and the distribu- 
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tor contesting for the possession of 
the consumer’s good will. In past 
years this good will was possessed 
decisively by the producer. The 
manufacturer identified his products 
and made them known to the con- 
sumer. The consumer asked for the 
goods and the distributors at whole- 
sale and retail supplied them. The 
manufacturer took the initiative in 
styling and pricing his goods. He 
was consequently able to realize the 
profit of the entrepreneur. 

With the growth of mass distribu- 
tion, the manufacturer has definitely 
lost the advantage which he pre- 
viously enjoyed in the possession of 
the consumer’s good will. The dis- 
tributor has captured the prize. The 
mass distributor has the power to 
create and promote the sale of his 
own brands. He, therefore, buys 
more and more on specification, and 
the producer must bid for his busi- 
ness against the field. This tends to 
reduce the manufacturer to the level 
of a contractor, auctioning his ser- 
vices and fixing their value by the 
lowest bid. 

The typical independent retailer 
cannot successfully create and pro- 
mote his own brands, therefore his 
success depends largely upon the 
promotion of the manufacturer’s 
brands. The individuality and en- 
trepeneurial position of the manu- 
facturer can be maintained only if 
a large body of independent retail- 
ers can be sustained. 

Proposition 5. The Continued 
Existence of Independent Retailing 

(Continued on page 88) 





Left to right—Back row—C. S. Roberts, Roberts, Sanford, Taylor Co., and W. W. French, Moore-Handley Hard- 
ware Co., members Executive Committee, T. W. McAllister, editor, Southern Hardware, secretary, W. A. Parker, 
Beck & Gregg Hardware Co., former treasurer and now member of executive committee with Edmund Orgill, 
Front row—Walter M. Bonham, C. M. McClung & Co., retir- 
ing president, Robert H. Baker, Fones Bros. Hardware Co., new president with vice-presidents, A. C. Rankin, 
Teague Hardware Co., and Henry J. Allison, Glasgow-Allison Co. 
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At the Forks of the Road 


By J. E. EDGERTON 


Lebanon, Tenn., textile mill operator and president of 

the Southern States Industrial Council tells Tuesday joint 

session that democratic government ceases when citizens 

tolerate contemptuous invasion of privacy and wanton vio- 

lations of industrial security; and that the Supreme Court 

alone cannot forever protect the rights and liberties of a 
free people 


AM not here to draw an indict- 
ment against any person or 
particular group of persons as 
being wholly responsible for the un- 
happy situation in ‘vhich our nation 
lingers. Indeed, it is very difficult, 
if not impossible, to identify the ele- 
ment that is most to blame for it. 
So, if what I say shall be interpreted 
as an indictment at all, let it be 
against conditions rather than men, 
for it is conditions more than per- 
sons or parties which threaten the 
foundations of our institutions. The 
predominant element in the condi- 
tions of which I am thinking is 
moral in character, and to the mak- 
ing of them we have all contributed 
either positively or negatively 
through our failures in living up to 
the requirements of good citizenship 
which the founders of our republic 
presupposed. The recurring visita- 
tions of men-made war followed in- 
evitably by losses of economic bal- 
ance prepared the ever broadening 
way for the entrance of alien phil- 
osophies which we have suffered to 
become rooted in our political soil. 
It is a soundly debatable question 
whether the hungry dog that walks 
uninterrupted into a food-full pantry 
and helps himself to what he finds 
is more to blame for his lack of 
moral restraint than the owner who 
goes away and leaves the door care- 
lessly open. In other words, if we, 
the heirs to the soundest and most 
successful systems of government 
and economics ever yet devised by 
man had not gotten into the habit 
years ago of going off and leaving 
wide open the doors to the vaults of 
our cherished rights and liberties, 
the prowling exploiters of political 
opportunity could never have started 
the processes of devouring these 
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treasures. We have not only neg- 
lected egregiously our responsibili- 
ties in the field of good citizenship 
and public service, but as employers 
and competitors we have been ex- 
tremely short-sighted and otherwise 
deficient in our ethical conduct. 
Through these deficiencies we have 
not only invited but have sometimes 
compelled governmental _ interfer- 
ences in the public interest. At 
these points of ethical breakdown. 
the social opportunist, the academic 
theorist, professional agitator, and 
fake reformer, have been able to 
enter the house of our liberties and 
further complicate the task of de- 
liverance. 

At this juncture. I want to incor- 
porate as a part of this message a 
letter which I have just prepared to 
go to the thirteen thousand indus- 
trial units that compose the South- 
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ern States: Industrial Council. You 
will, I am sure, recognize this to be 
consonant with the suggestions of 
my subject as well as helpful in the 
identification of my conception of 
what one should do when he finds 
himself at the forks of the road. It 
will be discovered to be not merely 
a matter of choosing between the 
yet unannounced political platforms 
and nominees for office. Proper ac- 
tion in these circumstances involves 
also a course of individual conduct 
in either relationships indicated in 
the letter which follows: 

“There are so many things going 
on at Washington and elsewhere to 
tax the nation’s facilities for ra- 
tional condemnation that there is 








X CLUB FORMED 
At Memphis Convention 


At the suggestion of Walter M. Bonham, president, C. M. 
McClung & Co., Knoxville, Tenn., the retiring president of the 
Southern Hardware Jobbers’ Association, an “X CLUB” was 
formed at the close of the recent Memphis, Tenn., Convention of 
the Southern Jobbers and the American Hardware Manufac- 
turers’ Associations. All past presidents of the Southern Hard- 
ware Jobbers’, the National Wholesale Hardware, the American 
Hardware Manufacturers’ Associations and of the Old Guard 
are automatically members of this new club upon their retire- 
ment from their respective offices. There will be no officers 
nor dues, but there will be annual dinners at the conventions of 
these bodies and membership is for life. 
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neither much humor nor time leii 
to the harried citizenship for calm, 
constructive thinking. Yet, the ob- 
ligation remains, and only in pro- 
portion as it is discharged by the 
more responsible in our society, will 
we be able to master the forces that 
are now driving us toward a com- 
munistic dictatorship. This warning 
and exhortation is addressed to every 
industrial, commercial and domestic 
employer of labor who hasn’t yet 
climbed aboard the political ‘band- 
wagon’ and surrendered to others the 
right to do his thinking for him. 
“The papers announced yester- 
day that a modified ‘Ellenbogén 
Bill’ was submitted to the Labor 
Committee of the House by a sub- 
committee to which this alien mon- 
strosity was referred for ‘considera- 
tion. The Walsh-Healey Contracts 
Bill still hangs like the sword of 
Damocles above the head of iadus- 
try. The O’Mahoney, Robinson- 
Patman, Wheeler-Rayburn, Loner- 
gan, and a half-dozen or more 
other objectionable proposals are 
lurking in the shadows ready to 
spring upon a sore and weary public 
at the ‘psychological moment.’ The 
Black Committee is turning up every 
chip and stone between the two 
oceans looking for insects upon 
which to let loose new salvos from 
the legislative machine guns. Scores 
upon scores of investigators, re- 
searchers, and statisticians attached 
not only to congressional committees 
but to practically every one of the 
multitudinous bureaus, commissions, 
and departments of government are 
diligently searching, day and night, 
every nook and corner of the indus- 
trial and business segments of so- 
ciety for every sort of fact and 
near-fact with which to justify past 
and contemplated future procedures. 
Frequent reports come to my office 
indicating that secret agents of 
socialistic private organizations, 
often equipped with what appears 
to be authority from some govern- 
mental bureau, are scouring the 
country for fragments of informa- 
tion that can be easily fashioned into 
weapons of warfare suitable for use 
by either social or political enemies 
to competitive enterprise. No busi- 
ness or even private correspondence 
is regarded any longer as sacred or 
safe from the prying eyes and in- 
trusive fingers of the mailed hand 
of official investigation. The fed- 
eral government’s publicity bureau 
and clipping service, consisting of 
several scores of expert news gath- 
erers, are of course in position at 
all times to point out to both the 
office and field forces just what 
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places and persons should be first 
searched for information most help- 
ful to particular purposes. 


Democracy Ceases 


“When such contemptuous inva- 
sions of privacy and wanton viola- 
tions of individual security are 
tolerated too long as the legitimate 
and necessary means of accomplish- 
ing the noble ends of human inter- 
est, democratic government ceases 
to exist except in the imaginations 
of the guileless. It is the accus- 
tomed crafty manner of beginning a 
process that has never yet been 
known to stop until it has made 
every citizen a servant of his govern- 
ment. So it is now, always has been, 
and ever will be with governments 
lusting for more power and author- 
ity over their constituencies. The 


best opportunities are created by, 


economic depressions, which break 
down the powers of popular resist- 
ance and unleash the forces of 
untutored and irresponsible ideal- 
ism. Such conditions supply the 
occasion for the effective use of the 
two or three things that every 
skilled and ambitious _ politician 
knows best; namely, that there is 
some cowardice and selfishness in 
most people, and much in many; 
and that the most of these who are 
not too cowardly to resist the en- 


croachments of autocratic power are 
too selfish to risk the coveted prof- 
its of slavish acquiescence. As a 
rule, it takes little intelligence and 
less intellectual energy to agree to 
or with anything or anybody, and 
the dividends are quicker even if 
more costly in the long run. 

“Now, in this connection, there 
is one fact that I would most 
strongly emphasize on this occasion: 
Vo Supreme Court can forever carry 
alone the burden of protecting a free 
people’s rights and liberties. When 
those who would destroy democratic 
government have purchased either 
with public funds or promises or 
beautiful pictures enough of the 
voting elements of the populace, 
they will ultimately find ways of 
destroying the Supreme Court 
through the curtailment of _ its 
powers or through substitutions 
from the ranks of the less able and 
more pliant. Let us not grow care- 
less, therefore, because of too much 
reliance upon our own Supreme 
Court as the everlasting guardian 
of our liberties under the conditions 
which so manifestly threaten them. 

“But these things, my fellow 
citizens, don’t just happen without 
cause or the semblance of justifica- 
tion. With the exception of those 
invisible unofficial elements who 
constitute the aristocracy of indirect 

(Continued on page 102) 





Led Distribution Discussion to Be 
Reported Next Issue 





GEO. H. HALPIN 
Minnesota Mining & 
Mfg. Co. 


LESLIE M. STRATTON 
Stratton-Warren 
Hardware Co., 

and president, N.W.H.A. 


Messrs. Stratton and Halpin led a discussion on distribution problems 
which developed into a forum on sales policies at the Wednesday morning 
session. Several wholesalers and manufacturers participated, requiring a 
stenographic transcription which was not available in time for this issue. 
The highlights of this feature will appear in our next issue, dated May 
21, 1936. Otherwise the issue contains a complete report on the Mem- 


phis Convention. 
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Taxes, Amount, Purpose and Payment 


By FITZGERALD HALL 


President, Nashville, Chattanooga & St. Louis Railway, 
tells Wednesday joint session that those in high authority 
have used taxing power more to effectuate their own views 
on social questions than to defray necessary and proper 


costs of government and that no one quarrels with obliga- 

tion to help needy who are doing their own best to help 

themselves but that serious question arises as to who 

should pay and how much. Cites startling examples of 

federal, state, county and local governmental deficits and 

costs of corporation stocks per share as compared with 
earning per share, or lack of earnings. 


NCE upon a time, in the 

“horse and buggy” era, the Su- 

preme Court of the United 
States said “the power to tax in- 
volves the power to destroy . 
Some years later it said, “Taxation 
is a burden and may be laid so 
heavily as to destroy the thing 
taxed, or render it valueless.” The 
accuracy of these statements is un- 
questionable. 

The American people are living 
at a furious pace in what appears, 
on the surface, to be a _ rapidly 
changing world. Perhaps all of us, 
quite naturally, are at times a little 
bewildered. We hear so many dif- 
ferent statements of purported fact, 
and conclusions based thereon so 


entirely divergent. Some say that 
we stand at the very threshold of the 
millenium — others that we are 
thundering at the gates of chaos. 
Perhaps our trouble is that, either 
in our haste, we do not stop to get 
accurately the fundamental facts; 
or, that, in our zeal for certain 
causes, we sometimes dodge the real 
truth. So, as an introduction, | 
shall undertake to give you a brief 
lesson in logic. It has been a long 
time—and perhaps my memory fails 
me some—since I sat at the feet of 
Bishop Collins Denny and learned 
something of the science of thought 
and of the varying character of men- 
tal processes, and the difference be- 
tween inductive and deductive in- 
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ferences. 1 went to school in that 
distant day when our colleges and 
universities were institutions of 
learning rather than hot beds for 
the propagation of socialism and 
communism. Is it not _ possible, 
however, that even those who advo- 
cate such things come to their con- 
clusions, not because they are bad 
citizens, but as a result, first, of 
ignorance of all the facts; and, 
second, by faulty logic and a resort 
to inductive inferences over and 
beyond the realm of human ex- 
perience? 

You know, I feel sure, that a 
syllogism in deductive logic is made 
up of a major premise of general 
or universal application—a minor 
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premise of specific or limited ap- 
plication, and the inevitable conclu- 
sion confined within the borders of 
the major and minor premises. Let 
me give you an example: 

All stones sink in water, 

This object is a stone, 

Therefore, this object will sink in 
water. 

This is a perfect syllogism, and 
the conclusion is a sound deductive 
inference from the accurate and 
complete major and minor premises. 

Should we confine our thinking to 
deductive inferences based on sound 
premises, then we are on pretty safe 
ground. If, however, either the 
major or minor premise is faJse or 
incomplete, in whole or in part; or. 
if our conclusion is an inference not 
justified by the premises, that is in- 
duction rather than deduction, then 
our conclusion is liable to be un- 
sound. Let me take the example 
heretofore given, modify it a little, 
and show you the result! 

This object will sink in water, 
Stones sink in water, 
Therefore, this object is a stone. 

The fallacy in the conclusion is, 
of course, obvious—and the faulty 
conclusion is based on the accurate 
but not complete premises. 

Take another example: 
Governments which continue to 
spend more than they take in will 
eventually sink, 

This government is now spending 
more than it takes in, 

Therefore, this government, .if such 
spending continues. will sink. 

I challenge any economist or 
logician to find any fallacy in this 
syllogism. 

Take another example: 

The power to tax involves the 
power to destroy, 


‘The Congress has the power to tax, 
Therefore, the Congress has the 
power to destroy. 

This deductive inference is the 
logical and inevitable conclusion 
based on two accurate premises. 
That being true—I suggest this 
parenthetically—the “founding 
fathers” considered it wise, in estab- 
lishing the American system of 
government, to curb the powers of 
the Congress by subjecting its ac- 
tion, first, to the veto power of the 
Executive, and, second, to the scru- 
tiny of the Judiciary, to guarantee 
that it does not transgress_ the 
people’s yardstick of official con- 
duct, namely, the Constitution of 
these United States. 

So let us take another example: 
Taxation is a burden on property, 
A burden may be so heavy as to 
destroy property, 

Therefore, taxation may destroy 
property. 

Now, the meaning of all this is 
that taxation—local, state, and 
national—may render absolutely 
worthless the productive properties, 
enterprises, and labors of the Amer- 
ican people as a whole. So, it is 
high time that they should get the 
facts, accurate and complete, clearly 
in their minds as to the purpose, 
amount, and payment of taxes, and 
then draw the inevitable conclusions. 

First, what is taxation and what 
is its purpose? It is the enforced 
contribution by sovereignty from the 
people, supposedly predicated on 
some equitable basis such as capac- 
ity to pay, to defray the necessary 
and proper costs of government. 

Note very carefully the words 
“necessary and proper.” because 
that is where one of our greatest 
difficulties lies. Some of our great 








thinkers and  statesmen—Thomas 
Jefferson merely as an example— 
advocated “a government rigorously 
frugal and simple.” Some _ have 
thought otherwise. No doubt, 
amongst you gentlemen _ present 
there are differences of opinion, and 
no doubt each of you is perfectly 
sincere in the views you entertain. 
What I offer you is not intended to 
be simply critical, but rather to 
stimulate accurate and _ intelligent 
thinking as to the soundness of our 
present taxing practices in relation 
both to our system of government 
and to sound economics. 

Consider some of the purposes of 
public expenditures today, more 
particularly by the federal govern- 
ment, to ascertain whether they are 
necessary and proper within, first, 
the existing American system of 
government; and, second, within 
any sound governmental scheme. 

(a)—The government of the 
United States is now spending a 
great deal of money on things and 
for purposes largely or wholly local 
in character. For example, the 
federal government is now financing 
out of tax monies a dog pound in 
the great City of Memphis where 
we are privileged to hold this meet- 
ing. I do not question the neces- 
sity for that dog pound. I do not 
question the character or cost of 
that dog pound. But as to the 
wisdom and power of the federal 
government financing it I, without 
comment, merely quote from An- 
drew Jackson’s first Annual Mes- 
sage to the Congress on December 
8, 1825: “The great mass of legis- 
lation relating to our internal affairs 
was intended to be left where the 
Federal Convention found it—in the 
State governments. Nothing is 
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clearer, in my view, than that we 
are chiefly indebted for the success 
of the Constitution under which we 
are now acting to the watchful and 
auxiliary operation of the State 
authorities. This is not the reflec- 
tion of a day, but belongs to the 
most deeply rooted convictions of 
my mind. I can not, therefore, too 
strongly or too earnestly, for my 
own sense of its importance, warn 
you against all encroachments upon 
the legitimate sphere of State sov- 
ereignty. Sustained by its healthful 
and invigorating influence the fed- 
eral system can never fall.” 

Again, on December 4, 1833, An- 
drew Jackson refused to sign a bill 
appropriating federal funds for a 
local project. Listen to what he 
said: “The leading principle then 
asserted was that Congress possesses 
no constitutional power to appro- 
priate any part of the moneys of 
the United States for objects of a 
local character within the States.” 

I propound an inquiry—Should 
the federal government build a dog 
pound in every town and city in 
the Nation? If not, why only in 
Memphis? Think it over! 

(b)—We have been going through 
a period of great distress in the last 
several years. Superimposed upon 
the ravages of the depression we 
have had added losses and suffer- 
ings due to drouth, flood, and wind. 
The federal government is spending 
millions to ameliorate these suffer- 
ings and to repair the loss of private 
fortunes. That the unfortunate 
should have the help of those in 
more fortunate eircumstances goes 
without saying. No one should be 
permitted to suffer—that is, no one 
who is doing his best to help him- 
self. 

But the important question is— 
Who should bear the burden?—the 
friends and neighbors of the dis- 
tressed, or should it be by general 
taxation of all the people through 
the medium of the federal govern- 
ment? Good people differ about 
these things and, without comment 
and merely for your thoughtful con- 
sideration, I quote from a veto mes- 
sage of Grover Cleveland, dated 
Feb. 16, 1887, when he declined to 
approve an appropriation by the 
federal government to distribute 
seed to the people in the drouth- 
stricken counties in the State of 
Texas. This is what he said: “I 
can find no warrant for such an ap- 
propriation in the Constitution, and 
I do not believe that the power and 
duty of the General Government 
ought to be extended to the relief 
of individual suffering which is in 
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no manner properly related to the 
public service or benefit. A prev- 
alent tendency to disregard the 
limited mission of this power and 
duty should I think be steadfastly 
resisted, to the end that the lesson 
should be constantly enforced that 


though the people support the Gov- 
ernment the Government should not 
support the people. 

“The friendliness and charity of 
our countrymen can always be relied 
upon to relieve their fellow-citizens 

(Continued on page 82) 





Memphis, Tenn. 
Richmond, Va. 
Birmingham, Ala. 
Atlanta, Ga. 


Sherman, Tex. 


Richmond, Va. 
Mobile, Ala. 
Memphis, Tenn. 
Alexandria, La. 
Texarkana, Ark. 


Knoxville, Tenn. 





Officers Elected at Memphis, Tenn. 
by 
Southern Hardware Jobbers Assn 


President 


Robert H. Baker, Fones Bros. Hardware Co., 
Little Rock, Ark. 


First Vice-President 
A. C. Rankin, Teague Hardware Co., Montgomery, Ala. 


Second Vice-President 
Henry J. Allison, Glasgow-Allison Co., Charlotte, N. C. 


THe New EXxecuTIvE CoMMITTEE 
Edmund Orgill, Orgill Bros. & Co., 


W. S. Pinder, Virginia-Carolina Hardware Co., 
Wm. W. French, Moore-Handley Hardware Co., 
W. A. Parker, Beck & Gregg Hardware Co., 


C. S. Roberts, Roberts, Sanford & Taylor Co., 


Apvisory BoarD 
John Donnan, W. S. Donnan Hardware Co., 


Mark Lyons, McGowin-Lyons Hdwe. & Supply Co., 
L. M. Stratton, Stratton-Warren Hardware Co. 

J. L. Pitts, Brown-Roberts Hardware & Supply Co., 
Finis E. Pharr, Buhrman-Pharr Hardware Co., 
Walter M. Bonham, C. M. McClung & Co., 


SECRETARY 
T. W. McAllister, Southern Hardware, Atlanta, Ga. 


TREASURER 
H. B. Horsey, Sharp, Zahry & Horsey Co., Atlanta, Ga. 
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SalesPromotion Through theJobber 


By RALPH W. CARNEY 


Sales Promotion Manager, Coleman Lamp & Stove Co., 
Wichita, Kan., outlines basic principles of helping re- 
tailers meet competition of prices and methods through 
wholesalers, and cites examples of existing wholesaler- 
retailer plans which seek this objective through pro- 
motion to consumer. Addresses Tuesday joint session. 
Offers display of samples borrowed from several whole- 
sale organizations 


OME of you have heard so much 
about mail order houses and 
chain store competition that 

you are heartily tired of the subject, 
particularly from the lips of those 
who have for many years constantly 
preached the dire happenings that 
were going to occur to hardware 
jobbers and who have unfairly ac- 
cused the hardware jobbing trade 
of being most ineffectual in meeting 
the growing strength of this form 
of competition. 

Much as we disbelieve these 
preachers of disaster, it doesn’t do, 
however, to be like a bunch of 
ostriches and stick our heads in the 
sand, pretending that there is no 
such thing or attempting to ignore it 
when every available source of in- 
formation indicates that the mail 
order and chain store method of 
merchandising has grown in strength 
and power during a period of time 
when many wholesale hardware 
houses have liquidated their stocks 
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and passed out of business alto- 
gether, and that the progress of the 
hardware jobbing trade in general 
has been considerably slower than 
that of our competition. 

Too many of us have been in- 
clined to credit the strength of mail 
order house and chain store competi- 
tion to price advantage and price 
advantage only. I do not think that 
this is the case. I believe that the 
price advantages that have been so 
annoying are a result rather than a 
cause. 

The real strength of mail order 
house and chain store competition is 
the strength of central organization 
—of organized plans and methods 
executed throughout their institu- 
tions. 

Back in their central office the 
mail order houses and chains have 
buyers who do nothing but buy. 
None of these buyers are at all wor- 
ried with problems of selling or 
merchandising. They are expert 


One of the exhibits in connection with Mr. Carney’s talk 
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buyers, so expert that they can tell 
you to a surprisingly close estimate 
just what your goods cost you to 
make and then they tell you what 
they will pay you for the merchan- 
dise. In addition to buying skill, 
these buyers have buying power, be- 
cause they know that all of their far 
flung stores will consume their par- 
ticular lines. Certainly no chain store 
manager has the authority to buy 
outside of his own organization. 
Therefore, with the buying power of 
tremendous quantities and with ex- 
pert knowledge of markets, materials 
and sources of supply they buy at 
the lowest possible prices and still 
obtain high quality. 

Then, they have their copywriters 
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The photos on this and following pages are exhibits in connection with Mr. Carney’s talk 


who can take that merchandise and 
describe it so vividly that it fairly 
leaps at you right out of the pages 
of the catalog, flyer or newspaper 
ads. These fellows are masters of 
descriptive English. I have told 
many jobber and dealer groups at 
conventions and hardware associa- 
tion group meetings, where they 
were making so much medicine over 
this question of price, that price 
and price alone, has never been the 
answer to any merchandising prob- 
lem, and is not now the answer to 
the problem of the independent 
hardware dealer and the hardware 
jobber. 

Then this central oihce of the mail 
order and chain organization has 
artists and lay-out men who illus- 
trate and picturize the merchandise 
in the most attractive way to augment 
the copywriter’s description. Their 
display artists create displays for 
both counters and windows of the 
right size and type to best dress the 
retail dispiay. They have marketing 
experts who can tell you right down 
to the last square yard of roofing 
and keg of nails just how much of a 
given kind of merchandise will be 
consumed in this country. They have 
statistical experts who know and 
understand trends and can tell you 
the lines of merchandise that are 
losing in popularity and those that 
are going to sell in increased volume. 
Each one of these men in his de- 
partment does his job and together 
they create a plan and method of 
reaching the consumer with the 
greatest possible selling power. 

The merchandise itself, the plan 
of selling, the consumer flyers, the 
newspaper mats, the display matter 
all reach the store together and 
they succeed because they have a 
sound plan, prepared by men who 
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know, uniformly executed by those 
in charge of their stores. The price 
of the merchandise is just one, there- 
fore, of many factors, and is a result 
rather than a cause of their strength. 

Naturally, our retail hardware 
dealers have no such plan, no or- 
ganization to prepare such material 
and each retail deaier, therefore, on 
his own and by himself, faces the 
power of organization owned by the 
mail order houses and chains. It is, 
of course, an unequal battle. We 
know well enough the particular ad- 
vantages that the independent dealer 
has in personal selling, better han- 
dling of service items, etc., but our 
purpose today is not to congratulate 
ourselves on our advantages but to 
study our opposition and their ad- 
vantages. 

Those jobbers who have gone the 
limit in paternalistic methods of 
helping the retail dealer, feel that 
they are merely doing for the dealer, 
in providing him this strength of 
organization, what ‘the dealer could 
not afford nor is capable of providing 
for himself. 


Greater Interest 


They believe that in the combina- 
tion of independent ownership and 
management (since the intensity of 
interest that any dealer would nat- 
urally take in a store in which his 
own capital happens to be invested, 
is naturally greater than the interest 
of any manager of a retail store of 
any chain organization—“Where a 
man’s treasure is there his heart is 
also”), plus the buying power given 
that jobber by dealers who concen- 
trate their purchases with him, to- 
gether with a monthly sales plan 
worked out by experts in assisting 
the dealer to reach the consumer 
market in a more effective way than 


he could do through his own efforts, 
that the real answer to chain store 
mail order house competition is 
found. 

(At this point Mr. Carney pre- 
sented an exhibit of displays, cir- 
culars, advertising and other sales 
promotion material used by the 
Marshall-Wells Co., Duluth, Minn.; 
Salt Lake Hardware Co., Salt Lake 
City, Utah; Richards & Conover 
Hardware Co., Kansas City, Mo.; 
Simmons Hardware Co., St. Louis, 
Mo.; and Blish, Mize & Silliman 
Hardware Co., Atchison, Kan. He ex- 
plained highlights of the sales pro- 
motion plans and their costs avail- 
able through these particular whole- 
salers, most of which have appeared, 
as news, in this publication. Photo- 
graphs of Mr. Carney’s exhibits are 
shown on these pages——The Edi- 
tors.) 

You will notice that most of the 
jobbers who are supplying their 
dealers with a full and complete 
service and virtually insisting upon 
the dealers’ concentration of pur- 
chases in return, happen to be 
in the Midwestern, Northern and 
Northwestern States. The jobbers 
who wish to continue in what I would 
call the “Orthodox” method of hard- 
ware wholesaling, you will find pri- 
marily at the other end of the coun- 
try in the Southern States. 

The jobbers who are in this second 
school of thought feel that instead of 
adding an expensive service, that 
must find its way into overhead per- 
centages, that the sensible thing to 
do is to reduce operating cost, do 
business more simply and thus help 
the dealer by a reduction of distribu- 
tion cost, rather than by the addition 
of departments and services that 
would prove to be expensive. 

Certainly I am not going to forfeit 
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the future benefit of your good will 
by declaring to you that all the 
hardware jobbers who do fot adopt 
the methods of some of the other 
jobbers that I have described, are 
a bunch of thick-headed dummies, 
that your business is going to the 
eternal bow-wows and that spiders 
will soon be spinning cobwebs over 
your windows. I wouldn’t have the 
colossal effrontery to suggest that 
some of the fine progressive men in 
your association that have success- 
fully managed your institutions for 
years, who have brought them safely 
through the depression, and who 
know more about the wholesale hard- 
ware business than I can ever hope 
to know, are going to shortly wit- 
ness an entire collapse of their en- 
terprise just because they do not 
follow any one set idea or method of 
merchandising. 

In the first place, no one can quar- 
rel with success and I find on one 
hand conspicuous examples of suc- 
cessful hardware houses in both the 
North and the South, that are mer- 
chandising just as they always have 
done, buying at the best possible 
prices, selling on a fair margin of 
profit to dealers, extending to the 
dealer the help and benefit of their 
credit support, the knowledge and 
experience of their salesmen, and 
the best possible mechanical service. 
Those jobbers are attempting none 
of the so-called modern methods of 
merchandising for and through their 
retail dealers, and are attempting to 
hold their dealer clientele by years 
of past friendship, reasonable econ- 
omy in their own management and 
the service they give their trade. I 
cannot quarrel with those jobbers, 
because their own success is evidence 
enough of the soundness of their 
ideas. My only uneasiness is this— 
while the jobbers may hold their 





dealer trade—will the dealer be able 
to hold the consumer trade? 

We have on the other hand, fine, 
successful jobbers who are making 
progress against our modern com- 
petition by some of the means I have 
just described and who feel that 
the hardware trade will continue to 
lessen its force and influence unless 
more and better help is given the 
dealer in his struggle with the mod- 
ern diversion of hardware merchan- 
dise, into so many other channels. 


Basic Credit 


The reason that most of the plans 
I have described are being applied 
in the North and Central West is a 
basic credit condition. There, crops 
are more nearly cash crops. More 
people have cash to spend and the 
necessities of long financing, long 
extensions of credit from retail 
dealer to consumer and from jobber 
to retail dealer have not been as 
great in the Northern and Western 
States as they have in the South, 
where you are primarily dependent 
on cotton and tobacco, both crops 
coming into cash fulfillment in the 
fall. More consumers, therefore, 
were free to spend cash in chain 
stores and send their money orders 
to mail order houses than in the 
South, and, therefore, the necessity 
of fighting the chain and mail order 
houses with their own weapons be- 
came greater and more early ap- 
parent. 

In the South, where there are 
plenty of those with regular in- 
comes, there are at the same time 
thousands of people with no real and 
regular supply of cash with which 
to buy, and they obtain their mer- 
chandise on credit from retailers or 
commissaries on plantations, running 
up their bills to be liquidated when 
cotton and tobacco comes in. More 


small towns where no chain stores 
could afford to locate are also fac- 
tors in Southern states. 

Therefore, the inroads of chains 
and mail order houses were greater 
in those parts of the country where 
there were large industrial payrolls 
and where the agricultural consumer 
received a greater monthly revenue 
in cash. This does not mean, how- 
ever, that these forms of competition 
are not doing an astonishing busi- 
ness in Southern States, and that 
perhaps some more aggressive mea- 
sures might be used by retail dealers 
through encouragement and_ help 
upon the part of their jobbers. 

There is no dependable informa- 
tion on just exactly how much of 
the hardware business is being done 
by the hardware retailers and figures 
and opinions vary greatly. Whatever 
it may be, we could agree that the 
retail hardware dealer isn’t doing 
enough of it, and that “the other 
fellows” are doing entirely too much. 
It means that we can no longer af- 
ford to be complacent in our atti- 
tude, nor can we be too sure that 
the best method of meeting the con- 
tinued inroads that are being made 
upon the volume of business done by 
the retail hardware store and con- 
sequently by the hardware jobber, 
is by merely continuing to do in the 
future the same sort of business and 
in the same way as we have done in 
the past. 

Can we be sure that we are cor- 
rect in just letting the condition take 
care of itself, and be satisfied be- 
cause we have improved our sales 
and profits over 1932-33 when we 
see before our eyes such an enor- 
mous percentage of business done in 
our industry traveling through drug 
stores, music stores, department 
stores, chain stores, mail order 
houses and 6ther channels of retail 














distribution, most of whom never buy 
a dollar’s worth of goods from any 
hardware wholesaler. 

You may not want to hear about 
it, but you can’t afford not to think 
about it and plan some way to in- 
crease the competitive strength of 
the retail dealer and thus better in- 
sure your own future. 

I realize it may seem to you that 
all I have done up to this time is to 
analyze the condition, without pre- 
senting what some of you really 
want, and that is a constructive sug- 
gested program, equaliy adaptable 
for the small jobber as well as for 
the large one. Anyone, of course, 
can criticise, anyone can deplore, 
anyone with a vocabulary and un- 
mitigated gall, can become a pro- 
fessional alarmist, and I am not an 
alarmist because I have, and my 
company has, an abiding faith in 
the ability of the wholesale hardware 
trade to meet and solve its problems 
as they come along. 

It may have seemed that I lean 
somewhat toward the means and 
methods being used by Marshall- 
Wells, Salt Lake Hardware Com- 
pany, Richards & Conover and 
twenty or thirty other jobbers who 
employ similar methods; that may 
be, because, just a short time ago, 
I finished an entire month of travel 
with one of these organizations and 
participated in their dealer meetings. 
I had an opportunity to see from the 
inside what this method of sales pro- 
motion was accomplishing, the atti- 
tude and loyalty of their dealers to- 
ward the parent house, and I say to 
you gentlemen in all sincerity, I be- 
lieve they will succeed with it. I 
believe they will succeed in not only 
strengthening the dealers’ ability to 
reach the consumer in a more effec- 
tive way and in drawing trade to 
themselves, but I believe these job- 
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Another exhibit in Mr. Carney’s talk 


bers will succeed in drawing trade 
in such a way as to actually reduce 
their own cost of doing business as 
well. 

Now, to a jobber who does not 
have the personnel, or who does not 
wish to develop a complete depart- 
ment for an entire service of that 
character, I can suggest a few ideas, 
and I do it, not in a critical way 
at all, but rather in mental despera- 
tion because there is nothing new, 
nor startling, nor revolutionary, 
about what I am going to say, nor 
do my ideas contain anything that 
you yourselves do not already know. 
Sometimes, though, we are so closely 
associated with our own business, 
wrapped up with routine detail, that 
without realizing it ourselves, day 
after day we work into sort of a 
groove and need to be “jacked up” 
out of it, and told things, that we 
already know, again. I guess that is 
the real reason for a convention of 
this nature. 


A Suggested Program 
FIRST: Insist that your buyers 


buy from no manufacturer who sells 
merchandise to mail order houses or 
chains at a lower price than that 
manufacturer sells the harware job- 
ber, no matter how much local 
demand there may be for that line 
of goods in your territory. If you 
cannot own that manufacturer’s mer- 
chandise on a fair basis buy some 
other line on which you can. You 
expect the manufacturers to do as 
you want them to do, but you must 
be consistent, and in turn support 
the manufacturer who is willing to 
confine the distribution of his mer- 
chandise to you and will, at least, 
under no circumstances sell the mail 
order houses and chains for less 
money. You can find some other line 
to take the place of any such lines 
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now in your catalog, and you owe 
it to yourselves and the manufac- 
turers who are loyal to you, to do 
this and to do it now! 

SECOND: Re-invigorate, re- 
instruct, re-enthuse your salesmen, 
so that they become better salesmen 
and better trained merchandisers. 

Your salesmen are your greatest 
single element of expense. They can 
be your most valuable asset, and 
they can equally be your greatest 
liability. I do not believe that any 
hardware jobber is capitalizing that 
expense to the extent that he should 
and could. You know, we have seen 
in some parts of the country some 
tangible evidence at least, that sales- 
men can be successfully dispensed 
with, altogether. We take refuge 
ourselves and permit hardware sales- 
men to take refuge behind that old 
bewhiskered statement, “Oh, we have 
so many thousands of items in our 
catalog that we can’t become really 
expert on all of them,” and because 
they, sure enough, cannot become 
expert on all of them, they use that 
as an alibi for their failure to be- 
come expert on any of them. 

Every hardware jobber today is 
learning that he must select certain 
lines of merchandise, not less than 
ten and probably not more than 
twenty, on which he puts his directed 
sales effort, and those are the lines 
on which he has the best chance of 
making an ultimate net profit. Cer- 
tainly your salesmen should become 
expert on those lines at least so that 
they~can tell a sales story to the 
dealer, clearly, understandably, and 
in such a way that the dealer and 
his clerks can take all or part of it 
and by transmitting that same sales 
story to the consumer, create a sale 
that might otherwise go to some of 
our sources of competition, or to 

(Continued on page 104) 
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The Cotton Situation 


By COL. JAMES E. EDMONDS 


New Orleans, La., newspaperman and business writer at 
W ednesday morning joint session says The South can save 
its threatened cotton export market and provide high 
standards of living but not under the gospel of scarcity 
of production and abundance of leisure. Says nothing 
worthwhile has ever been accomplished on a thirty-hour 
week basis and that hard work, good character and 
courage are needed in today’s economic struggle. 


LONG time ago a certain book 

with which most of us are not 

too familiar, was made to con- 
tain a statement credited to a fairly 
high authority, that we should get 
our bread by the sweat of our brow. 
It has even been said that the loaf 
is sweetened by the fact of labor. 
Over many thousands of years there 
is no exception to the rule that any 
people who last upon their soil and 
in their towns and who progress and 
thrive—must, as a people, be indus- 
trious, thrifty, diligent and cour- 
ageous, in the mass. Handworkers 
and mind-workers alike! 

Nothing worthwhile has ever been 
accomplished since history .began, 
on a “thirty hour week!” Not an 
invention, not a book, not a poem, 
not a career, not a good crop or a 
good character! Not a sound peo- 
ple and not an upstanding and de- 
pendable individual. 

Nature itself would seem to have 
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fixed a certain rhythm for human 
activity, to keep us human animals 
in decent discipline for the good of 
our souls and the good of our minds 
and our bodies. And long ago a 
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certain wise man, thoughtful for his 
people, wrote it down that the 
twenty-four hours of the working 
day broke down naturally into three 
parts—eight for labor, eight for 
slumber, and eight for sustenance 
and relaxation. 

If international trade has slack- 
ened, if new method has curtailed 
the demand for man-power in indus- 
try, commerce, manufacture, offices 
and kitchens—if eleven million po- 
tential workers are still jobless 
insofar as private need for them is 
concerned after three years of 
tumultous debt-coinage and financial 
pump-priming—the “way out” is 
not by “sharing the wealth” in any 
confiscatory sense, or “sharing the 
work” by imposing half-weeks at 
full-pay on private enterprise. 

The way, long-range and perma- 
nent, is to “share the opportunity” 
which still exists upon the abundant 
and comforting soil of this land, for 
a stable, abundantly fed, amply 
housed, properly educated, not over- 
worked and sufficiently “leisured” 
people. 

I heartily agree with our profes- 
sional or amateur “farm leaders” 
and “farmers’ friends” who declare 
that “all weatlh comes from the 
soil” and that the producers should 
be properly remunerated for their ef- 
fort in serying the needs of the na- 
tion and the opportunities offered 
in the nation’s commerce. But that 
connotes no monopoly to a favored 
and restricted group to produce for 
sale cotton or peanuts or corn or 
wheat or live stock—and surely no 
monopoly to that group of the privi- 
lege and opportunity of producing 
in abundance the food and shelter 
and safety which the land would 
afford to the industrious, the dili- 
gent and the self-respecting. Let’s 
particularize that to the South—to 
the Cotton South. 

All of us together, four years ago, 
had tumbled into a morass, partially 
by our own blundering, partially by 
the blundering of the world at large. 
We were in it, our feet sinking 
deeper, before the  stock-tickers 
recorded it. We were victims, 
strangely enough, not only of our 
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ATLANTIC CITY THIS FALL 
WEEK OF OCT. 19, 1936 


The annual fall convention of the National Wholesale 
Hardware and the American Hardware Manufacturers’ 
Associations will again be held at Atlantic City, N. J., this 
fall. The week of October 19, 1936, has been selected 


with the Marlborough-Blenheim Hotel as headquarters. 


The HARDWARE AGE SPECIAL will be available 
again this year, providing direct, through service from 
Chicago to Atlantic City without the annoyance and delay 
which would be present if a change were necessary at 


Further details on both the convention and this special 
through train will be announced later. 








own stupidities—but of the unfore- 
seen effects of our own efficiencies. 

None more than | can respect the 
courage, the ingenuity and human 
sympathy with which our President 
and his advisers strove, by emer- 
gency measures and by daring ex- 
periment, to prevent human suffer- 
ing and to save enterprises, farm 
and town, from disaster. As an 
editor, and as to cotton, | approved 
the 1933 “plow-up” campaign. Mar- 
kets were upset by the stupendous 
accumulated carry-over. I approved 
the 1934 crop restriction and the 
Bankhead Act applied to make it 
effective. I approved them as tem- 
porary and emergency measures 
calculated to achieve a normal bal- 
ance of supply and demand; and I 
approved the “benefits” for those 
two years as serving to give to the 
cotton producers a measure of 
equality, for their cotton sold in a 
world-market, with their fellow- 
American industrial workers who 
receive the benefits in wages and 
returns on capital which accrue 
from the operation of the tariff. But 
I urged then, in my small way and 
through the media which I then 
controlled, that these measures were, 
to quote Secretary Wallace himself, 
“stop-gap and emergency” and that 
a permanent, proper and long-range 
program should be devised. What 
was being done, I knew, was stimu- 
lating foreign production, threaten- 
ing our foreign markets, creating a 
false economy in the rural south, 
adding to the unemployment in 
every Southern town, city and sea- 
port and—in spite of the “benefits” 
scattered to the cotton producers— 
adding to the relief rolls and the 
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nation’s debt. And what was fur- 
ther done, by above-value _price- 
pegging loans, absccbing nearly 6 
million bales into Government con- 
trol, impeding and choking the 
channels of commerce and further 
stimulating foreign production—was 
criminally violative of a sound 
economy and a sound psychology. 
In three seasons, nearly a billion 
dollars was spread across the South 
for cotton-not-grown and cotton-not- 
sold! And concurrently, in the 
South—where there were one mil- 
lion contracting cotton landlords 
getting benefits—were one million 
“workers” on dole or pay 
from bonded Federal debt to be paid 
off by our children and children’s 
children! Last year, in 1935, nearly 


jobless 


400 million dollars of bonds were 
sold to feed and clothe and house 
the privately workless millions in 
this South of kindly sun and gener- 
ous soil! 

This season, the word of the Su- 
preme Court is partially effective 
and—I am _ convinced—in result, 
partially of that and partially of 
awakened understanding in  ad- 
ministrative quarters, we have a 
better program, but still one only 
a partial step to one that will be 
sound and permanent. The utterly 
unsound above-value loans have 
been abolished. Cotton has moved 
into commerce and to a foreign 
market strengthened by war-scares 
in Europe and kept open to us by 
lack of sufficient foreign supplies. 
The producer will be paid, this sea- 
son for doing something—and not 
for doing nothing. The effect of 
that may be, if stressed, incalculable. 
Nonetheless, the 1936 scheme is 
still, at bottom, an evasion of the 
Supreme Court’s decision—and “soil 
conservation” is chiefly a phrase 
substituted by legal legerdemain for 
“crop restriction” and a fairly well 
regimented body of cotton producers 
is accepting it as such. 

You may properly ask, what bet- 
ter and what next? You manufac- 
turers and jobbers have profited by 
the trade these billion-dollar bene- 
fitted cotton producers have been 
able to afford. You have profited 
by the trade resultant from the 
other billion spent in feeding, cloth- 
ing, housing, by dole or by public 
works, the otherwise idle million in 
the South. For the time. 

First of all, I should say—that 

(Continued on page 108) 
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Ditferentials on Broken Packages 


By ROBERT H. BAKER 


Vice-president, Fones Bros. Hardware Co., Little Rock, 
Ark., and newly elected president of the Southern Hard- 
ware Jobbers’ Association, addressing jobbers’ closing 
session Thursday morning, tells how his firm increased 
gross margin more than I per cent by making extra 
charge for uneconomic breaking of packages by 
dealer-customers. 


IFFERENTIALS on Broken 
bD Packages,” is important 
from a jobber’s point of 
view, both from a profit standpoint 
and perhaps as an avenue open to 
us which will lead us away from 
the great number of small and un- 
profitable orders with which we all 
have to contend. 

It should be understood that a 
price variation due to full packages 
and broken packages is essentially 
a one price system, in that the mer- 
chant regardless of size or the credit 
situation, receives the price that the 
quantity of his purchase justifies. 
Every variety store in the country 
sells one glass at five cents 6r three 
at ten cents. The merchant wrap- 
ping up the third glass is certainly 
selling on a one price basis, because 
he makes the same offer to all. Cer- 
tainly there is not as much justifica- 
tion for the third tumbler as there 
is for the wholesaler to charge an 
extra price for the smaller unit of 
purchase. 

About three years ago, after -a 
great deal of discussion in the 
house, we definitely decided to put 
into effect a package differential 
price system; one price for full 
package lots and one price ap- 
proximately 5 per cent higher for 
less than full or original packages, 
on broken packages. There are still 
a number of items that reach us 
from the manufacturer in packages 
too large for the average retailer to 
handle in full package lots. Such 
items are an exception to the rule 
by which our salesmen price the 
merchandise. 

A great many manufacturers have 
shown their willingness, during the 
past few years, to really cooperate 
with the jobbers and in many in- 
stances have reduced the size of 
their respective packages to fit in 
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more readily with the jobber-dealer 
distribution system. On the other 
hand unfortunately, there are a 
number of manufacturers still who 
have not, perhaps through a selfish 
motive, taken into consideration our 
problems. and consequently they 


have not reduced their package 
quantities to any extent. By the 
term packages I do not wish to infer 
that this applies only to merchan- 
dise packed in boxes or cartons, but 
also to goods reaching the jobber in 
bundles, crates or in any manner 
which necessitates the reboxing, re- 
packing or rebundling of any article 
before it is shipped out to our cus- 
tomers. 

At the time we put this method 
into effect we placed the package 
quantity opposite each item, so that 
sur salesmen would have the in- 
formation before them in the cata- 
log. At that time we held a general 
sales meeting and explained the new 
method to our men. On the whole, 
the plan met with the approval of 
most of our men, but a few objected. 
It is very difficult to ever adopt a 
plan that meets with the approval 
of everyone. In all cases, our men 
have definite instructions to circle 
the price if they use the full pack- 
age price on less than package 
quantities. We consider this as 
being a “cut price” and our men 
have always been required to circle 
the price on any article that is sold 
at less than the price shown in their 
catalogs, regardless of the reason 
for cutting the price. 

We maintain a system showing the 
cost of each item on each order as 
well as the selling prices. At the 
end of each month a monthly sales 
report is compiled showing the 
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amounts of each salesman’s direct 
and mail sales, the cost of each, the 
gross profit and percentage of profit, 
and in addition, the individual sales- 
man’s standing with respect to the 
other salesmen in direct sales, mail 
sales, profit and percentage of 
profit. 

It was quite interesting to note 
that our gross profit percentage in- 
creased over one point after the 
package differential was put into 
effect. After all is said and done, 
“profit” is very essential to all of 
us in order for us to remain in busi- 
ness. An increase of from one to 
two per cent on your total gross 
profit certainly should more than 
compensate for the additional 
trouble and sales effort that you 
might go to. 

The success of the package differ- 
ential system depends a great deal 
on the individual salesman as to his 
particular method of handling his 
customers—and in a measure, indi- 
cates whether the man is an “order 
taker” or is really a salesman. 

I believe that all of you gentlemen 
will agree that a dealer who buys 
in broken packages should pay a 
little more for his goods than the 
dealer who buys in full package lots, 
because it actually costs you more 
money to handle the broken package 
business, taking into consideration 
the filling, packing and handling of 
the order, and you are justly en- 
titled to some additional compensa- 
tion, inasmuch as your selling prices 
are usually based on your delivered 
costs in full package lots. 

Recently we asked several of our 
traveling men to give us their ideas 
and opinions of the full and broken 
package method of pricing. Their 
replies were very interesting and of 
course, quite varied. One salesman 
stated that he thinks the dealer who 
buys in broken package quantities 
should pay a little more than the 
dealer who buys in full packages, 
and that he usually charges the 
dealer accordingly, BUT sometimes 
buyers ask the price of an article 
and not knowing the quantity he 
intends to purchase, the salesman 
quotes the full package price, and 
then if the buyer wants less than a 
full package, it is too late to quote 
the broken package price, which as 
previously stated, is approximately 
5 per cent higher. 

My reply to that particular sales- 
man was that he had been in his 
territory for over fifteen years and 
he should be fairly familiar with the 
quantities that certain customers are 
in the habit of buying. If a certain 
customer usually buys in small 
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Russell & Erwin 
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quantities, the broken package price 
should be quoted. The salesman 
should then say, “Now Mr. Jones, 
that item is packed by the manu- 
facturer one dozen to the carton, and 
if you will increase your order from 
two-thirds dozen to one dozen, the 


FAYETTE R. PLUMB 


Fayette R. Plumb, Inc. 
A.H.M.A. Advisory Board 


goods will reach you in the original 
package, in better condition and it 
will look much better in your stock 
of goods. Also by eliminating the 
necessity of our reboxing that item, 
we will gladly pass the saving of 
package charge on to you and the 
price will be so much in full pack- 
age lots.” 

This will as a rule, usually work, 
and results in an increased order 
for the jobber with less expense in 
handling. Of course, there are some 
exceptions. 

Another salesman states that he 
thinks the full package and broken 


S. HORACE DISSTON 
Henry Disston & Sons 


JOSEPH E. STONE 
The Stanley Works 


package pricing is the only logical 
price system, provided the salesman 
is given the privilege of allowing the 
full package price on broken pack- 
age quantities when in his opinion, 
it should be done. Some retailers 
expect to pay more for merchandise 
in broken packages—others will not 
stand for any differential, know- 
ingly. In this latter case, the sales- 
man should attempt to sell the cus- 
tomer on the idea of the broken 
package differential being justified, 
due to the increased cost of han- 
dling the order, etc. 

The following letter was received 
from a retail merchant in response 
to a similar letter that went to some 
of our salesmen: 

“You asked my opinion from a re- 
tailer’s standpoint on the question 
of a jobber having a price for 
standard package and another price 
for broken packages. I think that 
a large majority of retailers are 
heartily in favor of such prices. 
Most of the hardware merchants 
can and will buy in the original 
package, and even more so when 
they are acquainted with the fact 
that they can save money by so 
doing. They do not like to think that 
the small merchant around the 
corner or one in the country, can 
buy 1/6 dozen trace chains or 1% 
dozen collar pads at the same price 
for which they can buy one hundred 
trace chains or one gross of collar 
pads. 

“The great trouble as I see it, in 
the merchant buying in small broken 
lots is that he has not been properly 
sold by the traveling salesman. The 
merchant with intelligence and a 
desire to make money out of his 
business will and does appreciate 
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PHILIP ROGERS 
Millers Falls Co. 


this method of pricing. This is one 
way in which the jobber can be of 
help to his hardware customer. 

“Now as to the wholesaler’s end 
of it, I am sure they will have the 
full-hearted support of the retailer 
in pricing the goods in standard 
package units, and I think they will 
appreciate this protection they have 
over the merchant who orders in 
small iots. Too many people are 
in business today to keep out of 
work, and we need good hardware 
stores in each town like we had 
years ago with price protection, so 
that every ‘Tom, Dick and Harry’ 
cannot buy the same thing at the 
same price regardless of quantity. 
It is said that hardware is sold in 
fourteen different kinds of retail 
stores, and I believe if every jobber 
would price his goods in standard 
package units, it would help to put 
the hardware business back to the 
hardware merchant. 

“T do not think that the time is 
far off when all jobbers will be 
compelled to meet existing condi- 
tions by selling only in original 
packages, and when you eliminate 
the broken package (and I will say 
in 98 per cent of the cases you can 
do so by proper selling), you can 
reduce your wholesale selling cost 
and pass this on to the retailer. 

“We are in business to make a 
profit and the jobber should not be 
called upon to handle broken pack- 
ages unless he is paid enough to 
make it profitable. I do not know 
what it costs you jobbers to handle 
an order under $10, but commor 
sense tells me if it is made up of 
broken package articles, you will 
stand a loss, and the fact of the 
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GEORGE T. KIMBALL 


American Hdw. Corp. 


A. J. KIECKHEFER 


National Enameling 
& Stamping Co. 


business is that merchants who buy 
in this way should not handle hard- 
ware. 

“T know that the largest problem 
of every business is operating ex- 





pense, and [| also know if you sell 
everything in the original package, 
you will reduce this item and run 
your percentage of profit up one 
point, and possibly more.” 

Theoretically, the package differ- 
ential method is perfectly sound and 
justifiable, but it is quite difficult 
for one jobber to use that method 
unless other jobbers do the same 
thing. We have had the opportunity 
of looking through the invoice files 
of a number of the dealers we sell, 
and the fact stands out that most of 
the items they purchase from the so- 
called national jobbers are in full 
package lots. Perhaps the national 
jobbers have “salesmen,” whereas 
the local jobbers have some sales- 
men and some traveling “order 
takers.” 

We believe the package differen- 
tial system is entirely fair and justi- 
fiable, and I hope you gentlemen 
will give this some real thought, as 
it will help you to increase the size 
of the orders and also make more 
profit on the small orders, which 
cost you nearly as much to handle 
as the larger orders. 





Many Enjoyable Events Were Provided 
By Memphis Entertainment Program 


affairs for both the ladies and 

gentlemen of the convention 
were features of the entertainment 
program at the Memphis Convention. 
The first event was an_ informal 
dance held in the Peabody Ballroom 
on Monday evening following the 
opening session. 

Tuesday the ladies were enter- 
tained at a Bidge Luncheon at the 
Hotel Peabody, and at this affair a 
door prize was awarded as well as 
table prizes and favors. 

On Tuesday both the ladies and 
gentlemen were well entertained 
with an unusual show—The Beale 
Street Amateur Hour. The street 
from which the show derived its 
name is the “main thoroughfare” of 
the colored section of Memphis, and, 
as might be surmised, the partici- 
pants were all negroes, many of 
whom were extraordinarily talented. 
The show was staged in the same 
manner as the Amateur Hour, which 
is a weekly feature at the Beale 
Street Palace Theatre. Informal 
dancing followed the show. 

The ladies had their choice of two 
entertainment events on Wednesday 
afternoon. Either tickets to local 


A airs of most enjoyable 





movie houses were issued to them or 
drives about the city were arranged. 
On the same afternoon the men 
played off their annual Golf Tour- 
nament at the Memphis Country 
Club. Members of the Golf Com- 
mittee were: Leslie M. Stratton, 
L. S. Pickup, A. C. Cade, L. G. 
MacDonald. W. I. Moody and 
K. W. Atkins. The Tournament 
consisted of eighteen holes with ap- 
propriate prizes being awarded for 
the lowest score without handicap; 
the lowest score with handicap; the 
second lowest score ‘without handi- 
cap; the second lowest score with 
handicap, and for the lowest putting 
score of the day. L. S. Pickup of 
the Golf Committee donated a cup 
of unique design and considerable 
capacity which was awarded to the 
player having the highest score. 

The Formal Reception and Ball 
at the Peabody Ballroom on Wednes- 
day night was the final event of the 
entertainment program. 

Members of the Committee on 
Arrangements were: W. M. Bonham, 
T. W. McAllister, R. G. Thompson 
and Chas. F. Rockweil. 

The Entertainment Committee in- 

(Continued on page 97) 
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Annual Report of T.W.McAllister, Secretary 
Southern Hardware Jobbers’ Association 


Presented to the Jobbers’ Closing Session on Thursday 
Morning. Reviews year’s progress on membership and 


group meeting activities. Outlines routine involved in 
Association’s work. 


INCE the codes were washed out 
S and since certain legal prob- 
lems we formerly encountered 
have been cleared up, comparative 
peace and quiet has settled over the 
secretary's office. Yet, the associa- 
tion has had an active and successful 
year. Perhaps the most interesting 
new feature of association work was 
a full week’s meeting of the execu- 
tive committee held in New York 
last December. This was the usual 
winter meeting of the committee, 
which heretofore has been held at 
some point in the South. 

Usually limited to one or two days, 
the winter meeting heretofore has 
been devoted to discussion of asso- 
ciation problems and to planning 
the next convention. But this time 
the meeting was moved to New 
York and extended over a consider- 
ably longer period, so that in addi- 
tion to the usual routine work there 
might be opportunity to meet with 
a number of leading manufacturers 
and discuss mutual problems with 
them. 

The executive committee also held 
a summer meeting at Birmingham 
in June, and a later meeting at 
Atlantic City in October. In addi- 
tion, your secretary attended several 
jobber meetings over the South 
during the year—including two 
meetings of the Texas Wholesale 
Hardware Association, and a Vir- 
ginia-Carolina district meeting which 
we held at Greensboro, N. C., in 
September. 

The association has gained three 
new members during the year; which 
may seem a small accomplishment 
in view of the rapid gains of the 
two preceding years. But it should 
be remembered that at the start of 
the year the association has been 
pretty thoroughly rebuilt, and it is 
only in two or three states that the 
membership is still not what it might 
and ulimately will be. 
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As you will note from the trea- 
surer’s report to follow, with the 
closing of the fiscal year, as of 
April 1, the Association had added 
a substantial amount to its surplus, 
with all bills paid. 

Other routine association work 
which needs no explanation is the 
furnishing periodidally of our Asso- 
ciation news bulletin, the consider- 
able correspondence handled, th- 
inquiries answered, and some occa- 
sional service to members who are 
seeking men for executive or sales 
positions. 

It is my firm conviction that the 
large majority of the southern hard- 
ware jobbers are maintaining their 
position as necessary factors in dis- 
tribution, have had their pro rata 
share of gains during the recovery 
period, are operating today with 
reasonable efficiency and economy, 
and may expect satisfactory and at 
least fairly profitable operations dur- 
ing the year immediately ahead—if 
one may venture a forecast in these 
still somewhat uncertain times. 

Yet. the future is what we, indi- 
vidually, make it. And no one can 


afford to be content with his present 
set-up, ignoring the changes which 
are taking place from time to time 
in the distribution of certain classes 
of merchandise, the keener and more 
ruthless competition which some- 
times creeps in, and the gradual 
elimination of profit epportunities on 
once profitable lines of goods Nor 
can he refuse to recognize his re- 
sponsibility to assist his customers 
in such ways as may be feasible and 
practical, in meeting their competi- 
tive problems. For the hardware 
trade to lower its quality standards 
to the chain-store level would 
scarcely seem, from the long-range 
viewpoint, the proper method of ap- 
proach to this problem. Yet the 
problem must be given serious 
study, that the hardware business 
may be kept within hardware trade 
channels. 

It is a little puzzling, for one 
looking at the situation from the 
outside, so to speak, to note the 
rather wide variance in jobber op- 
erating expenses. And in this con- 
nection I think it would be well 
worth while for every member to 
give some thought to the operation 
of a budget system of controlling 
his operations. Practically all the 
leading manufacturers have found it 
definitely profitable to operate under 
a budget control system; and there 
seems no reason to believe that such 
a system would not work equally 
well in the wholesale business. Cer- 
tainly we can all operate more ef- 
ficiently if we have “a mark to 
shoot at”—a definite goal for each 
department of the business and a 
definite desirable minimum for each 
important classification of expense. 

And I venture to suggest, further, 
that there are certain other manage- 
ment methods which offer real op- 
portunity for bringing about more 
efficient and more profitable opera- 
tions—such as analysis of lines from 
the profit standpoint and subsequent 
simplification or elimination of defi- 
nitely unprofitable lines, analysis of 
customer accounts, effort to reduce 
the proportion of unprofitable orders 
handled, study of salesmen’s terri- 
tory, etc. But the most of these 

(Continued on page 61) 
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Semi-Annual Report of Charles F. Rockwell, 


secretary- Treasurer, A. H. M. A. 


Presented to Thursday Morning Closing Session of the 

Manufacturers. Reports twelve new members and com- 

ments on increased attendance at wholesaler-manufac- 
turer conventions in the hardware industry. 


VERY delegate to this splen- 
did meeting must have been 
impressed by the ever increas- 
ing attendance at our conventions 
with the Wholesalers of the country, 
which is in itself substantial recogni- 
tion of the individual benefits to be 
derived from these meetings. Not 
so long ago attendance at Fall Con- 
ventions averaged about 1200; in 
October of last year at the Joint 
Convention with the National Whole- 
sale Hardware Association, attend- 
ance exceeded 1600. Previous to 
1933, 600 was the maximum at joint 
meetings with the Southern Hard- 
ware Jobbers Association. The 1934 
Convention at Hot Springs attracted 
more than 700; the Miami Conven- 
tion of last April more than 800, and 
present attendance undoubtedly far 
surpasses any previous record. 
Under such conditions, the ad- 
vantages of membership in_ the 
American Hardware Manufacturers 
Association are increasingly ob- 
vious. Within recent weeks 10 com- 
panies have been admitted to mem- 
bership, with other applications 
pending. The new members are as 
follows: 


The Beardsley & Wolcott Mfg. Co., 
Waterbury, Conn. 

The Barrett Co., New York, N. Y. 

The Bassick Co., Bridgeport, Conn. 

Colonial Knife Co., Providence, R. I. 

Geuder, Paeschke & Frey Co., Mil- 
waukee, Wis. 

Lowell Manufacturing Co., Chicago, 
Til. 

National Manufacturing Corp., Tona- 
wanda, N. Y. 

The Oscar C. Rixson Co., Chicago, 
Ill. 

The Shelby Cycle Co., Shelby, Ohio. 

Sun-Glo Lamp Works, Inc., Brook- 
lyn, N. Y. 

Mid-States Steel & Wire Co., Craw- 
fordsville, Ind. 

Phillips & Buttorff Mfg. Co., Nash- 
ville, Tenn. 


In the face of storms and floods 
at home and fresh international 
crises abroad, industry and trade 
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have continued to expand. Generally 
speaking, business completed the 
first quarter of the year on the high- 
est rungs of the recovery ladder 
since 1930. Normally a period of 
brisk activity, the Spring quarter 
opens with predictions of produc- 
tion and distribution volumes 
greater than any since the begin- 
ning of the depression. One de- 
pendable index of industrial activity, 
with statistics for the first quarter 
as yet incomplete, indicates an 
average improvement of nearly 8 
per cent above the first quarter of 
last year and almost 48 per cent 
over that period in 1933. 

The latest Bureau of Labor index 
of factory unemployment, for Feb- 
ruary, was 2.4 per cent above the 
corresponding month of last year. 
This index, for manufacturing in- 
dustry alone, gives a somewhat 
more favorable picture than do cur- 
rent estimates for total unemploy- 
ment, indicating that a large part 
of the idleness may be in service 
and miscellaneous lines. 

The latest estimates of the Na- 
tional Industrial Conference Board 
indicate that unemployment has 
hovered around the ten million level 





CHAS. F. ROCKWELL 


in the first quarter, against an aver- 
age of 10.135.000 in the same 
months of 1935; 12.946.000 in 1933 
and only 2,800,000 in 1929. 

Hope of increased employment 
has been stimulated in recent weeks 
by renewed activity in heavy indus- 
try and building, which in addition 
to the service lines, are believed to 
account for much of the idleness. 
Residential building contracts let in 
the first quarter show substantial 
gain over the same period last year. 
Orders for machinery and railway 
equipment have increased. Steel 
production has just topped 60 per 
cent of capacity for the first time 
since 1980. All in all. it may be 
repeated that the Hardware outlook 
is bright for the months just ahead. 





Secretary McAllister’s Report 


(Continued from page 60) 


preblems we had planned to give 
attention in our general discussions 
in this meeting. 

Finally, there is the old story of 
the foolish competition among our- 
selves, with which we are all fa- 
miliar but which might again be 
emphasized. It seems that the mem- 
bers of the hardware trade should 
have enough troubles in fighting the 
competition of the grocery trade, the 
chain stores and the catalog houses 
without going out of their way to 
fight one another. But over-anxiety 


for business, the tendency to believe 
all rumors and lack of confidence 
in our competitors are all factors 
which bring about these profitless 
price-cutting activities. 

The changes which are constantly 
taking place in distribution, together 
with the prospect of some constant 
increase in expenses via the tax- 
collector route, certainly should sug- 
gest the need of careful study of 
operations with a view to effecting 
such further increase in efficiency 
and economy as may be possible. 
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Russell J. Atkinson Dies April 28 





Past President of NRHA. Was 63 


Succumbs to heart ailment following two months’ illness. 
Forty years a hardware merchant in Brooklyn, N. Y. Past- 
president of local, state, national and other trade bodies. 
Was active in banking, mortgage and real estate fields; an 
ever-willing worker for any good cause. Known nationally 


for his prominent part in hardware convention activities 

and his constant fight to help improve hardware retailing. 

A useful citizen and good friend whose passing will be 
widely mourned as a genuine loss. 


USSELL J. ATKINSON’S 
Re on Tuesday night, 

April 28, 1936, brings to 
a close an interesting and highly 
useful career of a good citizen 
and a successful merchant. 
Though born in Westfield, N. J., 
he spent most of his life in Brook- 
lyn, N. Y., where for forty years 
he operated a progressive retail 
hardware business, one of the 
largest in the country. Busy as 
he was in the conduct and build- 
ing of his own business practi- 
cally from scratch, Mr. Atkinson 
gave unstintingly of his time, tal- 
ents and energies to the better- 
ment of the hardware industry 
both locally and nationally. He 
was equally as active and useful 
in boosting Brooklyn and the 
business life of the Bushwick sec- 
tion of Brooklyn. He had been 
ill with a heart ailment for the 
past two months and while he 
rallied for a time he failed rapid- 
ly in the past three weeks and 
slept away peacefully at the 
Brooklyn Hospital on April 28. 
He was 63 years old. 

Grief over the passing of Mrs. 
Atkinson fourteen months ago 
was a contributing cause to his 
passing. With his wife he had 
covered practically every hard- 
ware convention in the United 
States, and their family life had 
been a most happy one. Her sud- 
den death a little more than a 
year ago was a shock from which 
he had never recovered. 

Mr. Atkinson was a past-presi- 
dent of the Brooklyn Hardware 
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Association, the Metropolitan 
Hardware Association, the New 
York State Retail Hardware As- 
sociation, the National Retail 
Hardware Association, and of the 
Broadway Merchants Association 
(Brooklyn, N. Y.). He was a 
trustee of the Prudential Savings 
Bank, a director of the People’s 
National Bank, and a former pres- 
ident of the Richmond Hill Build- 
ing and Loan Savings Associa- 
tion. He was honorary life 


member of the N. Y. Hardware 
Boosters, and also belonged to 
the Brooklyn Rotary Club, Apollo 
Club and the Society of Old 
Brooklynites. 





In all business, civic, charitable 
and other useful projects, Mr. 
Atkinson was a willing worker. 
He was always ready and anx- 
ious to help others and could be 
counted on for prominent par- 
ticipation in any project which 
promised betterment of business 
or living conditions. His unself- 
ish and untiring devotion to such 
activities was another contribut- 
ing cause to his relatively early 
death and long a source of con- 
cern to his family and many 
friends. 

Wherever hardware men met 
he was known as a_ constant 
fichter, defending what he be- 
lieved to be the best interests 
of retail hardware dealers. He 
served on countless trade com- 
mittees, was chairman of many 
of them and was always a mov- 
ing spirit in trade campaigns. 
During the life of the National 
Hardware Council he was a mem- 
ber, representing retail hardware 
interests. His place in the hard- 
ware association structure will be 
difficult to fill, if it ever can be 
filled, for seldom does a busy 
and successful business man show 
the devotion to such work that 
really was a part of R. J. At- 
kinson’s daily life. 

Mr. Atkinson is survived by 
two sons, Russell A., and Sydney 
H. Atkinson, a daughter, Mrs. 
Grace A. Comfort, and four 
grandchildren. The two sons 
have been associated with the 
father in the business at 4 and 6 
Ralph Ave., Brooklyn, for many 
years and are likewise well 
known in local trade circles. 
Sydney is president of the Brook- 
lyn Hardware Association, and 
Russell is president of the Brook- 
lyn Electrical Appliance Dealers 
Association. 

Funeral services were held Fri- 
day, May 1, 1936, at The White 
Church, Brooklyn, where a large 
group of friends, many of them 
hardware men from distant points, 
gathered to pay their last respects 
to their good friend. 
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Plan Your Summer Windows 


HERE will be hot, lazy 

days later on when you 

won't be up to top form in 
planning eye-catching, merchan- 
dise selling window displays. 
Your cash register will reflect 
those let downs in energy and 
your summer volume will drop 
if you do not provide a counter 
force to keep sales from slump- 
ing. Your best bet is to plan your 
window displays right now when 
you have time and energy to do 
so. Here are the suggestions that 
will help to solve your hot 
weather problem. They are pre- 
sented this far ahead for your 
convenience and profit. If you are 
one of the many hardware dealers 


who sent for a set of HARDWARE 
AcE interchangeable display fix- 
ture instructions and have made 
your fixtures on which to build 
your displays, you are well on 
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the way to snappy windows at a 
minimum of time and merchan- 
dise. If you have not sent for the 
instruction sheet, do so today. 
There is no charge for this sheet. 
It makes the building of these 
forms easy for your display man 
or a carpenter who will be avail- 
able locally. 

The small illustrations show 
how the forms are arranged be- 
fore the merchandise is intro- 
duced, and it is readily seen how 
the forms provide the necessary 
symmetrical composition and go 
so far in arranging the display. 

Incidentally, it is well to re- 
member that when merchandise is 
wanted is the time to push it, 
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rather than merely supplying the 
demand. When a customer is in 
the buying mood for certain types 
of merchandise is the time to 
catch and hold his interest in 
more of the same. When windows 
of this summer merchandise are 
installed, have the store atmos- 
phere reflect the spirit of the win- 
dows and don’t neglect to get that 
same atmosphere into your adver- 
tising, whether newspaper or di- 
rect mail. It all helps to give 
weight and influence to your 
store’s appeal. 

Color is very important, par- 
ticularly in summer months. Cool 
colors—blues, greens and whites 

are the most effective in giving 
the impression of coolness and 
creating a feeling of comfort and 
satisfaction in the mind of the 
customer. An example of this is 
noticeable in the case of picture 
theater lobbies. They are usually 
past masters of the art of getting 
across the atmosphere of the pic- 
ture or the season. If you have 
such a theater in your neighbor- 
hood, study it and note the way in 


which they use color. Apply some 
of their ideas to the color of your 
window trims. But in any case, 
remember that cool colors are 
blues, greens and whites, either 
separately or in combinations. 

If your store is one of the many 
without modern air conditioning. 
it is almost imperative that you do 
something to make it comfortably 
cool. Have your electric fans 
operating in strategic locations, 
so that customers may enter your 
store and shop around without 
too much discomfort. Wet down 
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the sidewalk several times a day 
—it will surprise you to note 
what a change this effects. Carry- 
ing the blue and white color 
scheme through the store will do 
a lot to make people think the 
store is cool also. Of course, the 
application of color should be 
made with good taste, and it may 
be wise to enlist the assistance of 
a professional sign writer or 
theater man to get the most from 
your expenditure. 

In the case of the camping win- 
dow, do not neglect to have at 
least part of the store arranged in 
the spirit of outdoors. Small tents 
erected and fishing equipment 
with its accompanying camp re- 
quirements will help materially 
in producing this effect. 

The department catering to the 
wedding season can also be put 
in the proper atmosphere. One 
store staged a mock wedding in 
the china and glassware depart- 
ment with success. Bridesmaids, 
wedding march and all, contrib- 
uted to an unusual affair that 
brought much favorable comment. 
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A TRIBUTE TO N. A. GLADDING 


As delivered at his funeral services in 
Indianapolis, Ind., by his life-long friend, 
the Rev. Carlton W. Atwater of the First 
Baptist Church of that city. This appeal- 
ing tribute was read to both the whole- 
salers and manufacturers sessions at the 
recent Memphis, Tenn., convention, and 
is reprinted here by permission of the Rev. 
Atwater because of a widespread demand 
among hardware men who heard it.— 
The Editor. 


HERE are some men whose 

lifework, as we survey it. 

gives us the impression of 
solid strength and noble serviceable- 
ness. Such is true of the life of 
Nelson A. Gladding. 

One is quite amazed as he beholds 
his many and diversified interests; 
and the service he rendered through 
the years that he was privileged to 
abide upon this earth. Indeed, few 
of the major fields of human interest 
were left untouched. Business, civic, 
fraternal, patriotic, domestic, and re- 
ligious factors were all a great part 
of his life. 

For more than fifty years, he held 
an important position with E. C. 
Atkins and Co., where he was con- 
stantly contacting in person, the 
business leaders of the nation. To 
him can be attributed much of the 
continual growth of this great com- 
pany. Business to him was something 
more than a cold, calculating trans- 
action. It was a personal thing, to 
him. It was a relationship of per- 
sons, and for the interest of persons. 
Its success depended upon the right 
attitude of the persons concerned. 
With this in mind, he built up a 
large acquaintance. He dealt with 
people not in mass, but as_indi- 
viduals, and therefore, he made many 
friends. 

He not only sought such a rela- 
tionship for his firm, but for other 
industries as well. He worked for 
cooperation, for the maintenance of 
high ideals, and for good ethical 
practices. He served many times in 
official leadership in various organi- 
zations, to promote high business 
methods of service. At one time, he 
was President of the American 
Manufacturers’ Association, and at 
other times, he held similar positions 
in kindred national organizations. 

He was born in Providence, R. 
I., and was a direct descendant 
of one of the founders of that com- 
monwealth. He was always deeply 
concerned for the best interests of 
the nation. Thus, he closely identi- 
fied himself with those organizations 
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designed to preserve the best, to 
keep alive sacred national traditions 
and to preserve respect for Con- 
stitutional authority. Through the 
years he made distinct contributions 
through the Sons of the American 
Revolution, and through state and 
national commissions, to the further- 
ing of patriotic interests. 

Nelson A. Gladding was greatly 
interested in the progress of his own 
city. Practically every organization 
seeking to develop right civic spirit 
and to build a better community 
was a part of his responsibility. He 
personally gave much time and 
strength to these ends. He main- 
tained active membership in worth- 
while clubs; contributed to altru- 
istic work; and for many years was 
a member of the First Baptist 
Church. He had a well-trained ear, 
and a beautiful tenor voice, and he 
personally contributed much to the 
music of the church. Indeed, his 
artistic temperament and _ aesthetic 
spirit made him so appreciative of 
the finer arts, that he made many 
serviceable connections in the field 
of music, art and drama in the city 
and throughout the country. 

However, his chief interest was 
in people. He took people as they 
were. It made no difference to him 
what their social rank or standing 
was, whether they were rich or less 
fortunate, they were people. He 
loved them because they were people. 
Nothing was too hard for him to do, 
for people. He was a most thought- 
ful man, who believed everything 
important if it is related to other 
folk. He was never too busy, “that 
he passed by on the other side”, but 
he took time to comtort, cheer, and 
help others. He was never critical 
of people, not because he thought 
lack of criticism a good policy, but 
because it was his nature to see good 
in everybody. It was just the most 
natural thing for him to be kindly. 
This trait helped him to be a most 
agreeable person. 

This love for his fellowmen led 
him into many different fraternal re- 
lationships. It is quite astounding 
that such a. busy man could find 
time to be so friendly and to devote 
so much time to the spread of fra- 
ternity. Yet, because his chief in- 
terest was in people, and because he 
saw so much good in other people, 


he liked those ties that bind people 
in fraternal organizations. Conse- 
quently, he has one of the highest 
tributes that can be paid a man, that 
he was ioved by his fellows. 

He had many noble characteris- 
tics and many choice virtues. One 
intimately associated with him in 
fraternal circles has said of him, 
“He was the soul of optimism.” No 
matter how dark, yet he always saw 
the light, no matter how discourag- 
ing, yet he always beheld that to 
encourage and give hope. 

A daughter says of him, “He 
found fun in making other people 
enjoy themselves.” He loved to be 
host, especially to young people. He 
enjoyed good stories, and liked to 
tell them. Many of you will never 
forget his inimitable way of telling 
stories, and his remarkable ability to 
impersonate the characters. Groups 
with which he was closely associated 
always looked forward to his appear- 
ance because of his cheer, fun and 
happiness. 

Though he passed the average 
span of life, and beyond “the three 
score and ten,” yet he never aged, 
because his ideals never grew old, 
and his spirit was ever youthful. He 
never ceased to make new adven- 
tures. He was just what life ought 
to be, a constant move onward. 

His view upon all life was that 
of a Christian. The spirit in which 
he lived was Christian. Because the 
Christian life is ever the ascending 
life, we believe that he has just gone 
on into higher realms of experiencing 
the eterfiity which he so well begun 
here. While in the physical body he 
enjoyed life, now he has entered into 
that life whose experience is. un- 
ending in joy, peace and satisfying 
service, with the Eternal God and 
the Redeemed. 

With God’s help let us so live that 
when we shall go, our loved ones 
and friends who remain shall also 
have of us a memory that shall ever 
inspire them to goodness. 

Let us so live that we shall enjoy 
its fullness, the happiness of the 
Christian Hope of Immortality. 
Build thee more stately mansions, O 

my soul 
As the swift seasons roll; 
Leave thy low-vaulted past— 
Let each new temple, nobler than the 


ast, 
Shut thee from heaven with a dome 
more vast; 
Till thou at length are free, 
Leaving thine outgrown shell 
By life’s unresting sea. 





In the Path of the 
Southern Tornado . . 


ARDWARE firms at 
H Gainesville, Ga., suffered 

severe losses of life and 
property during the devastating 
twin tornadoes which swept 
through that city and leveled its 
business section on the morning 
of April 6. The cyclone com- 
pletely destroyed the four-story 
building of the Pruitt-Barrett 
Hardware Co., and the three-story 
building of the Palmour Hard- 
ware Co. Both structures were 
demolished by winds of hurricane 
force and in crashing caught fire 
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from the glowing embers of stoves 

in the debris. Six hardware men 

lost their lives in the catastrophe. 
At the Pruitt-Barrett Hardware 

Co., Guy Barrett, president; John 

Rogers, vice-president; Egbert 

Owens, cashier; Emmett Lilly, 

assistant cashier, and Claud Bond, 

shipping clerk, and several cus- 

tomers were either killed by the 

falling building, or 

were pinned in the 

wreckage and burned 

to death before it was 

possible for aid to 
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reach them. At the Palmour Hard- 
ware Co., James Barnes Palmour, 
‘son of the president of the firm, 
and several customers met death 
in a similar manner. Shortly after 
the tornadoes had destroyed the 
buildings both were blazing in- 
fernos as the flames were fed by 
inflammable and combustible mer- 
chandise, and this made all efforts 
at rescue hopeless. It is _be- 
lieved, however, that the hard- 
ware men who lost their lives 
were killed by the falling build- 
ings rather than by the fires 
which followed their’ destruction, 
and which later spread to adja- 
cent buildings. 

Both hardware firms were rated 
among the leading stores in the 
state, and served a wide territory 
north of Atlanta and extending 
into southern North Carolina. 
Both store buildings were packed 
to the roof, and as very little of 
value can be salvaged, it is esti- 
mated that their losses through 
damage to stock and buildings 
will easily exceed $250,000. Plans 
for rebuilding and restocking both 
stores are now being made. 

Among the stores which were 
not damaged by the tornadoes, 





The Schwinn Full-Floating Saddle 
has been designed to fit the human 
anatomy. The padding is of a new 
process sponge rubber which is baked. 
This process is said to produce a high 
air content which keeps the seat cooler 
and more resilient. The sponge rub- 
ber pad is cold vulcanized to the horse- 
hide covering to prevent separation or 
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but which were destroyed by the 
fires resulting from the catas- 
trophe, was the Carter Hardware 
Co. Damage was also suffered 
by the Goforth Hardware Co., 
which has since reopened after 
recovering part of its stock. The 
Davis-Washington Co., hardware, 
millwork and paints, has also 
reopened after being: damaged by 
the tornadoes. 

Property damage to the city 
as a whole, which has a popula- 
tion of 8,000, has been estimated 
at six million dollars; 185 people 
lost their ‘lives; hundreds more 
were either seriously or slightly 
injured, and thousands were left 
homeless. The cataclysm struck 
the city at 8.26 a. m., and was 
described as follows by the 
Gainesville Eagle: “A roar like 
thundering airplane motors rum- 
bled from the southwest. Two 
enormous funnels, lashing at the 
earth like giant whips in the hands 
of a Martian, twisted and coiled 
over the land. In a twinkling of 
an eye Gainesville went as black 
as the heart of Satan; crashed, 
twisted, bellowed in a torment no 
mortal can describe. Bricks 
hurtled through the air like scraps 


wrinkles. The rubber is said to remain 
spongy and unaffected by heat or the 
sun’s rays. The leather covering is full 
grain horsehide; not a split and water- 
proof. A coil spring in the sprung 
seat post carries the load and a leaf 
spring supports the nose and also sup- 
plies a hinge action for the sprung post. 
The two spring units have been syn- 
chronized to work in perfect unison and 
permit the saddle to flex under all 





positions. The Stimsonite Reflector, 
mounted on rear fenders in a chrome 
plated housing, is a retro-directive re- 
flecting device which operates by pris- 





of paper. Walls went to earth 
with a deep death-gurgle roar. 
Roofs were lifted to the sky, and 
were swept into a vortex of cloth- 
ing, bodies, household furnishings, 
paper and trash.” 

United States Weather Bureau 
officials, after viewing the scene, 
estimated that the winds had 
reached a velocity of between 500 
and 600 miles per hour, and they 
wrought their havoc within the 
brief space of two and one-half 
minutes. Heavy hail and torrents 
of rain followed the tornadoes. 
As the falling water struck hot 
furnaces fires broke out and 
spread to other structures. 

Reconstruction work in Gaines- 
ville has been proceeding in a 
very commendable manner and 
a number of stores have reopened 
in temporary locations. Several 
carloads of window and plate 
glass have been received for use 
in rebuilding projects and for 
replacement purposes, and other 
supplies are arriving daily. The 
campaign to raise funds for those 
stricken by the disaster has re- 
ceived substantial support, with 
Atlanta, capital of the state, rais- 
ing more than $50,000. 


matic reflection without silver and, it 
is stated, cannot tarnish or deteriorate 
and if cracked, will continue to perform 
as long as the pieces remain in the 
housing. The visibility under normal 
road conditions is put at 500 ft. The 
streamlined tank has a number of 
louvres in the forward end to permit 
the flow of sound from the large, deep- 
toned unit mounted within. Stimson- 
ite refléctors are mounted on both sides. 
Arnold, Schwinn & Co., 1718-1752 N. 
Kildaire Ave., Chicago. 





Clean Up Display Material 


An eight-page circular has been 
issued illustrating and describing the 
various displays and selling helps avail- 
able for 1936 Clean Up Paint Up pro- 
motions. It includes the No. 37 win- 
dow display of 12 colors for which 
three optional slogans are offered. 
Proof sheets, each showing a variety of 
available newspaper mats are also 
available. They include: Nos. 60, 61, 
headings for general use; 62-64, car- 
toons; 65-68, miscellaneous ads; 69, 70, 
painting and decorating ads; 71, mats 
especially suitable for building indus- 
try contractors and dealers; 72, proc- 
lamations, report sheets and miscellan- 
eous ads. National Clean Up and Paint 
Up Campaign Bureau, 2201 New York 
Ave., N. W., Washington, D. C. 
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HATCHETS ARE OFTE 
USED BY ARCTIC EXPLORERS TO 
DIVIDE THEIR SOLIDLY FROZEN 
MEAT, OIL, BREAD AND EVEN 
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WERE WORN —-NOT 

CARRIED ' FARLY 
WARRIORS L/SED THEIR. 
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EDWARD P. STOUGH- 
TON, chairman of the board. 
Millers Falls Co.-Goodell-Pratt 
Co., tool manufacturers, with 
factories at Greenfield, Millers 
Falls and Shelburne Falls, 
Mass., and with offices in New 
York, London and _ Chicago, 
began his hardware career witl. 
the Millers Falls Co., when the 
company was organized in 1868 
—sixty-eight years ago—a rec- 
ord perhaps unequaled in hard- 
ware annals. During this lengthy 
period his duties have embraced 
general office work; credit man- 
agement, sales management, 
both domestic and _ foreign; 
service as vice-president; holding the office of president for 
twenty consecutive years, and now as chairman of the 
board. The Millers Falls Co. was one of the first Ameri- 
can tool manufacturing concerns to extend its output 
through entering the overseas market, and today the com- 
pany is among the best known American manufacturers in 
many foreign countries. Mr. Stoughton took up this export 
work for the company in its infancy, and has made many 
European business trips. On these voyages Mrs. Stough- 
ton has usually accompanied him and they are now booked 
for the maiden eastward voyage of the S.S. Queen Mary, 
sailing from New York on June 5. This September he 
will celebrate his 90th birthday, and although he says that 
he “retired from active service a few years ago,” he still 
spends several hours of every business day at the com- 
pany’s New York City office at 28 Warren St., where he is 
closely in touch with the company’s affairs. From 1894 
to 1934 he was a member of the Hardware Club, New 
York, and was its governor from 1916 to 1923 and its 
vice-president from 1921 to 1933. He reports “no hobbies 
worthy of note” but his acquaintances agree that his fav- 
orite diversions are making friends and getting business. 
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HARDWARE AGE 
FIFTY-YEAR CLUB 


GEORGE F. WIEPERT of 
the sales department, Sargent & 
Co., hardware manufacturers, 
New Haven, Conn., qualifies for 
membership in the HARDWARE 
Ace Fifty Year Club with 
fourteen years to spare. His 
hardware career began sixty- 
four years ago (1871), when he 
went to work for the Hart Mfg. 
Co., which later became the 
Hart, Bliven, Mead Mfg. Co., 
New York, N. Y., and Kensing- 
ton, Conn. The latter company 
failed in 1879, and Mr. Wiepert 
continued with the receiver, Mr. 
Mead, until the affairs of the 
company had been “wound up.” 
Following this Mr. Wiepert obtained employment with 
Sargent & Co., where he worked for one year before re- 
signing to accept a position with the Binghampton Hard- 
ware Co., Binghampton, N. Y., remaining there until the 
liquidation of that company in 1884. At that time he was 
invited to return to Sargent & Co., with whom he has been 
associated ever since—more than half a century. For many 
years he was general sales manager and director, and was 
later made vice-president affiliated with the sales depart- 
ment. His hobbies are music, literature, the out doors, 
trees and other growing things. 





GEORGE F. WIEPERT 


GEORGE H. BLATTNER, 
who at 80 recently retired as 
proprietor of the G. H. Blattner 
Hardware, Vermilion, Ohio, has 
spent 66 years in the hardware 
business. When he was thirteen 
years old he began working for 
L. Body, who was.then conduct- 
ing a tin and hardware business 
in Vermilion, and for whom he 
worked for 22 years. In 1891, 
Mr. Blattner opened his own 
store, and during the next 44 
years he operated his business 
in three different locations in 
Vermilion. Although he was 
born in Cleveland, Mr. Blattner’s 
parents moved to Vermilion 
when he was eight years old and he has lived there ever 
since. In 1932, he and Mrs. Blattner, who passed away 
last year, celebrated their golden wedding anniversary. 
When he retired last January he sold his store to a nephew, 
L. C. Blattner, who had been associated with him in the 





GEORGE H. BLATTNER 


business for 41 years. 
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BOND ELECTRIC CORP. PURCHASED 
BY WINCHESTER REPEATING ARMS CO. 


New Haven manufacturer to continue without inter- 
ruption, under name of Bond Electric Corp., a 


Maryland corporation. 


Selling offices located in 


New Haven 


The flashlight and battery 
business of the Bond Electric 
Corp., of Jersey City, N. J., has 
been purchased by the Winches- 
ter Repeating Arms Co., of New 
Haven, Conn., which is taking 
over in its entirety the good will, 
patents, trade-marks and ma- 
chinery of this business. It is 
announced by Winchester that 
it plans to continue the Bond 
business in these lines without 
interruption as a separate busi- 
ness unit under the name of the 
Bond Electric Corp., a Maryland 
corporation. 

The manufacturing plant of 
the former Bond Electric Co., in 
Jersey City, is being continued in 
operation temporarily while ar- 
rangements are being made for 
the transfer of the manufactur- 
ing, clerical and sales organiza- 
tion to New Haven where ac- 
commodations are being provided 
for them in the spacious plant 
owned by the Winchester Re- 
peating Arms Co. Here manu- 
facturing will be continued 


WASH., D. C., ASSN. 
ELECTS OFFICERS 


The Retail Hardware Associa-, 


tion of the District of Columbia, 
which has a membership of 224 





8. DEL VECCHIO 


retail hardware and paint dealers 
and associate members, compris- 
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with adequate space and facili- 
ties available for the efficient 
handling and developing of 
the Bond business. It is the 
intention to continue the com- 
plete line of flashlights and bat- 
teries, radio, A, B and C bat- 
teries, dry cells and hot sparks 
made by the Bond Corp., under 
their trade-mark, and also to 
carry on the manufacture and 
sale of the various other lines 
of the Bond Corp., under the 
trade names owned and used by 
that company. The Bond line 
of flashlights and batteries and 
allied products have for many 
years been a leading factor in 
this industry and with a wide 
spread distribution throughout 
the United States and many 
other countries. 

The new selling offices of the 
Bond Electric Corp., after its re- 
moval to New Haven, will be lo- 
cated at 146 Munson Street in 
that city. Wm. T. Birney will be 
sales manager of the Bond Elec- 
tric Corp. 


ing jobbers, salesmen, and manu- 
facturer’s representatives, held its 
annual election, April 23, at the 
Mayflower Hotel in Washington. 

Samuel Del Vecchio, general 
manager of the People’s Hard- 
ware Stores was elected president 
for the ensuing year. Other of- 
ficers elected were: vice-presi- 
dents, Max Cohen; Wm. J. Love- 
less, Steuart W. Jenks; secretary, 
Frederick A. Weaver; treasurer, 
Marc M. Fonoroff; executive com- 
mittee, Alex. J. Berlin, Clarence 
S. Youngblood, Frank F. Poch; 
sargeant-at-arms, James L. Scott 
and Charles D. Longbon. 


PAESCHKE HEADS 
GEUDER, PAESCHKE 
& FREY CO. 

Charles Paeschke has been 
elected president of the Geuder, 
Paeschke & Frey Co., Milwaukee, 
Wis., succeeding Frank J. Frey, 
who has been made chairman of 
the board. Frank J. Frey, Jr., 
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HARDWARE AGE FOR 
— 
ORGANIZE MARKETING 
ASSOCIATIONS, INC. 
Marketing Associations, Inc., 
’ ‘ . | has been organized in Wisconsin ; 
was elected executive vice-presi- a ae life 
by 37 different trade associations 
dent and treasurer; Henry V. f f eer ter 
Millmann, vice - president in|" the purpose of com ~ugeeatie Ar 
4 h sasiegee- keting prob- 
charge of production; Carl Voss, og Se a abr 
: : - ems and presenting the position | 
vice-president in charge of sales; a 2 tre 
of its members in the consumer : 
John F. Harmon, secretary, and A aidadel Co. 
A. J. Chamberlain, manager of COREE PE. Sneuces cha 
the steel peckage division on the board of the new associ- 
= P ation is H. A. Lewis, Stevens 
FORSBERG NAMES GEN Point, Wis., executive secretary of 
* |the Wisconsin Retail Hardware 
SUPT. OF PLANT Association, Inc. 
Harry B. Havens has been ap- 
pointed general superintendent of GILLETTE & McLAREN 
the plant of The Forsberg Mfg. 
Co., manufacturer of Whale MOVE OFFICES 
Tools, Bridgeport, Conn. Mr. | Gillette & McLaren, manufac- 
Havens has had wide experience | turers’ representatives of Seattle, 
as an engineer, designer and | Wash., have moved their offices, 
builder of automatic machines | effective May 1, from 2126 West 
with the Remington Arms Co. of | Lake Ave., to the Central Bldg. 
Bridgeport, and with the Baird | The new telephone number is El. 
Machine Co., also of that city. 4051. 
HELLER BROS. CO. CELEBRATES CENTENNIAL 
ISSUES ANNIVERSARY FILE CATALOG 
Heller Brothers Co., manufac- | horseshoeing tools of criginal de- 
turer of files, rasps, tools, and | sign. — 
steel, is celebrating the centennial The partnership, in 1899, was Kor 
anniversary of its founding in | incorporated under the name of ag 
Newark, N. J., and in commem- | Heller Brothers Co. and great the 
orating the event has prepared an | strides were made not only in fal 
anniversary catalog on its Nucut | domestic trade but also in export. Ital 
files. In addition, the steel business poli 
Elias Heller began the manu- | expanded so that steel was manu- “] 
facture of files and rasps by all | factured for customers through- Sat 
hand work in 1836, and in 1881 | out the United States. pop 
Elias George Heller, the oldest At the death of Elias George the 
son, together with younger broth- | Heller in 1912, his oldest son, on 
ers, joined the business, which | Paul Elias Heller, succeeded him, end 
was moved to a larger factory. | becoming president of the com- $3.0 
Through their efforts, the busi- | pany and remaining at the head Eur 
ness began to expand and thrive | since. During the World War, me 
with the expansion of railroad | pusiness necessitated further ex- is 
transportation. pansion of manufacturing facili- pws 
In 1874, Elias George Heller | ties and a second file factory was spit 
organized the partnership of Hel- | built at Newcomerstown, Ohio. end: 
ler & Brothers, and, having out- | During the past several years, wen 
grown the limited quarters and | after research and experimenta- pear 
desiring railroad facilities, the | tion, the firm introduced its livix 
firm built a still larger plant with | Nucut file, the success of which M 
ample railroad siding on the Erie | again necessitated a change and prog 
railroad. increase in manufacturing facil- on 
As uniform steel is essential in | ities. ond 
the manufacture of high-grade The catalog which the firm is [| time 
files and rasps, in 1880 a steel | offering illustrate: e~d describes FF  jcan 
plant was erected adjoining the | this file, giving complete specifi- [| era] 
factory for the manufacture of | cations and general information q not 
steel for the company’s own use. | on the varieties. They include: tion 
In 1884, owing to the success of | Nucut wavy teeth files, Nucut as i 
using steel of its own manufac- | Swiss pattern files, and Vixen wou 
ture, the firm undertook the | milled curved tooth files. The stab 
manufacture of a complete line of | catalog contains 48 pages. mor 
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E AGE FOR MAY 7, 1936 
‘ETING KORITZKY COMMENTS | that the American citizen should | president, Franklin C. Talbot. KITCHEN CABINET 
INC. ON TRIP ABROAD congratulate himself for the op- | Arthur F. Talbot is vice-president, | HARDWARE IN CHROME 
ons, Inc., “Thene fe ne every day tanad of portunities afforded under our] and Frederick C. Talbot, trea- Observing the first anniversary 
Wisconsin life that cannot be obtained bet- | C™Stitution and government and surer. steam tin inteaientint, at adie 
a. ter and more economically in ae pee —e 5 ae Kitchen Cabinet Hardware in 
Reet 8 ee ee Ne EE Ie ean lolend tne ta. oe 
e position aan a the ‘fain heed MAINE FIRM CLOSES a sone fecturer Grand Rapids, Mich., 
consumer Cn. Seek es. a eee ITS RETAIL STORE The Chicago Electric Mfg. Co., | presented E. B. Neuman, sales 
Included chants and wholesalers of hard-| Talbot, Brooks & Ayer, whole- | 2801 S. Halsted St., Chicago, has manager, with a resume of the 
ew associ- sale and retail merchants of hard- | COMtracted to lease for a period of | story of modern designed, chrome 
, Stevens 1 ware, mill supplies, paints and 4 16 years, with option to purchase, | finished, cabinet hardware. In the 
ecretary of varnishes, for 34 years in Port- | 80,000 sq. ft. of floor space on a | article the company is credited 
Hardware land, Me., has discontinued its re- | Plot of ground containing 135,000 | with the pioneering of chrome 
tail business effective April 20. | $4- ft., in the Clearing Industrial | finishes in the hardware field. 
The firm will now concentrate on | District, Clearing, Ill. Construc-| J states that inception of styl- 
LAREN its wholesale trade at its head- | tion work has been started on the | ing to cabinet hardware was con- 
ES quarters, 269-273 Commercial St., | "¢W building, which will be lo- | ceived at A Century of Progress. 
Portland. The retail store at 269- | cated at 6323 W. 65th St., and | Recognizing how conspicuously 
manufac- 271 Middle St. has been closed | Which is estimated to cost | out-dated ordinary hardware 
of Seattle, and the stock and fixtures moved | $275,000. appeared in colorful kitchens 
eir offices, to the Commercial St. building Present plans call for comple- equipped with modern appli- 
2126 West where sample rooms and a ser- | tion, by July 1, of the new fac- | ances, the National Brass Co. 
tral Bldg. vice store are being installed for | ory which will be a one-story employed a designer to lend mod- 
uber is El. the convenience of customers. brick building, 500 x 160 feet, | ern styling to its cabinet hard- 
with an individual 450-foot switch | ware. By a stroke of fortune, the 
track, served by the Belt Railroad | word “kitchen” was included in 
of Chicago. The building will | the name and was the spark that 
‘TALOG also have two trucks docks, each | get off immediate consumer in- 
dock equipped to handle two | terest, as the public has shown a 
‘iginal de- ABRAHAM KORITZEY trucks, and the expandable side of growing interest in the home’s 
ware and plumbing supplies. Mr. the factory will be entirely glass- | most important room. 
1899, was Koritzky recently returned from ed. The installation of oil burn- Handsome metal panels _bear- 
name of an extensive tour of Europe and ers is planned. Offices will front | ing the line were offered to 
und great the Near East and his itinerary on W. 65th St. dealers without charge, requiring 
J only in included visits to England, France, es “s a to engage si =~ 
in export. Italy, Greece, Egypt, Syria, Tri- ardware on them. ese dis- 
business poli and hiinn , SELL 500 TICKETS FOR plays were suitable for counter 
5 dacaageal “Picture paying 52c. for The SQUARE CLUB AFFAIR [or window display. Paint, 
through- Saturday Evening Post; 56c. for Five hundred tickets, which | brushes, etc., could be placed be- 
popular brands of cigarettes; 4c. comprise all available reserva- | side them, which would afford 
as George for a package of matches; gaso- tions, have been sold for the shore | the complete thought, “Paint, re- 
dest son, line from 75c. to $1.15 per gallon, dinner of the Hardware Square | place the cabinet hardware— 
eded him, and Ford automobiles almost Club, No. 675, which will be held | make your kitchen beautiful.” 
the com- $3,000. All these are luxuries in >. AYER May 21 in the grand ballroom of | Many dealers sensed the sales 
the head Europe and manifestly out of am the Half-Moon Hotel, Coney Is- | possibilities and thus, over a brief 
ld War, reach of the common man. They By consolidating the stock in | ]and, Brooklyn, N. Y. Ralph S. | span of time, an unknown item 
urther ex- are commonplace to the average | one building, an official of the | Allen, Diamond Expansion Bolt | became the most popular of all 
ing facili- American working man, who de- | company said, Talbot, Brooks & | Co., 48 W. Broadway, New York | items in the company’s line. To- 
ctory was spite the conditions he has had to | Ayer, would be better able to | City, is in charge of all arrange- | day, the National Brass Co. offers 
yn, Ohio. endure during our depression, is | maintain a better balanced stock | ments. dealers a selection of three pan- 
ral trate tremendously ahead of the Euro- | and greater efficiency of service a els. — rg ag i 08 — 
yerimenta- ean laborer in every standard of | and economy of operation would a complete line, the Junior “Mod- 
luced _ its living.” r result from o aaannabin on CLOVER MFG. NAMES erne”, modern hardware, the 
of which Mr. Koritzky also noted the | wholesaling. ASST. SALES MGR. Junior “Colonial”, conservative 
ange and progress of recovery throughout The firm was incorporated in George R. McCann, who has | hardware—all in Chrome finish. 
ing facil- Europe, particularly in England | 1902, and the business first = been covering the southern terri- 
} and Palestine. He found the sen- | ducted at 269 Middle St. with | tory of the Clover Mfg. Co., Nor- 
ne firm ‘Sf _ timent toward America and Amer- | storage space on Federal St. pen Conn., has been appointed IRWIN APPOINTS 
describes | ican goods favorable. The gen- | About 1918, the present location | assistant sales manager with head- DEPARTMENT HEAD 
te specifi- E eral commercial situation while | on Commercial St. was leased and | quarters in Norwalk. C. H. Lynch, formerly with the 
formation §) not a matter of deep investiga- | the wholesale operations and gen-| [Tp line with the company’s poli- | National Cash Register Co., in 
include: tion by Mr. Koritzky, he termed | eral offices were moved there in| cy of expansion, it is construct- | its Rate and Standards depart- 
Ss, Nucut as improved and he felt that it | 1921. ing a third unit to the two buid- | ment, has been appointed head 
id Vixen would be better were the political John -. Ayer was elected presi- ings erected during recent years. of the Rate and Standards de- 
les. The stability and outlook for peace | dent and general manager in 1923 | The building under construction | partment of the Irwin Auger Bit 
28. more assured. He firmly believes | following the death of the first | will provide about 16,000 sq. ft. Co., Wilmington, Ohio. 
E AGE 





MAY 7, 1936 


71 














GUITERMAN CO. NOW 
IN ITS 60TH YEAR 


This year marks the 60th anni- 
versary of the founding of the 
Guiterman Co., Inc., foreign sales 
agents for American manufactur- 
ers, of New York City and Lon- 
don, ‘England. The business was 
established in London in 1876 by 
the late’ S. Guiterman, father of 
the firm’s present president, Percy 
L. Guiterman, with the selling 
agencies for some American lines 
of umbrella fittings, which pre- 
sented a novelty to the British 
market. 

The first London office was 
small and furnished only with a 
packing case, which served as a 
desk. Two young assistants were 
employed. In the first year Mr. S. 
Guiterman cleared about £3,000 
net profit and established a small 
buying office in New York, which 
was the nucleus of the present 
New York house of Guiterman 
Co., Inc., of 35 S. William St. 

Mr. Guiterman remained active 
in the business until a few weeks 
before his death in 1922 in his 
85th year. It was under his leader- 
ship that the London organization 
grew until it now comprises a | 
number of departments such as 
Celluloid, household and kitchen 
hardware, electrical goods and 
many others. The London branch 
handles only articles for which it 
has, from the manufacturers, the 
sole selling rights in the United 
Kingdom. 

In New York the business alsv | 
steadily developed, so that in ad- | 
dition to buying and shipping for | 
the London organization, sending 
it samples or information as to | 
new articles, and generally taking | 
care of its interests in this coun- | 
try, the New York office now does 
business directly as manufactur- 
ers’ selling agents or export man- 
agers in most parts of the world, 
with selling organizations on the 
European continent and other 
countries. 

A great many of the firm’s em- 
ployees have long records of ser- 
vice. In London one of the offi- 
cials has been with the firm for 
57 years; two others, now direc- | 
tors, have been with the firm for | 
40 years; and others have served | 
from 25 to 40 years. In New| 
York, the president, Percy L. 
Guiterman, has been with the 
company for 38 years, and seven 
employees have records of 25 
years. Herbert M. Guiterman, 
brother of Percy L., is managing | 
director in London. 








ELECTRIC HOSE MAKES 
STAFF CHANGES 

The Electric Hose & Rubber 

Co., Wilmington, Del., has made | 

the following changes in its per- | 

sonnel: V. W. Wells is now dis- | 
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trict manager of the Chicago of- 
fice, 605 W. Washington Blvd.; 
George L. Froom, formerly lo- 
cated at Chicago, is now in charge 
of the firm’s West coast business 
with headquarters at 601 Title In- 
surance Bldg., Los Angeles, Cal., 
Mr. Froom’s son, Burton S. 
Froom, is working under his 
father, with headquarters at San 
Francisco. 

PAINT FIRM APPOINTS 

NEW ENG. SALES MGR. 


T. J. Duffy, representative of 
Valentine & Co., 386 Fourth Ave., 
New York City, in various parts 
of New England, has been named 
New England sales manager with 
headquarters in Boston. Mr. 





T. J. DUFFY 


Duffy has been with the company 
since 1929, when he was assigned 
the Vermont and New Hamp- 
shire territory. Subsequently he 
was transferred to the Cape Cod 
territory, which included that 
section of Massachusetts, south 
of Boston. Later he was given 
his old territory, to which had 
been added Maine, and in 1931 
was transferred to the western 
Massachusetts territory, which in- 
cluded parts of New Hampshire 
and Maine. Thus he has ac- 
quired a wide experience and 
acquaintanceship with the trade 
in the New England region. 


WILSON, SECRETARY OF 
PURCH. AGENTS’ ASSN. 


Herschel A. Wilson, of the 
Long-Lewis Hardware Co., whole- 
sale, Birmingham, Ala. was 
elected secretary of the Birming- 
ham Purchasing Agents’ Associ- 
ation at a recent meeting of the 
organization. W. W. French of 
the Moore-Handley Hardware 
Co., Birmingham, was added to 


| the board of directors. 


WISHES TO HEAR FROM 
MFRS. AND JOBBERS 


Nay Co., Grand Island, Neb., 
has been merchandising hardware 





for the past five years in con- 
nection with its plumbing and 
heating business, and as its hard- 
ware business has increased the 
company has decided to sell 
hardware on a larger scale, and 
therefore has increased its hard- 
ware stock. The firm would ap- 
preciate hearing from hardware 
manufacturers and wholesalers. 





NEW FULD BUILDING 
TO TRIPLE FACILITIES 


Fuld Brothers, Inc., specialty 
chemical manufacturers of Balti- 
more, Md., are making prepara- 
tions to assemble all of their 
manufacturing departments and 
offices into the new building 
which provides triple the manu- 
facturing space of the present 
quarters. The new building is lo- 
cated on South Wolfe, Aliceanna 
and Durham Sts., and the offices 
at 704 South Wolfe St. The 
move will be made on about 
May 15. 

As alterations and new installa- 
tions proceed in the new location, 
manufacturing schedules are be- 
ing maintained at the old build- 
ing on Frederick Ave. 


CUTLER-HAMMER, INC., 
OPENS NEW OFFICE 


Cutler-Hammer, Inc., Milwau- 
kee, Wis., manufacturers of elec- 
tric control apparatus, will open 
a new office at 10 W. Chase St., 
Baltimore, Md., for the benefit of 
customers in Maryland and Vir- 
ginia. The new office will operate 
under the supervision of the 
Philadelphia district office and 
will be in the charge of R. A. 
Haworth, who is experienced in 
the complete line of Cutler-Ham- 
mer Control Apparatus. 





150 ATTEND ANNUAL 
DINNER OF BOOSTERS 


Approximately 150 members 
and friends attended the annual 
beefsteak dinner party of the 
Hardware Boosters in the grand 
ballroom of the Hotel Edison, 
New York City. Robert L. Ham- 
mond, vice-president of the 
Boosters, as toastmaster’ intro- 
duced A. M. Phelan, president of 
the Boosters, who welcomed the 
members and guests. After the 
dinner several acts of vaudeville 
were presented. 

Roy C. Schmidt, Stanley Rule 
& Level Plant, was chairman of 
the entertainment committee, 
which was composed of Oscar E. 
Watts, Sherwatt Equipment & 
Mfg. Co.; Charles Pincus, The 
Stanley Works; and J. A. War- 
ren, managing editor of Harp- 
wARE AcE, who substituted for 
C. J. Heale, editor of HARpwarE 
Acer, who was out of the city. 

At the meeting of the Boosters 
held Saturday, April 25, at the 
Hardware Club, 253 Broadway, 
N. Y. City, Seymour Sears, manu- 
facturers’ representative and first 
president of the group, summar- 
ized a recent trip through the 
flood New England region, and 
described the damage suffered by 
hardware stores. Routine business 
was transacted. 





WILLIAM F. CROSBY 

MOVES TO PITTSBURGH 

William F. Crosby, manufac- 
turers’ agent in housewares and 
pet shop supplies, covering New 
York State, Pennsylvania and 
West Virginia, has moved his of- 
fices from the Lincoln Bldg., 
Buffalo, N. Y., to 503 Columbia 
Bank Bldg., Pittsburgh, Pa., ef- 
fective May 1. His telephone 
number is Court 2494. 





GENERAL ELECTRIC MOTHER’S DAY 
i AND JUNE BRIDE PROMOTION 


Opening the way to an esti- 
mated $400,000,000 market, the 
General Electric Co., Bridgeport, 
Conn., has launched a combina- 
tion Mother’s Day and June Bride 
promotion on G-E Hotpoint heat- 
ing devices and G-E clocks, with 
50,000 dealers lined up for partici- 
pation in the activity. 

The promotion, presented na- 
tionally to G-E distributors and 
their salesmen by G-E representa- 
tives, was announced in a bro- 
chure which outlined the market 
and the promotional plans, listed 
magazines and newspapers to be 
used as advertising media, and 
illustrated sales helps and appli- 
ances featured in the promotion. 
Concurrently, a broadside pres- 
entation was mailed to G-E 
dealers. 

The General Electric appli- 
ances featured in the promotion 





include the Hotpointer Buffet Ser- 
vice, two portable mixers, the 
Gem Box Cooker, the Moderne 
Automatic Iron, and three clocks. 
Four of these products are mak- 
ing their initial appearance on 
the market—a new portable 
mixer, finished in cream with 
green trim, and equipped with 
glass bowls, and the three clocks, 
two desk or table models and an 
alarm clock, each with mahogany 
finish. All these products are 
on exhibit in House Beautiful’s 
“Bride’s House” at the Savoy- 
Plaza Hotel in New York, and 
will be exhibited later in other 
cities. 

Promotional material prepared 
for the activity embraces news- 
paper ads, a window banner, a 
gift folder, counter cards, a Hot- 
point Redman motion display, and 
suggested display. 
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(O10 WATCH THERMOMETERS SELL! 
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The new WEST-O-THERM 
principle of bimetallic tem- 
perature indication has met 
with wide scientific acclaim 
both here and abroad. It 
permits the construction of 
full dial ‘‘all metal” ther- 
mometers with sustained 
accuracy at every point on 
the scale. This is of vital 
importance to dealers; for 
WEST-O-THERM Ther- 
mometers can be sold with 
full confidence as to accu- 
racy and permanency. 




















are po om ¢e MCW 
WEST-O-THERM LINE 


The world’s leading manufacturer of precision indicating instruments 
introduces a new principle of bimetallic temperature indication . . . 
one that insures sustained accuracy — gives quick response to temper- 
ature change—and permits the use of a full, easy reading dial. These 
features alone make WEST-O-THERM Thermometers easy to sell. 

But it’s the new distinctive styling and superior craftsmanship of 
WEST-O-THERM Thermometers . . . creations of one of America’s 
foremost designers . . . that has lifted the thermometer out of the 
commonplace, and set a new standard in beauty and eye appeal — and 
in sales and profits — for this essential household line. 

Full data on WEST-O-THERM Thermometers can be secured from 
your jobber — or direct from .. . Weston Electrical Instrument Cor- 
poration, 586 Frelinghuysen Avenue, Newark, New Jersey. 
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. MAKE CHANGES IN 
McKINNEY SALES STAFF 


Russell Smith, who was former- 
ly in charge of the southeast ter- 
ritory for the McKinney Mfg. 
Co., Pittsburgh, Pa., has again be- 





RUSSELL SMITH 


come associated with that com- 
pany after four years. He will 
cover Tennessee, Mississippi, Ala- 





W. 8S. CHURCH 


bama, Georgia, North and South 
Carolina and Kentucky. 

W. S. Church, of the firm’s 
Pittsburgh office organization and 
formerly in charge of its Chicago 
office, will now travel parts of 
Pennsylvania, Ohio, Indiana and 
the southern peninsula of Mich- 
igan. 


N. J. INSURANCE FIRMS 
EXPAND THEIR OFFICES 


The Hardware Mutual Casual- 
ty Co. and the Federal Hardware 
and Implement Mutual Co., Ray- 
mond-Commerce Bldg., Newark, 
N. J., have increased their office 
space so that now each has prac- 
tically an entire floor. 


RETAIL STORE ADDS 
NEW DEPARTMENT 
J. R. Fox Hardware Co., Del- 
hart, Tex., has added a home 
appliance department. 
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BRIEF 


ITEMS OF INTEREST 








ALABAMA 


Adustan Cook and Foster Nor- 
ton have purchased the Rogers 
Hardware Co., Eutaw, Ala., and 
will operate the business under 
the name of Cook Hardware Co. 





E. B. Haltom has purchased an 
interest in the Florence Hardware 
Co., North Seminole St., Flor- 
ence, Ala., and will be associated 
with C. H. Doss in operating the 
business. Mr. Haltom was for- 
merly with the King Hardware 
Co. 


ARKANSAS 
The Ike May Hardware Co., 
Lonoke, Ark., has recently moved 
to its new location on North 
Front St., that city. 





FLORIDA 


M. E. Ozee, owner of the Little 
River Hardware Co., Little River, 
Fla., has purchased the T. B. Jar- 
rett hardware store on Hollywood 
Blvd., Hollywood, that state. The 
new store will be under the man- 
agement of E. C. Morgan and the 
store will be moved to new quar- 
ters in the Butler Bldg. 


CALIFORNIA 


Morrison’s Hardware, operated 
by J. H. Morrison in Ventura, 
Cal., was recently opened with a 
complete line of hardware, glass- 
ware, china, tools, household 
paints, artists’ supplies and a 
small line of notions. 


GEORGIA 


C. H. Greene has purchased 
the hardware business formerly 
operated in Pavo, Ga., by H. J. 
Alderman, and will continue to 
operate the business as C. H. 
Greene’s Hardware Co. He has 
added several lines to the stock 
and has consolidated it with the 
farm implement business which 
he formerly operated. 





Joe and Miller Clark have or- 
ganized a hardware business in 
the Trindle Bldg., Main St., Ring- 
gold, Ga., under the name of 
Clark Brothers Hardware Co. 

Dr. T. R. Smith has purchased 
the business, stock and fixtures of 
the Beasley Hardware Co., West 
Barnard St., Glennville, Ga., and 
will continue the business at the 
same location. 





ILLINOIS 


The Wood River Hardware Co. 
has moved to new quarters at 18 
E. Ferguson St., Wood River, III. 





INDIANA 


Fire, which swept the Krudup 
& Benton hardware store, Valpa- 
raiso, Ind., caused damage esti- 
mated at $30,000. 


IOWA 
W. H. Jaycox of Kamrar, Iowa, 
has leased the Vogel Bldg. in 
Malcom, that state, and will in- 
stall a complete line of hardware. 





Paul Weston has opened a new 
hardware store at 2718 Beaver 
Ave., Des Moines, Iowa, with a 
complete line of hardware, paints, 
electric refrigerators and radios. 
His father, M. P. Weston, will be 
manager, with John Siletto in 
charge of sales. 





Fred I. Williamson has pur- 
chased the hardware stock of Tom 
Lazenby and will continue the 
business in its present location in 
Hillsboro, Iowa. 





The Thomsen Hardware store, 
Red Oak, Iowa, will be moved 
about the first of June from its 
present location in the Malony 
Bldg. to a store on the corner of 
Collbaugh and Third Sts. 


George W. Snyder, partner in 
the Allen-Snyder hardware firm 
at Fairfield, lowa., for 11 years, 
will open a store of his own in 
Davenport, that state. He has 
been in the hardware business for 
more than 30 years. 





KANSAS 


, L. C. Libbey has purchased the 
interests of his partner, F. O. 
Armstrong, in the hardware store 


next to the post office at Parsons, 
Kan. 


The Kingman Hardware Co., 
Kingman, Kan., has moved its 
stock to a new location where 
more room is available. 





Williamson Hdwe. & Furn. Co., 
Marion, Kan., has closed out its 
stock and discontinued business. 





The Pantle Hardware Co., 
Marion, Kan., will close out its 
business. 


MASSACHUSETTS 
The new and enlarged down- 
town branch store of the South 
End Hardware Co., 121 Summer 
St., Boston, Mass., was formally 





opened recently with a complete 
line of hardware, paints, automo- 
tive accessories, electrical goods, 
radios, house furnishings, etc. 





James O’Connor has opened 
the Rockland Paint & Hardware 
Co. at Rockland, Mass. 





MISSISSIPPI 


The Coast Hardware Co., Gulf- 
port, Miss., operated by George 
Alexander and C. K. Anderson, 
recently moved to a large build- 
ing on 25th Ave. Mr. Alexander 
is president of the Mississippi 
Retail Hardware and Implement 
Assn. 


MISSOURI 


The Alexandria Hardware & 
Implement Co. business, Laddo- 
nia, Mo:, has been sold to Chris- 
topher & Dillard. 





The Bestgen & Duebar Hard- 
ware store, Tipton, Mo., is under- 
going alterations and _ repairs. 
New shelving is being added and 
other worthwhile improvements 
are being made. 





R. T. Armstrong, whose hard- 
ware store in the Bowker Bldg., 
Nevada, Mo., was destroyed by 
fire, will discontinue the business. 


MICHIGAN 


David S. Goodyear has pur- 
chased the interests of Edward 
Goodyear in the Goodyear Bros. 
Hardware Co., Hastings, Mich. 
The store was established in 1846 
by H. A. Goodyear and in 1915 a 
corporation was formed when 
David S. and Edward Goodyear, 
grandsons of the founder, entered 
the business. 


The Postema Brothers Hard- 
ware store, New Era, Mich., is 
being completely remodeled and 
redecorated. 

Charles and Dorothy Galey 
have formed the Flat Rock Hard- 
waré & Appliance Co. to operate 
a hardware store at 28817 De- 
troit Ave., Flat Rock, Mich. 








NEBRASKA 
The Foster Lumber Co., Chap- 
pell, Neb., has taken possession 
of the Wertz Bros. lumber and 
hardware. 


The Dudek Hardware store, 
Schuyler, Neb., is erecting a one- 
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No one who uses trucks can afford 
to pass over a performance and 
economy record such as this letter 
discloses. ‘Fhe nearby Company- 
owned branch or International 
dealer will be glad to go into 
details. They have additional con- 
vincing facts, and they will dem- 
onstrate on your own job. Re- 
member that there is a size and 
type of truck in the International 
line for every hauling need, from 
the Half-Ton unit to powerful 
Six-Wheelers. 


INTERNATIONAL HARVESTER 
COMPANY 


(INCORPORATED) 


606 So. Michigan Ave. Chicago, Ulinois 


MAY 7, 1936 


“The upkeep on Internationals is about 
one-third that 
of the ordinary 
delivery truck.” 


{Owner's name on request} 





™ eS ar 
W e Sold on International Trucks for lif | 
1 e, 


done by the trucks themselves 




















story building, 28% x 28% ft., to 
its present quarters for the hous- 
ing of its harness department. To 
replace this department in the 
main building, a home appliance 
department will be installed. 


NEW YORK 


H. T. Hulbert, who for the 
past 17 years has conducted a 
hardware business in Andes, 
N. Y., has leased a store in Sid- 
ney, that state, where he will 
move his stock. 

George C. Cumming, lumber 
dealer of Coxsackie, N. Y., has 
opened a new and _ completely 
stocked hardware and paint store 
there. In addition the store will 
carry electric radios, refrigerators 
and washing machines. 

The Monticello Hardware Co. 
has moved to 201 Broadway, 


Monticello, N. Y. 


Charles Scheman has leased 
quarters at 984 and 986 Sixth 
Ave., New York City, for a hard- 
ware business. 

The N. J. O’Rourke Hardware 
Store, Machias, N. Y., has been 
reopened after having been closed 
for the past two months for a 
reorganization of the business. 


The Dill Hardware store, 42 
Merrick Ave., Merrick, Long 
Island, N. Y., formerly under the 
management of Mrs. Howard Dill, 
is now under the management of 
Kenneth R. Yateau, former man- 
ager of the hardware and paint 
department of the Best Lumber 
Co., Freeport. 


NORTH CAROLINA 


Burl Hayes has purchased the 
hardware business of R. G. Hut- 
son on 10th St., North Wilkes- 
boro, N. C., and will continue it 
there. 

The Salisbury, N. C., store of 
Young Hardware & Electric Co., 
which has been located at 125 W. 
Innes St., has moved to 119 N. 
Main St. The firm was formerly 
known as the Spencer Hardware 
Co. 


NORTH DAKOTA 

Boley Hardware store, Carring- 
ton, N. D., has moved to new 
quarters in the former post office 
building. 

OHIO 

C. Chester Lumb and C. E. 
Foreman have opened the Lumb- 
Foreman Hardware Co. in a re- 


decorated and renovated building 
at 40-42 North Fifth St., Zanes- 
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ville, Ohio. The store will carry, 
in addition to complete lines 
of hardware, housewares, wheel 
goods, paints, and will also cater 
to industrial business and mines. 

The entire stock of the Bishop- 
Kennedy Co., 200 S. High St., 
Columbus, Ohio, was destroyed 
by fire. The firm is now operat- 
ing as W. C. Kennedy & Son at 
20 E. Rich St., that city. 


PENNSYLVANIA 


The Charleroi Hardware Co. 
has recently been opened at 524- 
526 McKean Ave., Charleroi, Pa., 
with Emanuel Bragman as man- 
ager. 

The Bartley Hardware Co., 
Pittsburgh, Pa., has changed its 
name to George F. Bartley Co. 
Business will be conducted as 
usual at the present locations, 
6203 Penn Ave. and 6210 Broad 
Se. 


TENNESSEE 


Jim Jennings and Malcolm 
Wright have opened a hardware 
and electrical appliance store in 
Fayetteville, Tenn. 

Walter F. Freeman, veteran 
hardware dealer, has opened a 
new store in the Albert Stone 
Bldg., Lebanon, Tenn., and is op- 
erating it under the name of 
Lebanon Hardware Co. 


The Weakley County Hardware 
Co. has been organized at Mar- 
tin, Tenn., handling hardware, 
farm implements, etc. 


John Goodrich has purchased 
the Goodrich Hardware Co., Fay- 
etteville, Tenn., and will continue 
to operate business under the 
same policy that it has been op- 
erated for more than 40 years. 





TEXAS 


McClendon- Abney Hardware 
Co., a new firm, has been opened 
at 119 Lufkin Ave., Lufkin, Tex. 
The business firm will be under 
the management of Fred McClen- 


don and W. A. Abney. 





Pollard & Wood hardware store, 
Royse City, Tex., has moved to 
larger quarters in the Miller 
Bldg., across the street from its 
former location. 





Blumberg Brothers Co. has 
opened a hardware and imple- 
ment store at Seguin, Tex. 


WASHINGTON 


H. J. Mohn has purchased the 
stock held by E. M. Chase in the 


J 





retail hardware firm of Chase & ; Fairmont, W. Va., under the man- 


Mohn, Bothell, Wash., and will 


continue the business under the | 
| ers’ equipment and paints will be 


same name for the present. 

J. H. Coleman, former man- 
ager of the Cowlitz Valley Hard- 
ware Co. store in Kelso, Wash., 
has purchased the Joe Rebb store 
in the 200 block on Oak St., in 
that city, and has opened a hard- 
ware store there. 


WEST VIRGINIA 


The Central Hardware Co. has 
been opened at 221 Monroe St., 


agership of Roscoe F. Cox. A 
complete line of hardware, build- 


carried. 


WISCONSIN 


«James and Warren Pugh, oper- 

ating the Pugh Bros. hardware 
business in Black River Falls, 
Wis., have completely remodeled 
their store and affiliated with the 
M-W Associated Stores. The firm 
carries a complete hardware, 
sporting goods and_ electrical 
stock. 





TEX. WHOLESALE ASSN. 
TO MEET JUNE 19-20 


The 41st annual convention 
of the Texas Wholesale Hard- 
ware Association will convene in 
Galveston, June 19 and 20. The 
meeting on June 19 will be held 
jointly with the Texas Hard- 
ware Boosters’ Club, an organi- 
zation of approximately 100 
manufacturers’ representatives 
calling on the wholesale hard- 
ware trade in Texas. Earl P. 
Singleton, Nash Hardware Co., 
Fort Worth, Tex., is secretary- 





treasurer of the wholesale as- 


sociation. 


20TH ANNIVERSARY 
OF BARSTOW STORE 


The Barstow’ Store, retail 
hardware establishment of Mas- 
sena, N. Y., recently celebrated 
the 20th anniversary of its 
founding. In celebration of the 
event a special anniversary sale 
was held from April 15 to April 
25, and a large four-page cir- 


cular was printed announcing 
the occasion and the special 
values. 





==OBITUARY == 


WILLIAM PETERS 


William Peters, 66, senior mem- 
ber of James Peters & Sons, hard- 
ware manufacturer of Philadel- 
phia, Pa., passed away recently 
following an operation. His widow 
and a son survive. 


EDWIN W. WEST 
Edwin W. West, president of 





the U. S. Expansion Bolt Co., 
New York City, passed away 
April 16. 


GEORGE HOPKINS 


George Hopkins, 62, hardware 
dealer for 36 years in Battle 
Creek, Mich., passed away April 
12, following a lengthy illness. 
His widow and two daughters 
survive. 


JOSEPH F. HAMPTON 


Joseph Fielden Hampton, 53, 
founder and president of the 
Washakie Trading Co., Worland, 
Wyo., passed away recently fol- 
lowing an operation. Mr. Hamp- 
ton had served as Mayor of his 
town. He leaves his widow, four 
daughters, and a son, Joseph, Jr. 





DAVID S. WARANCH 


David S. Waranch, 60, founder 
and president of the Waranch 
Hardware & Paint Co., Inc., 
wholesale and retail, 660 Church 
St., Norfolk, Va., passed away 





April 15 after an illness of about 
a year. He came to this country 
33 years ago from Lithuania. He 
settled in Norfolk, where he 
shortly founded the business in 
which he remained active until 
his illness. Mr. Waranch has also 
taken part in civic and religious 
affairs. His widow, three sons, 
and two daughters survive. 





JAMES W. CLELAND 


James W. Cleland, prominent 
hardware and implement dealer 
in Hoyt, Kan., for more than 26 
years. He leaves his widow, a 
daughter, and two sons, W. J. and 
M. K. Cleland, who will continue 
the business. 


CHARLES HARTER 


Charles M. Harter, hardware 
dealer of Wapwallopen, Pa., 
passed away recently after sud- 
den attacks of indigestion. Mr. 
Harter has also been a director of 
the Berwick National Bank and 
served as vice-president of the 
board for many years; president 
of the Nesco Knitting Mills. His 
widow and a son survive. 


CHARLES G. HOOD 
Charles G. Hood, 65, for 40 


years in the hardware and mer- 
cantile business at Flemingsburg, 
Ky., died at his home recently 
after a year’s illness. His widow 
and two daughters survive. 
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— yet LOW PRICES 
ARY 
res Thatnaie competition 
ean 
of its 
ibs bes Behind Red Jacket's complete line of superior pumping equip- 
‘to April ment stands an unbroken record of over 50 years of quality 
Ain manufacture. A record that is unexcelled and proved by the 
. special ff 4 : World-wide acceptance of Red Jacket pumps by hundreds of 
Pt thousands of users. Not only is Red Jacket equipment foremost 
, in design, quality and workmanship, but also in lowest retail cost. 
=” Ps No wonder, then, that Red Jacket Dealers dominate pump sales 
aie in their territories. For with the Red Jacket line they have the 
s country sales edge both on quality and on price. And Red Jacket's 
_ | Generous Dealer Discounts give them a nice profit. 
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1e. 


NP an U- CHECK THESE QUALITY POINTS 


nt dealer 
th 26 
fem ‘ Every Red Jacket Pump and Water System is thoroughly 
W. J. and tested in our own testing room before leaving the plant. 





continue 
DEEP WELL WATER SYSTEMS 
-_ Up to 10,000 Gallons per hour capacity. 
" @ Special Dorward Red Jacket Rotary Power Head. More power 
hardware per inch of stroke. se 
en, Pa., Zk Precision Cut Gears Running in Oil. 
fter sud- “— Pinion Gears of special gear steel. Case hardened. 
ion. Mr. 2% Drop forged Crankshaft. Shallow 
= . k Roller Main Bearings. Special heavy duty. Require no taking up. Well 
an anc 
ot tie | SHALLOW WELL WATER SYSTEMS 
?_— 230—250—350—500 Gallons Per Hour. 
~ Finest quality materials and workmanship. 
Zz Brass Valve Seats. Brass Lined Cylinder. 
OD ZL Stainless Steel Piston Rod. 
: on @ Phosphor Bronze Valve Springs. 
and mer- Z— Special Rubber Valves. Non-Stick. 
weer wae i All Brass Removable Plunger with special treated Non-Hard- 
—— ening Leathers. 
. pert L— Bronze Bearings for Long Wear. 
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RED JACKET MANUFACTURING CO., °°\svrr"* 








E AGE 





WICKWIRE SPENCER 
PACIFIC COAST MGR. 


H. A. Larsen, formerly man- 
ager of structural products divi- 
sion on the West Coast terri- 
tory for the Wickwire Spencer 
Steel Co., 41 E. 42nd St., New 
York City, has been appointed 
Pacific Coast sales manager for 
all of the company’s products. 





H. A. LARSEN 


Mr. Larsen, upon graduation 
from the University of Michigan 
in 1906, spent two years in 
Detroit, gaining experience in 
structural designing, going to 
the West Coast in 1908, where 
he was subsequently engaged in 
this type of work. In 1915 he 
became associated with the L. A. 
Norris Co., in San Francisco, 
agents for Clinton Electrically 
Welded Fabrics, and other prod- 
ucts of the Clinton Wire Cloth 
Co. Two years later Mr. Larsen 
became vice-president of the 
L. A. Norris Co., with whom he 
was associated until 1922, when 
the company discontinued that 
part of its business. In 1922 
he joined the Wickwire Spencer 
Steel Co. as manager of struc- 
tural products in the Pacific 
Coast territory, resigning in 1924 
to assume charge of this same 
territory for the National Steel 
Fabrics Co., a subsidiary of the 
Pittsburgh Steel Co. Mr. Lar- 
sen again rejoined the Wickwire 
Spencer Steel Co. in 1934 as 
manager of structural products 
for the Pacific Coast, serving in 
that capacity until his recent 
appointment. 


BARRETT CO. SALES 
PROGRAM FOR 1936 


For the ensuing year, the Bar- 
rett Co., 40 Rector St, New 
York City, manufacturer of roof- 
ing materials, has prepared a 
comprehensive sales promotion 
plan, the “5 out of 10 Profit 
Plan,” which includes sound- 
slide films, direct-mail news- 
paper advertising services, a 
visual sales manual for direct 
consumer selling, a Farm Build- 
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ing Plan Services, a _ roofing 
applicators’ organization manual, 
store and job signs, window dis- 
plays, new product literature, 
etc., and a new idea for selling 
roofs—the “Slow Fire” theme. 

The 52-page illustrated man- 
ual, “How to Make Money in 
the Reroofing Business,” de- 
scribes the steps in making re- 
roofing sales. It is available 
only through the company’s rep- 
resentatives. The Farm Build- 
ing Plan Service, of two volumes 
each, for dealers in rural areas, 
gives plans for 109 different 
farm buildings and complete 
material requirements for each 
plan shown. Working blueprints 
are supplied at a slight cost. 
The books are available free to 
Barrett dealers who will agree 
to pay postage on a four-piece 
direct-mail campaign. Other fea- 
tures of the program are booklet 
sections on telephone solicita- 
tions, advertising novelties, prod- 
uct literature, finance plan, store, 
truck and job signs, display ma- 
terial, etc. 

The program is summarized in 
two sound-slide films. The first, 
principally for showings to 
dealers, runs for 30 minutes and 
explains the complete operation 
of the plan. The second film 
runs for 45 minutes and is a 
training film for applicators’ 
salesmen. 


CHARLEY WHITE OPENS 
MANUFACTURERS’ 
AGENCY 


Charley White has established 
offices at 103 S. Second St., 
Memphis, Tenn., as a manufac- 
turers’ agent handling non-com- 
peting lines in the territory 
surrounding that city. This in- 
cludes Kentucky, Tennessee, 
Arkansas, Louisiana, Mississippi, 
Alabama and parts of Georgia 
adjacent to Atlanta. At present 
Mr. White handles the following 
lines: Klearflax Linen Looms, 
Duluth, Minn.; Indiana Glass 
Co., Dunkirk, Ind.; Racine Uni- 
versal Motor Co., Racine, Wisc.; 
and others. 

For the past twelve years Mr. 
White has been a sales repre- 
sentative of Martin-Senour Co., 
Chicago, IIL, selling that line of 
paints in the Memphis area. 
Prior to that he was connected 
with Orgill Bros. Co., Memphis, 
as a department manager and 
in the sales end. 

Mr. White is in position to 
handle a limited number of ad- 
ditional non-competing lines in 
the area mentioned. 





WILKES-BARRE, PA., 
DEALERS ORGANIZE 


Approximately 30 retail hard- 
ware dealers in the vicinity of 





Wilkes-Barre and Scranton, Pa.. 
have formed an association of 
hardware dealers under the 
sponsorship of the Anthracite 
Supply Co., Wilkes-Barre, manu- 
facturer of pennant Brand tin- 
ware, galvanized and japanned 
wares and also wholesaler of 
miners’ supplies, house furnish- 
ings, electrical goods and bar 
and restaurant supplies. The 
organization will be known as 
the United Hardware Stores and 
will do buying and advertising 
through its sponsor. C. J. Evans, 
of the Anthracite Supply Co., 
is secretary-treasurer of the as- 
sociation. 


LINZER & SONS WILL 
ANNOUNCE NEW PLAN 


David Linzer & Sons, Inc., 
brush manufacturer, of 19-20 
Astor Place, New York City, 
will announce to the trade a new 
merchandising plan on_ their 
patented “Pre-Treated” line of 
paint brushes. The plan, it is 
said, will be of benefit to 
large paint wholesalers, as it is 
planned to increase their profits 
through the sale of “Pre-Treat- 
ed” paint brushes. 


MISSISSIPPI ASSN. 
TO MEET JUNE 15-17 


The annual convention of the 
Mississippi Retail Hardware 
and Implement Association will 
be held at the Edgewater Gulf 
Hotel, Biloxi, Miss., June 15, 
16, and 17, it was announced 
by Secretary-Treasurer John F. 
Jennings, 307 Standard Life 
Bldg., Jackson, Miss. 


PAINTERS SEE NEED FOR 
CONSUMER EDUCATION 


Master Painters in Hartford, 
Conn., feel that they would like 
to teach the paint buying public 
the advantage of employing only 
master painters and the neces- 
sity for demanding certain quali- 
fications in a painter before they 
select a man for the job. These 
subjects were discussed at a 
meeting of the local unit of 
Master Painters, presided over 
by John J. McKim. Burton 
Bartlett, president of the Hart- 
ford Chamber of Commerce and 
a member of a contracting firm 
in Hartford, spoke on estimating 
costs for painting jobs. 

Master Painters from associa- 
tions in Waterbury, Meriden, 
New Britain, Manchester, New 
London, Bridgeport and _ Strat- 
ford were present and in accord 
that some uniform price scale 
of measurement is necessary and 
advisable to make the difference 





between bids submitted more 
logical. A more thorough knowl- 
edge of reading blue prints was 
suggested as an aid to painters. 


STRATTON & TERSTEGGE 
REVISE SALES STAFF 


Stratton & Terstegge Co., 
Louisville, Ky., has appointed P. 
W. Moore sales director. He 
was formerly general sales man- 
ager. C. F. Atkinson, formerly 
advertising and printing depart- 
ment manager, has been made 





Cc. F. ATKINSON 


divisional sales manager. He 
will have charge of sales in all 
states with the exception of 
Kentucky and will remain in 
charge of all advertising. W. K. 





W. K. TAYLOR 


Taylor, formerly assistant sales 
manager, is now divisional sales 
manager for the state of Ken- 
tucky. 

The changes in the sales de- 
partment have been made so 
that the company may serve its 
customers more completely. Mr. 
Atkinson has had 17 years of 
experience in sales promotional 
and advertising work in the 
hardware field. Mr. Taylor, 
prior to his appointment as as- 
sistant sales manager about five 
years ago, traveled for the com- 
pany and is acquainted with the 
customers’ and salesmen’s prob- 
lems. 
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BEVE 


SS FOR YOUR PROTECTION ~“S@ 
PACKAGES CARRY THIS REGISTERED TRADE-MARK 


‘Sna 


THE ONE PIPE THAT 
CAN BE PUT TOGETHER 
WITHOUT BLOODSHED 





PATENT NUMBERS 
1,900,749. ..1,900,750 and RE. 18,444 


THE NESTED 
STOVE PIPE 
THAT IS 
SO EASY TO 
ASSEMBLE 


"WHAT MOST EVERYONE 
DEMANDS MUST HAVE 
REAL MERIT" 





This pipe is put together by simply inserting tongue on one edge into 
fold on opposite edge and pressing together until it snaps—the pipe is 
then ready for use. 


Outside surface is perfectly smooth—no folds, slots, grooves, notches, 
lugs or buttons on outside of pipe. 


The "Special Blue" and "Polished Blue" sheets from which this pipe is 
made, are rolled in our own mills, guaranteeing an even colored smooth 
ALL SIZES finished sheet—much superior in finish and quality to the product 


ons ae GES offered by most other makers. 


POLISHED 


GALVANIZED ASK YOUR JOBBER—ACCEPT NO SUBSTITUTE 












The Reeves Manufacturing Co. 
Largest Makers of Pipe and Elbows in the World 
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BETHLEHEM OPENS NEW WIRE MILL; 
INTRODUCES NEW PROCESS FOR ZINC COATING 


Representatives of farm | 
papers, metallurgists and tech- | 
nical and business paper edi- | 

| 


tors from all parts of the country | 
attended the formal opening, | 
April 16, of the Bethlehem Steel | 
Co.’s new mill for the manufac- 
ture of Bethanized wire and fence 
at Johnstown, Pa. 

The new mill is a part of Beth- 
lehem’s $30,000,000 program of 
new facilities for the manufacture 
of consumers’ goods to be com- 
pleted during 1936. The new 
mill makes a new type of gal- 
vanized wire under an electrolytic 
process designed to give rust re- 
sistance, and differing from other 
galvanized wire in having a mir- 
ror-finish of the chromium type. 
It is believed by the company to 
be an important contribution by 





the steel industry to agriculture. 


The Johnstown Bethanizing in- 
stallation is the culmination of 
experimental work which has 
been carried on recently at the 
Sparrows Point, Md., plant of 
the Bethlehem Steel Co., where 
a smaller Bethanizing unit has 
been in operation for some time. 
In discussing the process, U. C. 
Tainton, its originator, president, 
Tainton Metallurgical Corp., Bal- 
timore, who has been consultant 
to the Bethlehem company in the 
development of Bethanizing, 
stated that zinc of a high degree 
of purity was first produced com- 
mercially in this country by the 
Sullivan Mining Co., Kellogg, 
Idaho, in 1928. In essence, the 
first step is to produce a chem- 
ically pure zinc which is applied 
electrically by atomic deposition 
on a steel wire base. 
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HAROLD MOORE 
Harold Moore, 51, hardware 
dealer in Newton, Mass., for 
17 years, took his own life 
April 23. Mr. Moore had or- 
ganized the hardware business 


of Moore & Moore in 1919 with 





HAROLD MOORE 


his brother as partner. He was 
a past president of the New 
England Hardware Dealers’ As- 
sociation; an organizer and first 
president of the Newton Busi- 
ness Associates, and a member 
of the Newton Chamber of 
Commerce. He is survived by 
his widow, two brothers and six 
sisters. 


FRANK DODGE HOAG 


Frank Dodge Hoag, 77, trea- 
surer of Hibbard, Spencer, Bart- 
lett & Co., wholesale, Chicago, 
Ill., passed away recently follow- 
ing several months’ illness at his 
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home, 131 South Waiola Ave., 
La Grange, Ill. Mr. Hoag had 
been connected with the company 
since 1881. He leaves his widow 
and two sons, the Very Rev. Frank 
Victor Hoag and the Rev. Harold 
B. Hoag. 


WILLIAM H. ANDERSON ~ 


William H. Anderson, 84, 
president of the Alabastine Co., 
Grand Rapids, Mich., from 1897 
to 1912, passed away at his 
home there after a long illness. 
Mr. Anderson came to Grand 
Rapids in 1883 to engage in the 
real estate and loan business. 
In 1890 he became managing di- 
rector of the Fourth National 
Bank, later its cashier and then 
president, which position he held 
for 29 years. He has also been 
identified with other banks in 
Grand Rapids. He was elected 
president of the Grand Rapids 
Board of Trade in 1896 and 
1897; treasurer and a director 
of the Grand Rapids Railway 
Co., and a director of the South 
Grand Rapids Gas Light Co. 


WILLIAM V. FREEMAN 


William V. Freeman, 71, sec- 
retary of the Tractor & Imple- 
ment Club of San Francisco, 
and actively identified with the 
hardware and implement trade 
of California for the past 50 
years, passed away at his home 
in Alameda, Cal., April 12. 

Mr. Freeman received his 
early business training in the 
retail hardware and implement 
store of his father. He first 
began to travel for the Oliver 


| Estimating the possible sav- 
ings in fence depreciation costs 
on New York State farms at $2,- 
500,000 annually through scien- 
tific advances in the making of 
more durable fence wire, Prof. 
H. W. Riley of Cornell Univer- 
sity predicted substantial in- 
creases in farm purchasing power 
nationally because of better steel 
products. 

Professor Riley also stated that 
there would be potential savings 
of comparable magnitude and in- 
creasing purchasing power in 
good fencing, through the elimi- 
nation of time now wasted in 
rounding up cattle, and in the 
destruction of crops by maraud- 
ing cattle on poorly fenced land. 

L. H. Winkler, metallurgical 
engineer, Bethlehem Steel Com- 
pany, said that the new Beth- 
anized wire was already being 
wire screens for 
telephone 


to 


applied 


houses, rural lines, 








wheel spokes, and applications 
where rust resistance and smooth 
high polish finish are factors. 





HILLSBORO, OHIO, FIRM 
INDEPENDENT OF NEW 
JAMESTOWN FIRM 


In the April 9 issue, HARDWARE 
Ace announced the opening of 
the Fairley Economy Hardware 
store in Jamestown, Ohio. It is 
to be noted that this firm has no 
connection whatever with the 
Hillsboro Hardware Co., whole- 
sale and retail, Hillsboro, Ohio, 
and the Fairley Hardware stores 
located in Lynchburg, James- 
town, Waynesville and Sabina, 
Ohio. The Hillsboro Hardware 
Co. was established in 1849 and 
the Fairley 
Hardware have been 
owned outright since 1924 by 
their founder, Vernon B. Fairley. 


its branch stores, 


stores, 
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Chilled Plow Co. and for Dun- 
ham, Carrigan and Hayden Co., 
wholesale hardware firm, with 
whom he was associated for 10 
years, and where he served as 
sales manager for several years. 
He resigned in 1908 to become 
secretary-treasurer and _ general 
manager of the Pacific Imple- 
ment Co., wholesaler of farm 
implements in northern Cali- 
fornia. Eight years ago he be- 
came manager of the Tilden 
Sales Bldg., in San Francisco, 
and was in active charge until 
a few days before his passing. 

He is survived by his widow, 
a stepdaughter and a_ son, 
George W. Freeman. 





' ALBERT F. BEMIS 


Albert F. Bemis, 65, chairman 
of the Bemis Bros. Bag Co., Bos- 
ton, Mass., died in a Phoenix, 
Ariz., hospital April 11 of in- 
juries suffered when he fell three 
stories from a hotel room at 
Grand Canyon. 

Mr. Bemis had been engaged in 
business mainly in Boston since 
his graduation from the Massa- 
chusetts Institute of Technology 
in 1893. His other affiliations 
were: chairman of the Atlantic 
Gypsum Products Co.; president 
of the Housing Co. and Bemis In- 
dustries, all of Boston; director 
of the Boott Mills, Lowell, Mass., 
and the Angus Co., Ltd., Calcutta, 
India. He was also a nationally 
known authority on housing and 
a former director of the Federal 
Reserve Bank of Boston. He 
leaves his widow and seven chil- 
dren. 








NORTHAM WRIGHT 


Northam Wright, 69, president 
of the Conn. Valley Mfg. Co., 
manufacturer of wood-boring tools 
and hardware specialties, passed 
away suddenly April 4 of a heart 
attack at his home in Center- 
brook, Conn. Mr. Wright, after 





NORTHAM WRIGHT 


graduation from the Yale Law 
School, class of 1892, practiced 
law for a few years before join- 
ing his father, Alfred M. Wright, 
and brother, Walter H. Wright, 
in their manufacturing business 
at Centerbrook. Before becom- 
ing president of the company, 
Northam Wright served as secre- 
tary. He was also identified with 
pelitics and served as Senator in 
the State Legislature in 1934. He 
leaves a daughter, Laura W. Wet- 
more, and one son, Northam L. 


Wright. 


HARDWARE AGE 











MA 











ications 
smooth 
tors. 


FIRM 
NEW 
°M 


.RDWARI 
ning of 
ardware 
». It is 
has no 
ith the 
whole- 
s Ohio, 
pe stores 
James- 
Sabina, 
ardware 
49 and 
Fairley 

been 
924 by 
Fairley. 


iT 

esident 
gs. Go, 
ig tools 
passed 
a heart 
Center- 
, after 


Law 
cticed 

join- 
right, 
right, 
siness 
Pcom- 
pany, 
secre- 
with 
or in 
. He 
Wet- 


m L. 


\GE 














GET INTO QUICK ACTION WITH INGERSOLL’S 


“MILLION-AERO’ JUBILEE! 


Graduation! The sports season! Vacation-time! Sales of Ingersoll Aero Wrist 
Watches will soar to the million mark in this deluge of watch business. Ingersoll 
celebrates with a Million-Aero Jubilee to give the most active dealers a jump on 
competitors. This brilliant red-white-and-blue flasher display* in your window 
will bring the shoppers in your store—give you the profit instead of the other 
fellow. It’s valuable, but it’s FREE. Comes to you with your order for only 6 
Aero assorted Wrist Watches at $2.21 each, $13.26 total. Phone your whole- 


saler now. * Supply limited 


LS 


_@ FLASHER DISPLAY 
: FREE 


WITH YOUR ORDER FOR 
ONLY 6 AERO 
WRIST WATCHES 





LAPEL CORD free WITH THE 
NEW YANKEE 


Be the first to offer this super-value in high- 











style merchandise. Lapel cords are the thing — 
and you can give customers one FREE with 
each Ingersoll Yankee Pocket Watch at $1.50— 
yet make normal profit. 6 Yankees in a four- 


color display carton cost you only $6.12. 
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Taxes 


(Continued from page 50) 


in misfortune. This has been re- 
peatedly and quite lately demon- 
strated. Federal aid in such cases 
encourages the expectation of pater- 
nal care on the part of the Govern- 
ment and weakens the sturdiness of 
our national character, while it pre- 
vents the indulgence among our 
people of that kindly sentiment and 
conduct which strengthens the 
bonds of a common brotherhood.” 

(c)—For a good many years, and 
more particularly, in the last few, 
many gentlemen in high authority 
have undertaken to use the taxing 
power, not primarily to defray the 
necessary and proper costs of gov- 
ernment, but rather to effectuate 
their own views on social questions, 
and more particularly to equalize 
the wealth of the Nation. Several 
questions inevitably arise. First, is 
this a proper function of any govern- 
ment? Second, is it the proper 
function of our federal government? 
Third, can nature’s laws be perma- 
nently set aside by man-made laws? 

There is no man who can chal- 
lenge the pure democracy of An- 
drew Jackson, nor is there anyone 
who can question the genuine and 
unselfish love and affection he enter- 
tained for the common man. He 
vetoed~a bill on July 5, 1832, and 
in so doing he said in part as fol- 
lows: “Distinctions in society will 
always exist under every just gov- 
ernment. Equality of talents, of 
education, or of wealth cannot be 
produced by human institutions. In 
the full enjoyment of the gifts of 
Heaven and the fruits of superior 
industry, economy, and virtue, every 
man is equally entitled to protection 
are a 

“There are no necessary evils in 
government. Its evils exist only in 
its abuses. If it would confine itself 
to equal protection, and, as Heaven 
does its rains, shower its favors 
alike on the high and the low, the 
rich and the poor, it would be an 
unqualified blessing. In the act be- 
fore me there seems to be a wide 
and unnecessary departure from 
these just principles.” 

“Nor is our Government to be 
maintained or our Union preserved 
by invasions of the rights and 
powers of the several States. In 
thus attempting to make our Gen- 
eral Government strong we make it 
weak. Its true strength consists in 
leaving individuals and States as 
much as possible to themselves—in 
making itself felt. not in its power, 
but in its beneficence; not in its 
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control, but in its protection; not 
in binding the States more closely 
to the center, but leaving each to 
move unobstructed in its proper 
orbit.” 

(d)—For many years it has been 
the policy of many of our public 
servants to ignore the Jeffersonian 
theory of economy by spending all 
that they possibly can; no doubt, on 
the theory that the expenditure of 
public funds tends to create pros- 
perity. There are good people who 
think that this is the proper thing 
to do. Without any comment, again 
merely for your thoughtful consid- 
eration in enabling you to draw cor- 
rect conclusions from definite prem- 
ises, I quote from the veto mes- 
sage of Grover Cleveland of May 9, 
1888, refusing to approve a bill to 
erect a new building at Allentown, 
Pennsylvania: “The plan now pur- 
sued for the erection of public 
buildings is, in my opinion, very 
objectionable. They are often built 
where they are not needed, of dimen- 
sions and at a cost entirely dispro- 
portionate to any public use to 
which they can be applied, and as 
a consequence they frequently serve 
more to demonstrate the activity and 
pertinacity of those who represent 
localities desiring this kind of decor- 
ation at public expense than to meet 
any necessity of the government. 

(e)—As above suggested, many 
good and patriotic people think that 
the federal taxing power should be 
used to help the unfortunate. First, 
is this really wise; second, is it con- 
sistent with our system of govern- 
ment? As to whether, taking all 
cases as a whole and looking at it 
from the broad standpoint of per- 
manent public policy, this is wise 
or not, I offer for your consideration 
the views of a great Republican— 
John J. Ingalls—stated in connec- 
tion with the treatment accorded by 
the government of the United States 
to the Osage Indians: “The govern- 
ment takes care of their property, 
superintends their education and 
religion, provides food and clothing, 
protects the weak from the aggres- 
sions of the strong, and abolishes 
as far as it may the injustices of 
destiny. All have equal rights; none 
have special privileges. They toil 
not, neither do they spin. The prob- 
lems of existence are solved for 
them. The rate of wages, the hours 
of labor, the unearned increment, 
the rapacity of the monopolist, the 
wrongs of the toiler, the howl of the 
demagogue, do not disturb them. 


They have ample leisure for intel- 
lectual cultivation and development, 
for communion with nature and for 
contemplation of art, for the joys 
of home, but they remain—Osage 
Indians.” 

Lest some may think that Mr. 
Ingalls might have been allied with 
the supposed predatory interests of 
the country, thereby impairing the 
force of what he said, I quote again 
from Andrew Jackson, against whom 
no such charge could possibly be 
made: “I feel persuaded that a 
mature examination of the subject 
will satisfy everyone that there are 
insurmountable difficulties in the 
operation of any plan which can be 
devised of collecting revenue for the 
purpose of distributing it. Congress 
is only authorized to levy taxes ‘to 
pay the debts and provide for the 
common defense and general wel- 
fare of the United States.’ There is 
no such provision as would author- 
ize Congress to collect together the 
property of the country, under the 
name of revenue, for the purpose 
of dividing it equally or unequally 
among the States or the people. In- 
deed it is not probable that such an 
idea ever occurred to the States 
when they adopted the Constitution. 
But however this may be, the only 
safe rule for us in interpreting the 
powers granted to the Federal Gov- 
ernment is to regard the absence of 
express authority to touch a subject 
so important and delicate as this is 
as equivalent to a prohibition.” 

({)—There may be some who 
think as Andrew Jackson did, 
namely, that as men are inherently 
different so their lives and fortunes 
are bound to be different, and that 
this difference is primarily a fact in 
nature and not the result of any 
possible theory of government or 
economics. The question continu- 
ally arises as to whether it is a 
necessary and proper purpose of 
taxation—local, state, or national— 
for government to endeavor to 
equalize the differences which our 
common Maker created in mankind. 
Let me quote once more from 
Ingalls: 

“Socialism is the final refuge of 
those who have failed in the strug- 
gles of life. It is the prescription 
of those who are born tired. It 
means the survival of the unfit, and 
the inevitable result would be de- 
generation. It would deprive ambi- 
tion of its incentive, industry of its 
stimulus, excellence of its suprem- 
acy and character of its reward. 

“Individualism would lift all to 
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KRAEUTER 
Plier for 


Every Purpose 


Strong Milled 
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Pliers 


Extra 
Heavy Duty 


Diagonal 
Pliers 


Marvelous Cutters 


One of the finest diagonal 
cutting pliers on the mar- 
ket. A husky lap jointed 
Plier of Supreme quality 
steel, with correctly tem- 
pered jaws for heavy duty 
cutting. Fine for lines- 
men on power mainte- 
nance work. 


Three sizes: 
236-6”, 237-7”, 238-8” 


Stripping Notch 





Electricians’ Heavy Duty Pliers 
With Stripping Notch 


Extensively used on electrical outside lighting fixtures. 

The notch allows the asbestos insulation on 14 gauge wire to be 
cut and stripped without injuring the wire. 

No. 2801-S: Three sizes, 614”, 7” and 814”. 
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Powerful 
Side Cutters 


Cotter-Diagonal 


The Finest Cotter Pin 
Puller Ever Made— 


Also for linesmen’s use in 
stretching, pulling and cut- 


ting wire. Three sizes: 
936-6”, 937-7”, 938-8". 


















Non-Slippi: 
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Handle 
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New 


GRIP-IT” 
Pliers 


_ The Hardest Gripping 
Pliers on the Market 


Have Twice the Grip of Ordinary Pliers 


and Will Not Slip at Any Angle 
Two Sizes: 516-6”, 518-8” 
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KRAEUTER  ‘oors 


MADE IN NEWARK SINCE 1860 


KRAEUTER & CO., H.A.5 
585 18th Ave., 
Newark, N. J. 
New No. 16 Kraeuter Catalog 
Showing Complete Line 
Details of New Kraeuter Mer- 
chandising Revolving Display 
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the level of the highest. Socialism 
would drag all down to the level of 
the lowest. Individualism is pro- 
gress and life. Socialism is stagna- 
tion and death.” 

“History is a series of repetitions. 
Those who have failed in life blame 
everybody but themselves. The 
complaint against fate is as old as 
Adam. It will end only with the 
epitaph of humanity. The distinc- 
tions between men were established 
by act of God, and they cannot be 
abolished by act of Congress.” 

Let us conclude this feature of 
our discussion by attempting another 
syllogism: 

Nature endowed men with dif- 
ferent capacities for the production 
and acquisition of wealth, 

Government is not designed to 
support the individual and cannot 
permanently equalize his natural 
deficiencies, 

Therefore, government should not 
undertake, by taxation or otherwise, 
to put all men on the same economic 
level. 

Is this sound logic or is there 
some fallacy in it? 

Second, let me now give you some 
facts as to the amount of taxes be- 
ing presently levied—and those 
which must be levied in the future: 

(a)—Practically all the funds 
which any branch of government 
has to spend come from taxes paid 
by the people. So, too, money bor- 
rowed by any branch of govern- 
ment must be paid from taxes col- 
lected from the people. 

For the fiscal year ending June 
30, 1915, the government of the 
United States spent $760,857,000.00, 
while in 1934 it spent $9,243,726,- 
000.00—an increase of over one 
thousand per cent. 

The debt of the federal govern- 
ment in 1915 was $1,191.264,000.00. 
Today it is approximately thirty-five 
billions—an increase of almost 
three thousand percent. 

Since 1930, to approximately the 
present date, the federal govern- 
ment has spent about sixteen bil- 
lions of dollars more than it has col- 
lected in taxes. This has been done 
by borrowing funds to be paid back 
by taxing future generations for cur- 
rent expenditures. 

(b)—In 1915, the State of Ten- 
nessee spent $4,289,937.93. For the 
fiscal year ending June 30, 1935, 
Tennessee spent $32,648,776.37—an 
increase of about six hundred per 
cent. 

In 1915, the debt of the State of 
Tennessee was $12,417,000.00. In 
1935 it was $94,320.000.00, plus the 
obligation to pay off about 33 mil- 
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lions of county bonds-—an increase 
of about one thousand per cent. 

(c)—The City of Nashville, Ten- 
nessee, in 1915, spent $1,990,672.25. 
In 1934 it spent $7,735,759.03—an 
increase of about three hundred per 
cent. 

In 1915 Davidson County, of 
which Nashville is the county seat, 
spent $841,719.38. In 1935 it spent 
$3,528,404.99—an increase of some 
three hundred per cent. 

(d)—Shelby County, Tennessee, 
spent $1,127,810.46 in 1916 and 
$2,884,690.00 in 1935. Memphis 
spent $3,920,230.00 in 1915 and 
$4,379,332.14 in 1935. In 1915 the 
bonded indebtedness of Shelby 
County was $2,101,000.00—now it is 
$8.168,400.00. 

(e)—In 1915 Arkansas had no 
debt. In 1917 its debt was $750.- 
000.00. In 1935 that debt was $175,- 
000,000.00—an increase of about 
twenty-three thousand per cent. 

(f)—In 1915 Mississippi had a 
debt of $2,500,000.00. By 1935 it 
had risen to $40,284,750.00—an in- 
crease of some fifteen hundred 
per cent. I refer to these par- 
ticular taxing agencies merely be- 
cause of the place in which we 
are holding this meeting. I have 
not, of course, checked all records, 
but no doubt these are fairly typical. 

Now what does this constantly in- 
creasing expenditure of funds and 
this ‘ever increasing public debt 
mean? What effect is it having on 
the average man? 


Facts 


Let me give you a few facts. The 
Nashville, Chattanooga & St. Louis 
Railway, a Tennessee corporation, 
has paid no dividends since August. 
1931, but since that date it has paid 
out in taxes a sum equal to $8.67 
per share of stock. In 1934, the 
Southern Pacific paid its stock- 
holders nothing, but paid the tax- 
gatherers at the rate of $3.25 per 
share of stock. So, the New York 
Central, while paying no dividends 
to its owners, paid in taxes at the 
rate of $4.97 a share. Last year 
(1935) General Motors earned $3.69 
per share of common stock and paid 
in taxation $1.47 a share. Marshall 
Field, of Chicago, paid taxes at the 
rate of $10,000.00 for each business 
day. In Tennessee the consumer of 
gasoline pays a tax approximately 
equal to fifty per cent of the other- 
wise cost. 

In 1934 the cost of government— 
local, state, and national—as evi- 
denced by actual expenditures, 
was about 3214% of the total na- 
tional income. But the distressing 


and alarming fact is that, while 
this cost of government was about 
3214% of the total national income, 
yet the taxes “actually collected 
amounted to only some 20% of the 
total national income, and the differ- 
ence was a deficit, which we paid 
by borrowing funds for our children 
and their children to pay. This 
means that, on the average, every 
individual and every business must 
labor nearly four months each year 
to create enough wealth to support 
the present cost of government. 

I do not imagine that there are 
many people who would question 
the sound democracy of Thomas 
Jefferson, and it was he who said: 

“The principle of spending money 
to be paid back by posterity, under 
the name of funding, is but swin- 
dling futurity on a large scale.” 

Now, to revert to our lesson in 
logic, what is the conclusion based 
on this principle enunciated by 
Thomas Jefferson as a major prem- 
ise and the undisputed fact as a 
minor premise? It is that the 
people of this country today are 
deliberately swindling futurity on a 
large scale. 

I repeat that no one can question 
the democracy of Andrew Jackson. 
Now listen to what he said to Con- 
gress, first on December 4, 1832, 
then on December 5, 1836: “The 
soundest maxims of public policy 
and the principles upon which our 
republican institutions are founded 
recommend a proper adaptation of 
the revenue to the expenditure, and 
they also require that the expendi- 
ture shall be limited to what, by an 
economical administration, shall be 
consistent with the simplicity of the 
Government and necessary to an 
efficient public service.” 

“No political maxim is better 
established than that which tells us 
that an improvident expenditure of 
money is the parent of profligacy, 
and that no people can hope to per- 
petuate their liberties who long 
acquiesce in a policy which taxes 
them for objects not necessary to 
the legitimate and real wants of 
their Government.” 

For those of you who are strong 
in the faith of the Republican 
Party. I quote what Mr. Calvin 
Coolidge said on January 21, 1924: 

“There is scarcely an economic ill 
anywhere in our country that can- 
not be traced directly or indirectly 
to high taxes. To increase that 
burden is to disregard the general 
welfare.” 

Now, this is not a partisan speech 
and I do not want any group to be 
left out, so having quoted from two 
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America’s fastest selling line in nineteen 
thirty-five, the incomparable Duo-Therm 
oil burning Circulators and Radiant 
Stoves have been restyled for even 
greater sales leadership in nineteen 
thirty-six. Ten beautiful models to choose 
from . . . new handsome proportions, 
smart modern finish treatments, finest 
standards of engineering and construc- 
tion—and, above all, the startling 
Thrift-Zone feature which steps up per- 
formance to a new “high”’ in cleanliness, 


efficiency and thrift. 
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i ss search is at its end. Here is the perfect oil burning 
range*—a range so beautiful, so ably constructed, so convenient and practical 
that it sets completely new traditions of contemporary design and efficiency. 
Nowhere in America will you find a range to compare with this magnificent 
new Duo-Therm—it is different in principle and performance from anything 
you have ever seen or heard about. It is unbelievably clean, unbelievably 
simple to operate and as thrifty as a “Dutch treat’’. Its graceful flowing con- 
tours and gleaming white porcelain enamel finish expréss the finest standards 
of modern design. Intelligently engineered, and precision-built, the 1936 
Duo-Therm sets the stage for a grand slam in profitable selling. Send the 
coupon now. 

Features Your Prospects Will Favor: Streamline French type cook tops; spacious fully-lined 
ovens; modern chrome-inset hardware and oven thermometers; noiseless—no sool, odor or ashes; 


positive temperature control and uniform heat distribution; auriliary gas or electric burners or 
hot water reservoirs at slight extra cost; Underwriters’ Laboratories approval. 
’ 





*Not to be confused with wick type 
or perforated shell kerosene ranges. 
The revolutionary dual-chamber 
burner used in the Duo-Therm 
burns ordinary cheap fuel oil, 
although kerosene may be used if 
preferred. 
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great Democrats and one great 
Kepublican, | now quote the sound 
words and convincing logic—in 
which I entirely concur—of that dis- 
tinguished gentleman who is now 
the Chief Executive of the Nation. 
On Oct. 19, 1932, at Pittsburgh, 
Pennsylvania, Mr. Roosevelt said 
this: 

“Taxes are paid in the sweat of 
every man who labors because they 
are a burden on production and can 
be paid only by production. If 
excessive, they are reflected in idle 
factories, tax-sold farms, and hence 
in hordes of the hungry tramping 
the streets and seeking jobs in vain. 
Our workers may never see a tax 
bill, but they pay in deductions 
from wages, in increased cost of 
what they buy, or (as now) in 
broad cessation of employment. 
There is not an unemployed man— 
there is not a struggling farmer 
whose interest in this subject is not 
direct and vital... .. If, like a 
spendthrift, it (the Government) 
throws discretion to the winds, is 
willing to make no sacrifice at all in 
spending, extends its taxing to the 
limit of the people’s power to pay 
and continue to pile up deficits, it 
is on the road to bankruptcy.” 

Let us take the sound principles 
enunciated by the Supreme Court 
and our great statesmen as a major 
premise; the facts given as a minor 
premise and, applying the simple 
lesson I have given you in logic, 
draw the inevitable conclusions. 

Having dealt, inadequately to be 
sure, with the purpose and amount 
of taxation, let us now consider its 
payment. 


Inevitable 


Taxes are as inevitable as death 
all pay—rich and poor, and each 
largely in proportion to his fort- 
unes; but that high taxes bear most 
heavily on the poor, no informed 
person can doubt. “Soaking the 
rich”—assuming it economically de- 
sirable and ethically defensible—is 
an idle dream. Every tax is ulti- 
mately paid in part by all who buy 
or work. Escape is impossible. 
Your sugar, coffee, bread, clothes, 
everything you use has in it a tax 
direct or indirect. Tax the rich 
landlord and the poor tenant pays: 
tax the miller and he who eats 
bread pays; tax the manufacturer 
of shoes, and everyone who wears 
a pair pays—and so it goes. The 
ultimate distribution of the tax 
burden, no matter where it first or 
directly falls, is a natural law as 
immutable as the law of gravity. 
Every individual in America— 
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whether he be farmer, machinist, 
miner, railroad engineer, _ steel 
maker, or whatnot—and every cor- 
poration, on the average, must now 
work approximately four months 
each year to pay the current costs 
of government—local, state, and na- 
tional. Another example to enable 
you to better visualize the situation. 
In 1932 the railroad tax burden was 
so great that it took the combined 
efforts of 392,460 railroad em- 
ployees, running 20,281 locomotives, 
pulling 815,855 freight cars and 
18,774 passenger train cars every 
day in the year over 91,875 miles of 
railroad line, to take in enough 
money over bare operating costs to 
pay the railroads’ contribution to the 
cost of government. 


Exceptions 


Taken as a whole—there are a 
few encouraging exceptions—our 
governmental agencies—local, state, 
and national—are not only both 
borrowing and spending more and 
more from year to year, but many 
are running at a loss, making good 
current deficits by borrowing against 
posterity. If we continue long to 
follow the present trend, again re- 
sorting to logical thinking, drawing 
the inevitable inferences from the 
unquestioned premises, the conclu- 
sion is either bankruptcy, repudia- 
tion, or inflation. All are equally 
disastrous to the people as a 
whole. 

To ameliorate the empending re- 
sult of our fiscal follies all sorts of 
remedies are suggested—except 
economy. There are earnest gentle- 
men in the Congress. and elsewhere, 
who favor various monetary devices 
as a solution for our troubles. Some 
suggest that after digging gold out 
of the ground, and refining it, that 
we again bury it in the ground—to 
what helpful end I, at least, cannot 
comprehend. I cannot forget some- 
thing in Holy Writ about the man 
who buried his one talent. Others, 
for example, suggest the unlimited 
coinage of silver, or substantially 
that. The same general sort of 
thing was an issue in 1885, and I 
quote for your consideration what 
Grover Cleveland, in his message to 
the Congress of December 8, that 
year, had to say on this subject: 

“Prosperity hesitates upon our 
threshold because of the dangers 
and uncertainties surrounding this 
question. Capital timidly shrinks 
from trade, and investors are unwill- 
ing to take the change of the ques- 
tionable shape in which their money 
will be returned to them, while en- 
terprise halts at a risk against which 


care and sagacious management dc 
not protect.” 

“As a necessary consequence, 
labor lacks employment and suffer- 
ing and distress are visited upon a 
portion of our fellow-citizens espe- 
cially entitled to the careful con- 
sideration of those charged with the 
duties of legislation. No interest 
appeals to us so strongly for a safe 
and stable currency as the vast army 
of the unemployed.” 

Some of you may think that I 
have struck a rather pessimistic note 
in what I have said. Such was not 
my intention. What I had hoped to 
do was to give you certain facts and 
certain principles to the end that 
you might draw your own conclu- 
sions as to the fiscal dangers with 
which we are confronted. One solu- 
tion, which appears to me to be 
sound, was contained in the Fourth 
Annual Message of Grover Cleve- 
land delivered to the Congress on 
December 3, 1888, and from it 1 
quote: “ Our mission among 
the nations of the earth and our suc- 
cess in accomplishing the work God 
has given the American people to 
do require of those intrusted with 
the making and execution of our 
laws perfect devotion, above all 
other things, to the public good. 


Devotion 


“This devotion will lead us to 
strongly resist all impatience of 
constitutional limitations of federal 
power and to persistently check the 
increasing tendency to extend the 
scope of federal legislation into the 
domain of state and local jurisdic- 
tion upon the plea of subserving the 
rvblic welfare. The preservation 
of the partitions between proper 
subjects of Federal and local care 
and regulation is of such importance 
under the Constitution, which is the 
law of our very existence, that no 
consideration of expediency or senti- 
ment should tempt us to enter upon 
doubtful ground. We have under- 
taken to discover and proclaim the 
richest blessings of a free govern- 
ment, with the Constitution as our 
guide. Let us follow the way it 
points out; it will not mislead us. 
And surely no one who has taken 
upon himself the solemn obligation 
to support and preserve the Consti- 
tution can find justification or solac 
for disloyalty in the excuse that he 
wandered and disobeyed in search 
of a better way to reach the public 
welfare than the Constitution offers.” 

Now, based on principle as ex- 
pressed in the views of the great 
statesmen of the past and some of 

(Continued on page 99) 
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IF YOU THINK AN ELEPHANT IS BIG... 





WHAT’S YOUR IDEA OF A WHALE? 
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ELEPHANT ... 11 FEET HIGH 
BLUE WHALE . . 100 FEET LONG 
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is a whale, too, compared with the second biggest 


VEN in these days, when practically everybody 
E speaks in terms of big figures, it is not easy to 
picture any ove magazine having a regular weekly 
circulation that reaches more than five and a half 
million families! 

Yet that is the enormous circulation of The Ameri- 
can Weekly . . . the ove magazine that produces the 
greatest buying demand for products advertised in 
its pages, the everyday 
necessities and luxuries of 
life that you dealers find 
most profitable. 

Briefly, here’s why The 
American Weekly is such 
an outstanding vital force 
in increasing sales volume: 
Every week it is read by 
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MORE THAN 


CIRCULATION CIRCULATION 


NEAREST 
5,500,000 COMPETITOR 


**The National Magazine with Local Influence’ 
Main Office: 959 Eighth Avenue, New York City 


more than 5,500,000 families, reaches from 1 out of 5 
to 1 out of every 2 homes in the richest buying areas, 
where 7/10ths of all families live and where 4/5ths of 
all retail sales are made! 


What The American Weekly is 


The American Weekly, the largest magazine in the 
world, is distributed through, the 17 great Hearst 
Sunday newspapers. 

In each of 158 cities, it reaches one out of 

every two families 

In 146 more cities, 40 to 50% of the families 

In an additional 139 cities, 30 to 40% - 

In another 171 cities, 20 to 30% 


... plus 1,982,000 families in thousands of other 
large and small communities who regularly read 
The American Weekly! 
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Distribution Through Wholesalers 


(Continued from page 45) 


Depends Upon the Distribution Ser- 
vice Supplied by Wholesaling. 

This proposition can easily be 
proven by simple arithmetic. Imag- 
ine 50 retailers each ordering an 
item from 10 manufacturers. 500 
orders go out from retailers, 500 
shipments come back from manu- 
facturers; 1,000 transactions are 
required to requisition and supply 
the needed merchandise. Imagine 
the same 50 retailers ordering the 
same 10 items from a wholesaler; 
50 orders instead of 500 go out from 
retailers, 50 shipments instead of 
500 come back from the wholesaler; 
10 orders go out from the whole- 
saler, 10 shipments come back from 
manufacturers; a total of 120 in- 
stead of 1,000 transactions are thus 
required to requisition and supply 
the same needed merchandise, or a 
saving of 88 per cent in the number 
of transactions effected by the in- 
tervention of the service of the 
wholesaler. Multiply this by many 
thousands and the impossibility of 
supplying independent retailers 
without the service of wholesalers 
becomes apparent. It is mathemati- 
cally impossible for the average in- 
dependent retail store to maintain 
contact with the original producers 
of the many thousands of items it 
carries. It is equally impossible 
for producers to maintain direct 
contact with all the many thousands 
of retail outlets through which 
manufactured goods must reach 
ultimate consumers. 

Proposition 6. Orderly and Ef- 
ficient Wholesale Distribution Is 
Vital to the Independence of Re- 
tailers and Manufacturers Alike. 

The continued existence of inde- 
pendent retailers depends upon it: 
the preservation of the initiative and 
individuality of the majority of 
manufacturers likewise rests upon 
it. 

Proposition 7. No Orderly or 
Efficient Form of Wholesale Distri- 
bution Can Be Maintained If the 
Wholesaler’s Business Is Demoral- 
ized or Undermined by His Sources 
of Supply. 

The wholesale business of this 
country in recent years has been 
confused, disorganized and, to an 
extent, demoralized, by the selling 
policies of the very manufacturers 
who depend most largely on whole- 
sale distribution. There has grown 
up in recent years a form of dual 
selling, under which a manufacturer 
secures economies in production and 
low cost distribution through his 
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volume operations with wholesalers, 
and then undermines the business 
of wholesalers by selling a minor 
portion of his product to retailers at 
the same price at which the greater 
portion of his product is sold to 
wholesalers. This at once produces 
an unfair competitive situation, 
which definitely discriminates 
against those retailers who are sup- 
plied through wholesalers, and gives 
an unjust advantage to those retail- 
ers who are supplied by the manu- 
facturer direct. The manufacturer 
by this action automatically an- 
nounces that the wholesaler is not a 
proper source for his goods and 
thus confuses, disorganizes and de- 
moralizes the business of any whole- 
saler attempting to distribute that 
manufacturer’s product. 

No fault can be found with a 
manufacturer who chooses to elim- 
inate wholesale distribution alto- 
gether and to deal with retailers 
direct, but very grave ground exists 
for complaint against any manu- 
facturer who chooses to reach one 
group of retailers direct and to 
reach another group of retailers in- 
directly through wholesalers, yet 
makes no distinction between his 
prices to retailers and his prices to 
wholesalers. This can result only 
in unfair price discrimination 
against the majority of retailers. 
and complete demoralization of the 
business of wholesalers. 


Evidence 


Proposition 8. It Costs More to 
Sell to Retailers Than It Costs to 
Sell to Wholesalers. 

The truth of tHis statement has 
been definitely and authoritatively 
established. A report on the hosiery 
industry, made by the United States 
Department of Commerce, showed 
the operating results of mills selling 
to retailers compared with the costs 
of mills selling to wholesalers. The 
combined selling and administrative 
costs of 43 manufacturers selling 
exclusively or more than 90 per cent 
to wholesalers averaged 7.18 per 
cent of sales, while 17 mills selling 
exclusively or more than 90 per cent 
to retailers showed an average com- 
bined selling and administrative 
costs of 16.64 per cent of sales. The 
mills selling to wholesalers showed 
an average combined selling and 
administrative cost 8.83 per cent 
lower than the mills selling to re- 
tailers. 

Proposition 9. Sound Distribution 


Through Wholesalers Can Be 
Foundationed Only on Close Co- 
operation With Wholesalers. 

Lost motion, friction and working 
at cross purposes between any units 
of distribution create an extravagant 
expenditure of effort that literally 
cannot be sustained on the narrow 
operating margins now imposed by 
modern competitive conditions. The 
ancient proverb, “A house divided 
against itself cannot stand,” today 
may be more truthfully applied to 
distribution than it was in ancient 
times to warfare. 

This brings me to the point which 
I wish to especially emphasize in 
this discussion. Cooperation in dis- 
tribution must mean exactly what 
the word means: Operating To- 
gether. Buyer and seller cannot 
hope for profit or lasting satisfaction 
to either if they continuously work 
at cross purposes, and by their ac- 
tions tend to defeat each other’s 
proper objectives. 

Two lines of action, when fol- 
lowed by manufacturers, make co- 
operative action from wholesalers a 
practical impossibility. 

1. A wholesaler cannot coopera- 
tively handle a  manufacturer’s 
product if the manufacturer’s price 
policy unfairly discriminates against 
that wholesaler’s customers. To be 
specific: If a manufacturer sells his 
goods to a wholesaler, and then of- 
fers the same goods at the same 
price paid by the wholesaler to that 
wholesaler’s customer or to the 
competitors of that wholesaler’s cus- 
tomers, either through group buying 
offices or direct, then there is no 
possible way for that wholesaler to 
dispose of the goods on a fair and 
profitable basis. He must either: 

(a) Attempt to overcharge hi: 
customers for an item which they 
or their competitors can buy more 
cheaply from the manufacturer. 
direct, o1 

(b) Sell the goods at cost. 

The one method is unfair, the 
other is unprofitable and no other 
course is open to him. 

Selling to retailers, either direct 
or through group buying offices, at 
the same price at which the goods 
are sold to wholesalers is, therefore. 
incompatible with orderly distribu- 
tion through wholesalers. No whole- 
saler can afford to cooperate in such 
a program. This is a primary prin- 
ciple which must be kept in mind 
by any manufacturer seeking orderly 
and cooperative distribution through 
wholesalers. 

The second principle which must 
be kept in mind by any manufac- 
turer desiring to develop orderly and 

(Continued on page 96) 
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Business is Better 


(Continued from page 43) 


“A billion dollars should never 
be thought of as merely a sum of 
money; it should be thought of as 
representing many years of labor by 
many thousands of people. Only 
in such terms can the significance of 
our enormous national deficit be 
appreciated. Only then can we 
understand the extent to which we 
have mortgaged our future.” 


Not Original 


There is nothing new or original 
in any government attempting to 
spend its way out of depression. 
World history reveals many pre- 
vious attempts. The result always 
has been the debasement of cur- 
rency, the destruction of savings, 
the ruination of the middle classes 
and the impoverishment of the en- 
tire people. 

Balancing of the budget and the 
stabilization of currency at the 
earliest possible moment are the 
prime requisites to the restoratien 
of real business confidence. Next 
in importance, and _ necessarily 
coupled therewith, is a program of 
taxation not formulated upon tem- 
porary political expediency, but so 
scientifically devised as to produce 
adequate revenue without unfair 
discrimination. Heavy taxation is 
anticipated and inevitable; only fair 
distribution of the toll will lighten 
the burden. 

With respect to the proposed tax 
legislation which would tend to 
prevent the building up of surpluses 
and in many cases force industry 
into borrowing, a quotation from a 
recent broadcast by W. J. Cameron 
of the Ford Motor Company will 
bear repeating. 


Surpluses Are Not Piles 
of Cash 


“A popular and political error 
regards surpluses as piles of cash 
which may easily be shoveled out of 
business offices, into the Treasury 
at Washington. But many surpluses 
today are made up of property and 
productive assets, without any cash 
at all. Take the Ford Motor Com- 
pany for example—approximately 
two-thirds of its surplus is repre- 
sented by buildings, machinery and 
materials; that portion of it repre- 
sented by immediately available 
working cash capital would suffice 
to operate the business for about 
21% months if normal expenditures 


90 


continued and all income stopped. 
Americans find it hard to realize 
that as a nation we save hardly any- 
thing. What we save looks large in 
figures; it is small compared with 
the bulk of which it is the residue. 
In 1922, American business spent 
961 per cent of its income. In 1923, 


it spent 971% per cent. In 1925, it 


spent 964% per cent. In 1927, it 
spent 984% per cent. In 1929, the 
so-called ‘big year,’ it spent 97 per 
cent. It must be evident that a re- 
serve of from 2 to 3% per cent 
would have no influence whatever 
either in bringing on or preventing 
a depression. No authority claims 
that business savings have been too 
large; every authority regards them 
as national insurance. In 1929, 
American families and individuals 
had saved 15 billion dollars; cor- 
porate savings for that year were 
2 billions. Did it injure the country 
that American families had a nest 
egg of 15 billions? Should it have 
been taken away from them? Yet 
that is the argument against cor- 
porate savings which are gathered 
to be used. Had enjoyment been 
their purpose, they would not have 
been saved. As it was, the slowly 
gathered business savings of nine 
years preceding) 1929 were more 
than spent in the three years im- 
mediately following. Had business 
and family savings not existed, 
things would have been seriously 
worse. Had they been larger, con- 
ditions would not have been nearly 


So bad.” 


Schedules Important 


To very many ‘industries, tariff 
schedules are also an important con- 
sideration. With its tariff treaty 
program unfinished, the Department 
of Commerce naturally desires to 
uphold the work it has done in the 
last two years. Its recent reports 
indicate that trade has increased 
between the United States and sev- 
eral countries with which trade 
pacts have been made under the 
reciprocity scheme backed by Sec- 
tetary Hull. According to the 
Journal of Commerce, trade records 
from Washington compare total ex- 
ports and imports for 1934 and 1935 
with trade between this country and 
Belgium, Sweden and other partici- 
pants in trade pacts. Our exports 
to Belgium gained 16 per cent, and 
those to Sweden 15 per cent, com- 
pared with a rise of 7 per cent in 
all American exports over 1934 


trade. Gains in imports from those 
countries were larger than gains in 
exports. 


- Concessions Become 
Automatically Granted 


The Belgian trade agreement has 
not been in effect one year; that 
signed with Sweden has been oper- 
ated only since last August. The 
general effect of the reciprocity plan 
is a complex rewriting of the Haw- 
ley-Smoot tariff schedules. Every 
time concessions are made in a new 
trade pact with some country, in 
return for favorable treatment of 
American goods shipped to that 
country, the concessions are auto- 
matically granted to all other foreign 
countries. Germany alone does not 
receive these concessions because of 
discrimination against our goods. 

The American Tariff League has 
made a study of the results of re- 
cent trade agreements; its findings 
disagree with those of the Depart- 
ment of Commerce. It reports that 
the chief increases in foreign trade 
last year occurred in trade with 
countries that had no reciprocal 
agreement with the United States at 
the end of the year. The Canadian 
agreement, for example, did not be- 
come effective until January of this 
year. Exports to Canada last year 
increased 43 per cent over 1934. 


Tariff Tinkering 


This tinkering with traiff rates 
and adherence to a complex system 
of conflicting trade agreements which 
eventually will include most of the 
countries of Europe and South 
America, is compelling American 
business to guess blindly as to the 
effects of this tariff program on 
foreign trade, and the end of this 
uncertainty is not in sight. 

Notwithstanding the many difficul- 
ties with which business has had to 
contend, truly remarkable progress 
has been made in the past year. 
Greater, possibly, than some of us 
anticipated, and if not unduly ham- 
pered by restriction, further definite 
progress is in sight. 

To sum it all up, not as Republi- 
cans, not as Democrats, not as any- 
thing but loyal Americans, we be- 
lieve in the principles of government 
laid down by the Constitution of the 
United States and the reasonable 
freedom of thought and action which 
has been ours since the founding of 
the nation. 
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This patented new window 
display increases sales. Brand 
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BIG NEWSPAPER ADS 


Leading newspapers from 
Coast to Coast will carry 
powerful advertisements of 
this great offer —sending men 
to your store. Display it —talk 
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Wholesaler Will Not Be Replaced 


ness, slows down his retail selling 
and puts him at a disadvantage with 
chain store and other competition. 
In other words, the jobber, perform- 
ing this function for thousands of 
related lines coming from all di- 
rections, can handle this function 
cheaper than any manufacturer or 
retailer because in each case their 
costs are spread over a very few 
lines instead of thousands of lines 
as covered by the jobber. 

There should, however, be no 
room for a self-satisfied or com- 
placent attitude on the part of 
the jobber. He must be continually 
on the alert, assisting his retailer 
(wherever the retailer will permit it) 
in meeting the new competition; 
keeping up to date as to lines and 
articles; giving the quick service 
now demanded; seeking a_ bigger 
turnover; using better merchandis- 
ing methods in his own business and 
in every way meeting each new 
situation that time and_ industry 
create. We live in a changing world, 
and must change with it. If we are 
not able to change our mental 
thoughts and habits to keep up with 
it, we should at once acknowledge 
the fact and turn our jobs over to 
younger men who have the facility 
for doing this. Change is the im- 
mutable law; adaptability is the 
price of survival. 

Nothing can take the place of 
initiative, common sense, untiring 
energy, close application and the 
faculty for accurately gauging the 
trends of the times and adapting 
ourselves to them. Whatever method 
of distribution proves most economic 
over a sufficient period of trial, will 
replace ultimately all less economic 
methods. Whatever the method is, 
it can be used by all who are inter- 
ested in distributing. Each period 
brings with it new problems, new 
dangers, new obstacles. A quarter 
of a century ago manufacturers and 
jobbers faced deadly foes of compe- 
tition, demoralized business from 
one source or another. Today we 
face the same things in different 
form. We overcame the problems of 
former years; surely we will over- 
come these of the present if we have 
the same faith, courage and energy. 

Jobbers are being approached with 
various schemes which are urged 
upon them as “life-savers,” and with 
intimations that unless this particu- 
lar thing is done, their years are 
numbered. We should not become 
frightened by claims of this kind, 
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(Continued from page 42) 


nor should we ignore them. For 
example: Syndicate buying is al- 
ready being used to a considerable 
extent by some jobbers and retailers, 
based on the assumption that “quan- 
tity gets the price.” No doubt this 
is true; but if a manufacturer can 
see the handwriting on the wall, he 
will give non-syndicate buyers as low 
a price as he does the syndicate 
buyer. Otherwise syndicate buying 
will be considered the correct and 
economical method; then ultimately 
all buying, both of jobbers and re- 
tailers, will be syndicated. What 
then is to become of the manufac- 
turer who at one time had a good 





JOHN DONNAN 
W. S. Donnan Hdw. Co. 
Richmond, Va. 
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business with many jobbers, but who 
must now take his chances on selling 
the syndicates? Certainly volume 
from fifty to sixty distributors is 
more desirable, even at the same 
price as would be made to syndi- 
cates. Assuming, then, that the time 
might come when all jobbers would 
do syndicate buying, what would be 
the net gain or loss to jobber or 
manufacturer? It would simply 
mean a new level, and, as the writer 
figures it, without advantage to either 
side of the question. 

Other jobbing lines have been 
more or less attracted by voluntary 
chains. This, of course, may in time 
prove a necessary thing in the hard- 
ware jobbing field. My theory is, 
however, that as long as a jobber is 
doing well, is getting his usual vol- 
ume of business and making his 
usual profit, and with no immediate 
dangers ahead indicating that he is 
pursuing the wrong policies, he 


would do well not to make radical 
changes in his method of doing busi- 
ness. I think it is wise to study care- 
fully and watch with interest other 
jobbers who are perhaps trying out 
these different methods and see what 
the outcome will be. It might also 
be kept in mind that these jobbers 
who are trying out these new meth- 
ods are probably doing so because 
they had reached a point where it 
was a necessary thing for them to do. 

We all realize that the life of the 
independent jobber and of the inde- 
pendent retailer are indissoluble; 
the one cannot succeed without the 
other; one cannot fail without the 
other. To what extent, therefore, 
should we and can we strengthen 
the last line of defense, namely: the 
retail dealer? Some of them, as we 
know, don’t need help. They are 
quite on their toes, are meeting 
modern competition of the chain 
stores with the greatest ability, and 
know as much (or perhaps more) 
about modern retail merchandising 
than we do as jobbers. What can 
we do with the backward retailer 
who does not keep up with the times 
in merchandising methods, etc.? It 
may be said that there are three 
classes of retail dealers—the one we 
have just described as the up and 
coming dealer; second is the dealer 
who does not stand out for pro- 
gressiveness but still is able to get 
the usual good results of a retail 
dealer—fair margin of profit, rea- 
sonable turnover, and who is prob- 
ably doing as large a business as he 
could expect regardless of the fact 
that he does not adopt a lot of mod- 
ern methods. The third class is the 
retailer, who either does not realize 
he is not up to date, or realizing it, 
does not care. He is not open to help 
from anyone, and yet, whether he is 
in a neighborhood where modern 
stores are not needed, or because of 
habit or unusual vitality, they seem 
to hang on year after year, neither 
successes nor failures. To what ex- 
tent then can the jobber improve the 
retailer? Some jobbers today are 
furnishing them with new ideas of 
store arrangement, signs, advertising 
for their local paper, etc. It seems 
to me it is the personal equation 
that must be solved. Many of these 
retail dealers know more about what 
they should do already than they are 
willing to practice. Certainly the 
retailer cannot be helped if he either 
does not recognize the need of it, or 
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Bucket Top of Special 
Anatomic Design 


Covered in Genuine 
Horse Hide Padded 
with New Process 
Sponge Rubber 


* 
A Felly Sprung 


Seat Post Adjustable 
for Any Weight 


Saddle Nose 
Support of Flexible 
Leaf Spring 


e 

Fully Adjustable 
a 

Fits Any Bicycle 
e 


Weight No More 
Than the Equipment 
it Replaces 


DESIGNED, ENGINEERED, 


ARNOLD, 


1718 N. KILDARE AVE. 
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ARNOLD, SCHWINN & CO. 7%esents 
£) Sensational Dr vention . . . 


Patent Applied for 


THE SCHWINN 


FULL FLOATING 
SADDLE 


Ee, 





THE greatest advance in cycling 
since the introduction of the Balloon tire 
by Arnold, Schwinn & Company in 1933. 


COMFORT HERETOFORE 
UNDREAMED OF 

The first saddle assembly in the history 

of the bicycle which combines all of 

the mechanical factors that make 


for comfort, with proven engineering 


skill and ability. 


Mz. Dealer — Why not soin the Leader 
DEMAND SCHWINN PRODUCTS FROM YOUR JOBBER 
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TESTED, PRODUCED AND GUARANTEED BY 


SCHWINN & CO. 


INCORPORATED 
CHICAGO, 


ILLINOTIS 
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MR. 
RETAILER :— 
Watch; 


—for coming 
advertising 
in space 
carrying this 
border; 

—announcing 
merchandise 
produced with 
probably the 
country’s greatest 
length of 
experience; 

—by a factory with 
only 1/10 of 1% 
credit losses for 
all last year, 
thus eliminating 
the customary 
high credit loss 
cost factor from 
our final prices 
to you; 

—plus profitable- 
to-you, practical 
variety AND 
a sales policy 
that the trade 
helped to plan; 





—because priced 







—with most 


of the sales- 
resisting angles 
eliminated; 
—planned all the 
way thru to 
help you make 
pofitable sales; 


at attactive values 
and styled to meet 
the users’ wishes, 
with all the finish 
that is worth while; 


—not loaded with 
a costly numerous 
sales organization, 
or expensive partial 
manufacturing in 
a neighborhood 
branch; 
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Fence Catalog 


Shows a complete line of industrial 
fences and complete fences for every 
purpose in a variety of weights and 
styles. Price lists are arranged so as to 
facilitate quoting to customers. Catalog 
also includes automatic gates, iron 
fences, playground equipment, and 
other iron and wire specialties, and the 
company’s new dog and poultry fence. 
Brown Fence Co., Chattanooga, Tenn. 











Wholesaler Will Not 
Be Replaced 


(Continued from page 92) 


recognizing the need, does not want 
it. We should not be discouraged, 
however, from doing all we can in 
this direction, and at least hold our- 
selves in readiness to be of assistance 
to those retailers who want it. Much 
of this could be done through our 
regular hardware salesmen, and if 
we could once get them on the alert 
as to their merchandising duties and 
opportunities, much could be accom- 
plished in that direction. The regu- 
lar salesman usually has the confi- 
dence of the buyer or the proprietor, 
and if he is tactful, he can often 
suggest worthwhile ideas to the re- 
tailer without offending his pride as 
a merchant. 

One of the chief places where I 
think retail merchants are weak is 
on the sales end of their business. 
Most of them pride themselves on 
their ability as buyers, which often 
means merely the securing of an 
extra 5 per cent by buying a larger 
quantity, which slows down turn- 
over because of the large quantities 
which they buy, and because of the 
fact that often the best man in the 
business is not putting his thought 
into sales. 

Much has been said about manu- 
facturers who are not loyal to the 
jobber; who favor the big chains 
and the national jobber with price 
concessions based on their quantity 
purchases, overlooking the fact that 
in the scheme of distribution the 
total purchases of the jobbers as a 
class should be considered in com- 
parison with the total purchases of 
other outlets, and on that basis the 
local jobber would be entitled to 
the same price: made to other chan- 
nels. Certainly the jobber should no 
longer be content to support a manu- 
facturer who, depending upon a job- 
ber for a steady line of business, is 
willing to offer his goods to other 
channels on a marginal basis. We 
believe that more and more manu- 
facturers are coming to think along 
lines favorable to the local jobber. 
We get some complaint, however. 
from such manufacturers that the 
jobber in placing his business does 
not take into consideration this loy- 
alty, and frequently places business 
with manufacturers who are not pri- 
marily interested in the local jobber, 
but who give these trade differentials 
to other channels which ultimately 
come into competition with either the 
local jobber or the local jobber’s 
retail customers. Undoubtedly this is 
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true to a large extent, and I think 
the jobber should give 100 per cent 
loyalty to those manufacturers who 
are working with him. For one thing, 
every jobber individually can do 
much to get rid of abuses on the 
part of manufacturers by simply re- 
fusing to patronize them when their 
policies are not in accordance with 
their plan of doing business. It 
should not be sufficient that the 
manufacturer work with some par- 
ticular local jobber, but that his dis- 
tribution policy all over the country 
be favorable to the local jobber. 
Unless the manufacturer’s policy 
does apply to his whole field of dis- 
tribution, exceptions that are made 
here and there are likely to be 
sooner or later discontinued. to the 
cost of the jobber working in that 
locality. 

Much is being done in a legisla- 
tive way to stem the tide of competi- 
tion of chain stores. Much obser- 
vation has led me to believe that 
such legislation does not in the long 
run accomplish its purposes. The 
NRA in its early periods gave prom- 
ise of much help to the jobber, and 
in some respects it continued helpful. 
In many respects, however, the help- 
ful things were eliminated and the 
hurtful things retained, and toward 
the end, the tendency in NRA was 
to emphasize the unfavorable parts 
of the law and to minimize those 
which would have been good for the 
jobber. Any effort to revive the 
NRA or any other effort to regulate 
business by legislation, should be 
viewed with considerable doubt. not 
to say suspicion. Not only is legis- 
lation ineffective, but it puts around 
the neck of business, like the Old 
Man of the Sea, a system of bureau- 
cratic rules and investigations that 
will ultimately prove burdensome, 
expensive and irritating. Therefore. 
instead of depending upon legisla- 
tion as a remedy for any of our ills, 
we should first apply those remedies 
ourselves. 

There is, of course, a continuous 
battle in some of the lines in which 
we are interested against price de- 
moralization. Perhaps there will 
never be a time when certain lines 
will not be in this condition, some 
of them perpetually so. Some of 
them have been this way as long as 
any of us can remember, and we 
have lived through it like we lived 
through our childhood diseases and 
continue to go ahead. In our search 
for the one line that is hard to man- 
age, let us not ignore the ninety 
and nine that are safely in the fold, 


lack of perspective in this direction. 
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That last whack doesn’t break off the 
head or bend the shank. There’s no brittle 
metal in Cross Tacks. They go in smoothly 
with minimum splitting—and they can be 
wrenched out cleanly. 


Cross Sterilized Tacks are made of the 
best selected materials—formed on preci- 
sion machines under constant, rigid inspec- 
tion. There are no duds or culls in a pack- 
age—they’re 100% usable. 


Sterilized, too .. . thoroughly washed... 
blued in high heat electric furnaces and 
packed clean. Buyers appreciate these 
qualities, for with Cross Sterilized Tacks 
they work better—faster. , 


When you sell Cross Sterilized Tacks you 
are sure of pleasing your customers—they 
like these qualities. Ask your jobber about 
Cross—or, if you prefer, write us giving 


Jobber’s name. 


Your jobber has Cross... 
or can get them for you. 


all 
OK .. if they're 


nor let our judgments be warped by | W. a CROSS & co. INC. EAST JAFFREY, N. H. 
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DISTINCTIVE 
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This display sells 32 
No. 1 rolls of “U.S.” 
Security Friction 
Tape at 5 cents each. 





Vlon Fras Lhing 


Bical TAPE 


United States Ruober Company 


Let these silent salesmen counter 
displays sell MORE tape for you. 


Everybody needs a roll of friction 
tape, and displaying it brings “‘com- 


panion” and other sales. 


“U.S.” Security Tape is also avail- 
able in No. 4 and No. 8 rolls. 


Order a supply from your whole- 
saler and see how quickly it sells. 


United States Rubber Products, Inc. 
1790 Broadway New York City 





easier... featuring 


“U.S. SECURITY! 















FRICTION 
TAPE 





Py secuniy 


FRICTION TAPE 


| Oy A cee cael 


This display offers 
16 No. 2 rolls of 
“U.S.” Security Fric- 
tion Tape at 10 cents 
a roll. Put it to work. 





yg UTE States Rubber 
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Distribution Through 
Wholesalers 
(Continued from page 88} 


cooperative distribution through 


wholesalers is this: 

Neither wholesalers nor inde- 
pendent retailers can cooperatively 
handle a manufacturer’s branded or 
identified goods, if goods of the same 
identity are sold to the chains on a 
basis enabling the chains to under- 
cut the independents. That course 
consistently followed, will mean the 
ultimate destruction of manufac- 
turer's brands with relatively few 
exceptions. The independent re- 
tailer and the wholesaler must both 
abandon manufacturers’ brands sold 
in that manner or be driven out of 
business. On the other hand, the 
chain will handle a manufacturer’s 
brand only so long as the chain can 
use it for price cutting purposes. 
When the chain can no longer use 
the manufacturer’s brand to show 
its superiority over independents, its 
primary interest will be to concen- 
trate on its own brand. 

With these two negative factors 
removed a rather rich field is opened 
to the manufacturer who desires to 
secure the cooperation of whole- 
salers. 

To those manufacturers who do 
desire to establish and maintain fair 
and equitable cooperative relation- 
ships with wholesalers, we in the 
wholesale dry goods trade are offer- 
ing our full cooperative influence. 
Our National Association offers to 
manufacturers who find themselves 
in selling situations which are in- 
volved and complicated, its full co- 
operation and influence in helping 
them to gradually work out of those 
involved and complicated situations. 

A creditable number of definite 
successes can already be attributed 
to our efforts; successes wherein a 
definite objective was set up by the 
manufacturer and that objective 
ultimately attained by the coopera- 
tion of the Wholesale Dry Goods 
Institute. We are encouraging the 
setting up of more such definite ob- 
jectives by manufacturers. 

We in the Wholesale Dry Goods 
Trade believe that hit-or-miss mar- 
keting policies by manufacturers 
can only result in disaster. We be- 
lieve that, in the process of making 
goods more readily available to 
ultimate consumers, production and 
distribution cannot successfully be 
put into separate and independent 
compartments, operating without 
relationship to each other, but that 
each of these functions is merely 
an extension of the other, and that 
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the integration of them or an inter- 
relationship of them is essential to 
order and efficiency in the produc- 
tion and distribution of goods. 

We believe a happier and more 
profitable day will arrive for both 
producer and distributor when they 
fully realize that both are middle- 
men, that each is dependent upon 
the other and that each must study, 
develop and adopt the means by 
which he can best fulfill his obliga- 
tions to the other. We invite the 
earnest, thoughtful participation of 
the hardware trade in the develop- 
ment of this philosophy. 


Entertainment 


(Continued from page 59) 


cluded Edmund Orgill, Orgill Bros. 
& Co., Memphis; John W. Morris, 
Orgill Bros. & Co., Memphis; Leslie 
Stratton, Jr., Stratton-Warren Hard- 
ware Co., Memphis; Robert H. 
Baker, Fones Bros. Hardware Co.., 
Little Rock, Ark.; C. S. Roberts, 
Roberts, Sanford & Taylor Co.., 
Sherman, Texas, and C. J. O’Neill, 
O’Neill-McNamara Hardware Co., 
Vicksburg, Miss. 

The Ladies’ Reception Committee 
consisted of Mesdames William Or- 
gill, Edmund Orgill, Joseph Orgill, 
K. W. Orgill, A. R. Orgill, Thomas 
J. O’Brien, Sidney W. Genette, J. 
Morris, L. M. Stratton, Jr., P. W. 
Stratton, Henry Stratton, J. W. War- 
ren, Phil Warren, L. A. Harrison, 


M. G. White, Claude Crawford, G. | 


M. Baird and Misses Perlie Moody 
and Margaret Warren. 

Winners in the Golf Tournament 
were: Lowest score without handi- 
cap, R. J. Donahue, The Wabash 
Screen Door Co., Chicago. The fol- 


lowing four players tied for the low- | 


est score with handicap: S. T. Olin, 
Western Cartridge Co., East Alton, 
Tll.; F. M. Everett, Columbian Rope 
Co., Auburn, N. Y.; E. W. Donahue, 
The Wabash Screen Door Co., Chi- 
cago, and John M. G. Parker, 
Moore-Handley Hardware Co., Bir- 
mingham, Ala. 

The low putting score, 27, was 
made by S. T. Olin, Western Cart- 
ridge Co., East Alton, Ill., while F. 
C. Klaiber, Memphis, was next with 
30, and Jennings B. Gordon, Jr.. 
Southern Cooperative Foundry Co., 
Rome, Ga., had the low gross score, 
37-38-75. J. F. Hazen, Bethlehem 
Steel Co., Bethlehem, Pa., and A. L. 
Humphries, Carolina Hardware Co., 
Columbia, S. C., playing in the same 
foursome were off the green on their 
drives, and both came back with 
neat approaches to hole out in two. 
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adequate for the Millers Falls new 84 hack saw frame. 

With improved design, an indestructible tenite handle, 
and quality that is obvious at first sight, this new frame 
stands out above all others. It will earn a profit on your 
counter or in your window. 

To back up No. 84, Millers Falls has a ‘complete 
line for you — 21 styles from keyhole to steel rail saw 
frames — for every need and purpose. Increased steel 
mill production forecasts extra business on hack saw 
frames and blades. You’re prepared with the Millers 


Falls line. Write now for catalog 41. 


MILLERS FALLS 
TOOLS 








Greenfield Massachusetts 
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Who Makes It? 


information regarding sources of supply as provided readers 
of Hardware Age by the Who Makes It? editor is here pre- 
sented as an aid to vthers in the trade who may be seeking the 
same articles. The inquiries reproduced have been selected be- 
eause of their general interest to hardware merchants and buy- 
ers. This editorial feature in each issue supplements the ser- 
vice rendered by the “Who Makes It?” issue published on Sept. 
26, 1935. When writing to the firms mentioned, state that you 
saw the product listed in Hardware Aqe “Who Makes It?” sec- 


tion or issue. 


Pierce, Nes.: Advise where we 
can buy repairs for a Beetzsel fishing 
reel or where we can send same to 
have it repaired——Magdanz Hard- 
ware. 

ANSWER: Shakespere Co., Kala- 
mazoo, Mich. 
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This exclusive, refillable, 
built-in bellows can is the 
only practical insect powder 
applicator on the market! 


To the top in a year—that’s the 
remarkable record FL Yded Insect 
Powder has made. And here’s why. 
Dealers find that FLYded brings 
them faster turnover and greater 
profits. They find that the attrac- 
tive can with the built-in bellows 
will sell itself on their counters. 

Their customers find that FLY- 
ded Insect Powder is a sure killer 
yet costs only 15c for the filled 
can. They 
come back for 
powder refills 
—a 10c sale. 
This year 
will be better 


IN ONE SHORT YEAR 





MonroevILLe, Onlo: Furnish 
name and address of the manufac- 
turer of White Lily engine operated 
washing machines.—The Hess Hard- 
ware Co. 

ANSWER: Brammer Washing 


Machine Co., Davenport, Iowa. 









than ever for FLYded. More na- 
tional advertising. More merchan- 
dising. Be sure you get your share 
of these FLYded profits. Feature 


4 


Made by MIDWAY CHEMICAL COMPANY, Chicago 


FLYded In- 
sect Powder 
and FLYded 
Liquid Spray. 
Order from 
your jobber. 





THE WORLD'S LARGEST-SELLING INSECTICIDES 
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Staton, Texas: Who makes the 
New Prima cream separator ?—Sher- 
rod Bros. & Carter Hdw. Co. 

ANSWER: New Prima Separator 
Co., 4003 N. Tripp Ave., Chicago, 
Ill. 


e @ @ 


CAMPBELLTOWN, Pa.: Who makes 
Healthometer scales?—A. M. 
Brandt. 

ANSWER: Continental Scale Co., 
5701 S. Claremont Ave., Chicago, 
Tl. 


- 8 <4 


Matonr, N. Y.: Provide names 
and address of firms who can supply 
us with small cuts, electrotypes or 
mats of general hardware and house- 
ware items for advertising purposes. 

-Malone Hardware Co. 

ANSWER: Cobb Shinn, 40 Jack. 
son Place, Indianapolis, Ind., and 
Vincent Edwards & Co., 342 Madison 
Ave., New York City. 


* * * 


Carustapt, N. J.: Who makes the 
Beverly coat hanger ?—Robert Beno- 
witz. 

ANSWER: Beverly Coat Hanger 
Co., 500 Indiana St., San Francisco, 
Cal. 

* * * 

MippLetown, N. Y.: Furnish ad- 
dress of the Penn Scale Mfg. Co.— 
Ayres & Galloway Hardware Co. 

ANSWER: 1017 N. Front St., 
Philadelphia, Pa. 


* * * 


New Castie, Pa.: Who makes a 
tap and die to cut threads in 5% and 
34 inch round wood for bench 
screws ?—Kirk, Hutton & Co. 

ANSWER: H. Boker & Co., 109 
Duane St., New York City. 


* * * 


HAVERHILL, Mass.: Who makes 
Daisy basin stoppers? — Haverhill 
Hardware & Plumbing Supply Co. 

ANSWER: Schacht Rubber Mfg. 
Co., Huntington, Ind. 


* * cam 


BIRMINGHAM, ALA.: Where can 
we obtain cutters for C. E. Jennings 
expansive bits?—-Star Hardware Co., 
Inc. 

ANSWER: Arrow Head Tool 
Corp., Tracy, Conn. 


* + 


Saucerties, N. Y.: Where can 
we purchase complete chimneys for 
New Process oil cook stoves?—P. C. 
Smith & Son. 

ANSWER: American Stove Co., 
4901 Perkins Ave., Cleveland, Ohio. 
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Taxes 


(Continued from page 86) 


the great statesmen of the present 
and on the facts of recorded history. 
I give you my own suggestions, for 
whatever they may be worth. 

For our troubles, there is unques- 
tionably a sound remedy and that 
remedy is not leisure but hard work; 
not colossal spending but frugal liv- 
ing; not currency tinkering but 
recognition and payment of obliga- 
tions as made; not borrowing but 
balanced budgets, public and_pri- 
vate; not a new form of government 
but a good-faith observance by our 
public servants of that Constitution 





which they swore before Almighty | 


God to uphold and defend. 


If any- | 


one should ask whether this drastic 


and unpleasant remedy can succeed. 
we of the South need only point to 
the experience of our people in the 
period immediately after the Civil 
War. 

The South, with its man-power 
sacrificed on the altar of local self- 


government, without money, without 
credit, without the ordinary neces- | 


saries of life, faced conditions in- 
finitely more difficult than those 
which confront the nation today. Our 
people were confronted with an 
emergency greater by far than that 
now obtaining—but they met it in 
a wholly different way. They were 
too proud to beg—too courageous 
to quit—so they went to work.- With 
infinite personal sacrifice, with that 
same sublime courage which nerved 
their husbands and sons, under the 
immortal Pickett, to storm the 
heights of Cemetery Ridge, they 
started on the long, hard road to 
economic _ rehabilitation. 
records their travail, but it also rec- 
ords their success. They emerged 
from reconstruction 


DAZEY CHURN & MFG. CO. 


| St. Louis 


History | 


self-sufficient | 


and prosperous; but, above all, they | 


had maintained the most priceless 
of all human attributes, their honor, 
their self-respect, and their inde- 
pendence. 

In conclusion—one more syllogism 
—in which I 
fallacy: 

The American people love. have 
faith in, and propose to maintain 
their system of government 


hope there is no 


and | 


economics as set forth in the Con- | 


stitution of these United States, 

Some of our _ public 
would “modernize” 
system after European systems, 


Therefore, we, the people, pro- | 
pose to displace them with those | 


servants | 
: 
that American | 


wiio are willing to conform their 


public acts to our organic law. 
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Sold Only 
Through 
JOBBERS 
AND 
DEALERS 


Si 
ORDER FROM YOUR 
JOBBER .. . A SIZE 


FOR EVERY NEED 
2 Quart to 10 Gallon Capacity. 
Hand or Electric Operation. 


RECOMMEND DAZEY 
CHURNS TO MY FRIENDS 
— THATS HOW | 





SURE I'LL 







GOT MINE! 





DAZEY LEADERSHIP 
Is No 
ccident 









HINK of it—practically 90 per cent of all family 


churns sold today by 
CHURNS! 


happen. 


dealers 


DAZEY 
Such amazing dominance doesn’t just 
The most powerful and most compre- 


hensive of advertising or selling campaigns cannot 


force acceptance so nearly universal. 


Such ex- 


traordinary leadership in sales is possible only 
when equally outstanding leadership in quality has 
been steadfastly maintained for many, many years. 
That and that alone is the basic reason for the 


overwhelming predominance of 
DAZEY CHURNS — reason 
enough, too, why no dealer 
who sells churns can afford 
to be without a complete line 
of DAZEYS. And don’t for- 
get that the extension of 
power lines into rural com- 
munities has created a wonder- 
ful opportunity for DAZEY 
ELECTRIC CHURNS, both to 
new users and for replace- 
iments. 


4301 Warne Avenue 








FOR THE GOOD OLD 


SUMMER TIME 


Missouri 
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© UBURBAN dwellers and those 


who maintain country homes or sum- 
mer camps are now making purchases 
of needéd hardware items for the out- 


door season. 


No equipment of this kind is com- 


plete without Dietz Lanterns. 


The 


commuter home gardener needs them 
when he overstays daylight. They are 


likewise 
home and camp dwellers. 


indispensable to summer 


That is why it will pay you this month 
to give Dietz Lanterns a place in your 
displays of garden tools and in your 
showing of summer home and camp 


supplies. 


© Wa lias ae lb ae Ek a Le O 


MAKERS OF LANTERNS FOR THE WORLD. FOUNDED 1840 


Output Distributed Through the Jobbing Trade Exclusively. We 
Do Not Sell Chain Stores, Catalog Houses or Syndicate Buyers. 

















EVANSVILLE 


GOOD SERVICE TOOLS 





ALLOY- STEEL AXES 








MADE IN ALL POPULAR 
PATTERNS AND SIZES 


EVANSVILLE AXES ARE NOT 
SOLD TO MAIL ORDER 
HOUSES 


ASK YOUR JOBBER 


THE EVANSVILLE TOOL WORKS, Inc. 
EVANSVILLE, IND. 
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Henry D. Archer Heads Old Guard 
Elected at Memphis, Tenn, April 22 


HE Old Guard Salesmen’s As- 


sociation of the Southern Hard- 


ware Jobber’s Association held 
its annual meeting on Wednesday. 
April 22, 1936, at the Hotel Peabody, 
Memphis, Tenn., and on that night 
held its annual dinner for members 
and guests. The Old Guard dinner 
is a feature of every Southern Hard- 
ware Jobbers’ Association Conven- 
tion held in the past twenty-five 
years, is an organization limited to 
100 members and a much respected 
group of veteran hardware salesmen 
traveling in southern territory. 

Henry D. Archer, Electric Hose 
& Rubber Co., Wilmington, Del., was 
elected president succeeding John T. 
Haviland, John T. Haviland & Co.., 
Port Chester, N. Y., who served last 
year. President Archer presided at 
the dinner which was well attended. 
Vice-presidents chosen are Geo. T. 
Price, The American Fork & Hoe 
Co., Cleveland, Ohio and Harry 
Peterson, North & Judd Mfg. Co., 
New Britain, Conn. R. P. Boyd. 
for many years with Savage Arms 
Corp., Utica, N. Y., and now retired. 
continues as secretary-treasurer and 
also as sergeant-at-arms of the job- 
ber’s association. 

Past and present officers of the 
American Hardware Manufacturers’ 
and the Southern Hardware Jobbers’ 
Associations were present ‘as guests. 
Past presidents of the jobber’s or- 
ganization are honorary members as 
long as they remain in the hardware 
business. Brief remarks were made 
by President Archer, Walter M. 
Bonham, president, C. M. McClung 
& Co., Knoxville,:Tenn., and of the 
jobber’s association; R. G. Thomp- 
son, vice-president, Lufkin Rule Co., 





R. P. BOYD 





JOHN E. HAVILAND 


Saginaw, Mich., and president of the 
manufacturer’s body; Past Old 
Guard president, J. T. Skelly, Her- 
cules Powder Co., Wilmington, Del., 
and Finis E. Pharr, president, Buhr- 
man-Pharr Hardware Co., Tex- 
arkana, Ark. 

Souvenier padlocks, bearing the 
Old Guard name and insignia were 
presented to all diners with the com- 
pliments of Earle Meadowcroft, Slay- 
maker Lock Co., Lancaster, Pa. 

Past president, F. Herbert Smith, 
Nicholson File Co., Providence, R. L., 
paid tribute to six departed members: 
Thos. H. Dickinson, N. Y. Belting & 
Packing Co., New York City; Samuel 
L. Dell. L. L. Hodges, P. & F. 
Corbin Co., New Britain, Conn.; 
Chas. M. Power, Cleveland Chain & 
Mfg. Co., Cleveland, Ohio; H. G. 
Chapman, Oliver Iron & Steel Co., 
Pittsburgh, Pa., and N. A. Gladding, 
E. C. Atkins & Co., Inc., Indianapolis, 
Ind. There were also two honorary 
members who died last year; J. D. 
Moore, Sr., Moore-Hanley Hardware 
Co., Birmingham, Ala., and Harry 
Black, Black Hardware Co., Galves- 
ton Texas. Mr. Smith read a tribute 
to the late Mr. Gladding, which had 
been written by the Rev. Carlton A. 
Atwater of Indianapolis. 

The new Old Guard executive com- 
mittee personnel is: E. J. Newey, E. 
J. Newey Sales Co., New York City; 
Tillman Cavert, Cavert & Lipscomb 
Co., Nashville, Tenn.; A. H. Devaney, 
Atlanta, Ga., Stanley Woodward, 
Continental Roofing Mills, Baltimore, 
Md., Walter Huff, Remington Arms 
Co., Inc., Bridgeport, Conn., and 
Chas. King, Bethlehem Steel Co., 
Bethlehem, Pa. 





GEO. T. PRICE 
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REASONS WHY 
FAULTLESS 
CASTERS 
INCREASE 
PROFITS 


1 . . . because the Faultless Caster line 
® now features a new kind of household 
caster—the first to be equipped with Double 
Ball Bearings and offered at popular prices. 
It’s an outstanding value and hence a money 
maker. You have to see it to be- 
lieve that a caster priced so low 
could include two complete rows of 
ball bearings—low over all height 
—dust-proof design and a choice of 
hard or cushion tread composition 
wheels. Features never before of- 
fered except in De Luxe type cas- 
ters. 





No. 8459 
Double 
Ball Bearing household caster 
with 2” Ruberex wheel. Pop- 
ular priced. 


2 . . - because Faultless 
® offers a condensed line of 
casters that have revolution- 
\ ized caster selling. 90% of 










aut nes Peariné from this one small assort- 
, 
shortens selling time. Your 
investment is smaller, your 
turnover faster — hence 
your profits greater. Send 


ste 
Pouble eee See 
yor. tea oF 


t 


log at once. 


3 . . . because Faultless Cas- 
= ters ate packaged in a man- 
ner utterly new to caster selling. 
Each brilliantly colored box 


makes a splendid self-selling display and is plainly labeled for | 


instant identification of contents. Sells sets instead of single 
casters. 
Write Today for Full Information 


FAULTLESS CASTER CORPORATION 


Dept. HA-5, Evansville, Indiana 


Branches in principal cities. Canadian Factory: Stratford, Ontario 
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your caster calls can be filled | 


x ment. Saves stock-keeping, | 


for this condensed Cata- | 


TURN TO THIS TRIO 


When Medium Priced Homes Are Built 


The best equipment is the cheapest for the 
medium priced home. Faulty hardware is a 
source of irritation to the owner who wants to 
eliminate costly upkeep and repairs when 
building his home. Rely on these three prod- 
ucts; the trademark “Rixson” on them means 
their performance after installation must be 
beyond question. 





Tom Thumb Grown Mighty, No. 94 Casement Operator. 
A little fellow with the strength of an ox, is concentrated 
in a case mounting 
on stools only 1,” 
wide. Moves a case- 
ment 90° in 344 
turns of the handle. 


The Watchdog at 
the Window. Rixson 
Friction Stays hold 
hinged windows, 
doors and transoms 
at any desired point. 
Friction surfaces 
resist drafts and 
breezes but yield to 
human hand. Adjust- 
able. 












Rixson Junior Double Acting Floor Check. Though the 
Junior in our double acting floor check line, it embodies 
the features of the larger sizes. Well suited for use on 
double acting pantry or kitchen doors in the medium 
priced home. 


THE OSCAR C. RIXSON CO. 
4450 Carroll Ave., Chicago, III. 
| New York Office: 2034 Webster Ave., N. Y. C. 


Philadelphia - Atlanta New Orleans Los Angeles 
San Francisco 
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{Sure-| give plenty of 
prominent area 
to MARTIN-SENQUR 
products. Theyare 
fast moving and 
have built avery 


4 Bepart ble paint 


Department for me) 























This Plan Will 
Build Your Paint 
Department, too! 


Here is a plan that has been tested 
and proved to be effective as a Paint 
Department Builder. 

The Martin-Senour 1936 program 
for Planned Paint Retailing offers you 
the major features of effective adver- 
tising—so that you can use it to bring 
people to your store not only to buy 
a but also merchandise in your 

ardware, houseware, electrical appli- 
ance, toy and other departments 
throughout your store. Remember this 
plan has been made so flexible that you 
canuse it all, or in part,as your very own. 

Send in the coupon today and find 
out how Planned Paint Retailing will 
build your paint departmert and stimu- 
late business throughout your store. 


MARTIN-SENOUR COMPANY 
2520 S. QUARRY ST., CHICAGO, ILL. 






FAMOUS 
SINCE 
1884 


MAIL COUPON TODAY 


MARTIN-SENOUR COMPANY Dept. A 
2520 S. Quarry Street, Chicago, Ill. 

Gentlemen: Please send m> details about 
how I can build my paint and other depart- 
ments in 1936. 


Name ntienenamictiiania 
Address_ 








City _—— State 


MARTIN 





SENOUR 


QUALITY PAINTS 
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At The Forks of The Road 


(Continued from page 47) 


control in conjunction with a few 
of the naturalized but unassimilated 
citizens of foreign birth, the great 
army of those who compose the 
forces of government in our cities, 
states, and nation, is made up of 
volunteers from our own ranks of 
American citizenship. They have 
largely the same blood, appetites, 
propensities, and aspirations as the 
rest of us have. Certainly, they 
have demonstrated that they are as 
prone to err as we are. The prob- 
lems and conditions with which they 
are dealing or misdealing are the 
problems and conditions which we 
ourselves have helped to create 
either by our acts of wrong-doing or 
by our negligencies in the fields of 
moral, ethical, and social practice. 


| There would be no attempt to re- 


form industry or to make social con- 
ditions better if industry and society 
were all that they should be. It is 
simply the habit of politicians to 


| try to reform everything and every- 


body but themselves, and the fact 
that they almost invariably make a 


| big mess of the job does not dis- 
| courage them at all. They are con- 
| stitutionally impatient and intolerant 
| of the other fellow’s imperfections, 
| and civilization’s natural agencies 
| for the correction of human def- 


ciencies—education and _religion— 
are too slow for the modern poli- 
tician living in a high speed age. 
“So, my point is this: Employers 
of labor, industrial, commercial, and 


| domestic, have the supreme respon- 


sibility at this time for the correc- 
tion of those conditions within their 


respective spheres of overation 
| which in-ite the efforts of politicians, 
| agitators, and fake reformers, or 


which create for them their oppor- 
tunity. It matters not what political 
party is in the saddle after next 


| January, industry has got to clean 


its house thoroughly and keep it in 
order voluntarily, or government is 
going to continue the extension of its 
control by multiplication of its com- 
petitive practices and_ restrictive 
legislative statutes. While industry’s 
house is nothing like as dirty as the 
house of American politics, it is not 


| clean, and we all know that the 


practices of some employers are 
wholly inexcusable and indefensible. 
The few who have taken advantage 
of N.R.A.’s invalidation to go back 
to unreasonable hours of labor and 
rates of pay, and to otherwise im- 
pose upon their labor, are taking 
advantage also of their competitors. 


and industry and society in general. 


They are inviting trouble for the 
multitude. If a plant can’t be 
operated decently and in conformity 
with the principles of justice ger- 
mane to an enlightened society, it 
has no natural right to operate at 
all. 

“TI am, therefore, beseeching every 
employer of labor in the South, in 
the interest of our section and our 
country, to make a thorough inven- 
tory of conditions in his plant or 
establishment; consider carefully 
the question of wages and hours in 
relation to known standards, and do 
everything necessary not only to 
capture and hold the respect and 
confidence of all employees, but to 
establish such conditions throughout 
as to make the management un- 
ashamed or unafraid to be inspect- 
ed. investigated, or prosecuted by 
anybody at any time. The South 
is held up to ridicule every day in 
Washington and elsewhere as a sec- 
tion of low standards, exploited 
workers, illiterates, and of people 
incapable of thinking outside the 
grooves of tradition. The National 
Industrial Recovery Act and other 
legislative manacles were forged in 
the minds of those having these mis- 
conceptions and were intended to fit 
the conditions as they imagined 
them. Yet, there is always just 
enough truth in the promises of 
those who are searching for osten- 
sibly good reasons to justify foolish 
acts, to make the task of defense 
measurably embarrassing. I hope, 
therefore, to see Southern industry 
remove every excuse or cause for 
this misrepresentation. I even as- 
pire to see it lead the nation in 
higher standards in all industrial 
relationships. Let us eliminate from 
industry without any further un- 
justified delay all children under 
sixteen years of age now remaining 
as a moral blot, an economic mill 
stone, and an excuse for politicians 
and social agitators. Let us not 
only adhere as nearly as possible to 
the wage and hour standards which 
obtained in our various codes under 
N.R.A.. but make other advances 
and adjustments as it becomes pos- 
sible. Let us make our employees 
partners with us both in spirit and 
in fact, paying them all that the 
business will afford instead of as 
little as we are compelled to. If the 
industrial opportunities of our sec- 
tion are to be preserved. it is clear 
that employers and employees must 
present a solid front and stand to- 
gether against our common foes.” 
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A MILLION IN 1936 


“—-You'll look sweet, upon the seat, of a bicycle 


built for two.” 


So runs the ditty of the nineties. The 
old tandem may be a thing of the past 
but the demand for bicycles continues to 
increase by leaps and bounds with pro- 
duction this year double that of 34. 


We believe the Independent Dealer 
should get a big share of this business and 
are determined that our customers do 
get it. 


That’s why we have put in complete 
stocks of the two most popular, up-to- 
the-minute lines of bicycles in the coun- 
try—SHELBY and SILVER KING. 


With these two lines we can confidently 
offer you everything you must have to get 
a profitable share of your community’s 
bicycle sales. 


Choose a few of the easy-to-sell models 
listed in our new general catalog and fea- 
ture them prominently for the next few 
months. It will pay. 


THE GEO. WORTHINGTON CO. 


Cleveland, Ohio 1936 | 
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THE SYMBOL OF SUPREME 
LOCK PROTECTION 






the Back Door 


Landlords put cylinder locks on_ front 
doors. 










Tenants put night latches on back doors. 


There are a lot of unprotected back doors in 
your neighborhood—and a lot of tenants who 
plan to install a night latch some day, but 
keep forgetting it..... 


Display your ILCO Night Latches. Remind 
your customers that they can buy a reliable 
ILCO Night Latch to suit their needs and 
purses exactly. You'll be surprised how many 
people will buy when reminded to do so. 1LCO 
Night Latches are good protection for them— 
good business for you. 


Here are two remarkable values: 


@ Shown above is the ILCO Cylinder Rim Night 
Latch No. D218 with reversible latch bolt and 5 pin- 
tumbler cylinder, 3 keys, unlimited changes. Latch 
and rim type strike special alloy die castings, extra 
tough; black japanned. 


@ ILCO Rim Night Latch No. 201 with reversible 
latch bolt and 5 pin-tumbler cast brass cylinder, 3 


keys, unlimited changes. Latch and rim type strike 
cast iron, black wrinkle finish. Solid brass bolt. 


INDEPENDENT 
LOCK COMPANY 


Fitchburg, Mass. 











ILCO Cylinder Rim 
Night Latch No. D218 


SELL MORE... through 








are going to visit 
millions of homes. Will 


they work for you? 


These little imps sold millions of jar rubbers 
last year. This year they’re going to do even 
better. Featured in national advertising in 
over 3600 newspapers and in the most popu- 
lar national magazines, these jolly twins are 
going to tell over nine million homes why 
“U.S.” Royal Pe-Ko Edge Jar Rubbers do a 
better job of sealing, and why they are 
easier to use. 

A better product plus national advertis- 
ing make sales and profits. Dealers who 
handle Pe-Ko edge rubbers cash in... 
because these jar rubbers move across the 
counter fast. 

Pe-Ko rings are made of specially com- 
pounded, live red rubber that seals flavors 
in tight. And their tivo big lips make them 
easy to apply, easy to remove. That’s why 
women who try them come to demand them! 

Display “U.S.” Royal Pe-Ko Edge Jar Rub- 
bers in your store. They'll sell themselves 
for you—and sell fast. If your jobber can 
not supply you, give us his name and ad- 
dress and we will see that your require- 
ments are promptly taken care of. 





United States Rubber Products, Inc. 
1790 Broadway, New York, N. Y. 


UNITED STATES RUBBER COMPANY 
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Sales Promotion 


(Continued from page 54) 


some other classification of goods al- 
together. 

Have more sales meetings with 
your salesmen and have better ones. 
Not only insist that your salesmen 
be there for these meetings but that 
they be on time. I have noticed that 
quite a few jobbing sales managers 
seem to really be afraid of their 
salesmen and I have seen some 
houses where it very definitely ap- 
peared that the salesmen were run- 
ning the management, not the man- 
agement directing the salesmen. 
This, I would never permit. Put 
manufacturers’ representatives on 
your program, but only put those 
salesmen on your program that can 
adequately and interestingly and con- 
vincingly present their lines. 

Try to give your salesman a true 
picture of his function as a teacher 
of merchandising to dealers and a 
trainer of clerks. By no stretch of 
the imagination can the hardware 
salesman justify the approximate 5 
or 6 per cent that it costs to employ 
him, if he does nothing more than 
rush over his territory, copying down 
all he can get from the want book, 
thumbing through a little of his 
catalog, hurrying on to the next 
town trying to “cover his territory,” 
leaving as much business behind as 
he takes with him; unwilling to in- 
troduce new items and thus help to 
develop new markets to replace those 
drying up on us, getting in home 
early Friday afternoon and employ- 
ing therefor only about 70 per cent 
of his total available time and doing 
virtually nothing for the dealer that 
the dealer could not do for himself. 

THIRD: Hawe better looking, bet- 
ter kept sample rooms. Let it be one 
man’s job, one of the boys who wants 
to get out on the road one of these 
days, to keep your sample room 
clean and up-to-date with merchan- 
dise being changed as seasons de- 
mand, and give to dealers as they 
call upon you in your own warehouse 
the tonic of clean, attractive dis- 
plays. 

FOUR: Convince yourself, and 
imbue the dealer with the fact he no 
longer can sustain himself on a profit 
basis with the small staple items 
that people call for at his store, and 
that he must become a distributor of 
major appliances. You, then, need to 
help provide that dealer with some 
sort of a finance plan so that he can 
sell these large dollar volume unit 
items and successfully compete with 
the furniture stores in their method 


of time payment selling. Many sucl 
finance plans are available. 

FIVE: Instill in your own men an 
interest in the dealers’ windows, and 
carry, by means of your salesmen, 
to the dealer a continual urging of 
better window display. Sad to say. 
but certainly most true, the hardware 
dealer rates about last in the effec- 
tiveness of his windows among the 
other retail stores of any given town. 
Windows do not have to be elabo- 
rate. High priced expert window 
trimmers are not necessary. Just a 
few simple fundamentals. First of 
all, they must be clean. Second, they 
must be changed at least once a 
week. Third, merchandise must not 
be scattered flat all over the floor 
where no person driving or walking 
by has the slightest opportunity of 
seeing it. Window displays must be 
built up into the air, using the up 
and down cubic space of the window 
instead of the limited square footage 
of display space, flat on the floor. 

SIXTH: Insist that your salesmen 
carry one or more samples on every 
trip and that they become salesmen, 
in fact, of actual merchandise, not 
just of pictures on a catalog page. 

SEVENTH: Work with the manu- 
facturer’s salesmen who are willing 
to work with you, but do not let 
your salesmen become impoverished 
by depending upon the manufac- 
turers’ salesmen to do the business 
that your salesmen from then on 
fail to ask for, under the assumption 
that the specialty man will get it and 
that they therefore will share in the 
proceeds of his work, without any 
effort on their part. 

EIGHTH: My eighth and _ last 
point will be the only controversial 
suggestion. It is my sincere and 
earnest recommendation that you 
adopt some method of supplying 
your dealer trade with consumer 
catalogs and “flyers,” organized to 
suit his needs and his locality. It 
has long since been proven that 


_ people will buy merchandise from 


pictures and from well written de- 
scriptions. 

You can’t expect retail dealers to 
be expert copywriters, layout men, 
and artists. You can’t expect them 
to become, all at once, marketing 
and statistical experts, nor can you 
depend even upon the accuracy of 
the dealers’ interpretation of the 
needs of his own community. Many 
times a mail order house is doing a 
substantial business on items, right 
under the dealers’ nose, that the 
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The Most Powerful Advertising 


in Bicycle History is Telling 
6,500,000 Families About 


The World’s Finest Bicycle 


Starting in May and every month 





throughout the year, Silver King adver- 
tisements appear in the country’s lead- 
ing magazines — telling 6,500,000 fam- 
ilies about the only: really different 


| 
bicycle—fully streamlined—and built — 


of lighter, stronger aluminum alloy. 


When these bike-prospects visit their 
dealers, they will find the features they 
love in the 1936 Silver Kings—an auto- 
type blast-horn—a big bullet-type head- 
light — theft-proof wheel lock — and 
many other new exclusive features that 
justify Silver King’s claim to advanced 
styling and engineering comparable to 
that of the finest motor car! 
Silver King’s amazingly rapid progress 
—(sales already 45% ahead of last hear) 
with this powerful new advertising sup- 
port—and the new easy-payment plan, 
point inevitably to profit - leadership 
throughout 1936. Make sure you have 
the Silver King on display! 

Write for Details of Dealer 

Policy and New Finance Plan 

MONARK SILVER KING, Inc., 1242 N. Homan Ave., Chicago, III. 


SILVER KING 


The Aluminurn Streamined Bicycle 
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Today, dealers in Lowe Brothers products are using the 
Lowe Brothers Pictorial Color Chart and “cashing in” 
on our aggressive advertising of it in leading national 
magazines and farm publications. 

Painted reproductions of attractive exteriors and 
charming interiors make this one of the most effective 
sales helps ever offered to paint dealers. They close 
more paint sales because the Lowe Brothers Pictorial 
Color Chart makes it so easy for customers to select 
the correct color schemes. 

Lowe Brothers also provide many other proved sales 
making helps. These include prospect-getting news- 
paper advertisements and effective mailing pieces and 
folders. Window posters and displays bring prospects 
into your store. A full color book, containing more than 
150 painting and decorating suggestions, is yours to 
give prospects FREE. 

Lowe Brothers known quality creates and holds 
valuable customer good will. Why not let us send you 
all the details about the Lowe Brothers profit-making 
dealer franchise? Write today to The Lowe Brothers 
Company, Dayton, Ohio. 


PProthers 


PAINTS @® VARNISHES 


Quality Unsurpassed Since 1869 


/ 














LUFKIN 


TAPES - RULES 
PRECISION TOOLS 





Have You Noticed 


the increased demand 
for Better Tools? 





Mechanics are asking for 


[UFAIN 


“Red End’’ Rules 








The Finest ¥olding 
Wood Rules Made 


Waterproof Finish—Strike Plates 
Solid Brass Lock Joints 
Marked Both Edges 





Send for 
Window 
: Display Card 
on 
“RED END” 
Rules 





pe 


Send for Catalog No. 12 





THE [UFKIN RULE (0. 


SAGINAW. MICHIGAN. U.S.A. 


NEW YORK 


Lafayette St 


(OF-Tal-iell-laliat-(ondel an’ 


WINDSOR, ONTARIO 
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dealer himself knows nothing about 
whatsoever, and would not stock if 
the same merchandise was offered 
him. This is true in our own line 
of gasoline pressure cook stoves. 

I would, therefore, employ one of 
the various methods that some of 
these other jobbers are using by 
which you enable your retail dealer 
to more adequately present your 
merchandise in his store to the con- 
sumer. You will have to have some 
one man in charge of this work. In 
many cases it would not have to be 
a full time job nor represent any 
great additional overhead. The man 
would have to have a good knowl- 
edge of hardware, be a good writer 
of descriptive English, and prefer- 
ably with some advertising experi- 
ence. 

You will not want a program that 
would require the dealer to buy mer- 
chandise that he has no market for 
but you want to be mighty sure that 
the dealer is correct in that belief, 
nor require him to buy in quantities 
that would become burdensome to 
his stock and an embarrassment to 
your credit department, but at the 
same time eliminate as much as pos- 
sible broken package shipments. If 
you are able to render your dealer a 
retail merchandising service of this 
kind by which he presents himself 
and his store and his stock to the 
public in a more favorable light 
with competitive prices and attractive 
specials, you then would have a right 
to a greater proportion of that deal- 
er’s business. 

By the adoption of a sane, well 
ordered, common sense program that 
you not only commit yourselves to 
mentally, but actually execute, of: 
(1) Fair play on the part of manu- 
facturers and an announcement on 
their part of their policy so that you 
can choose between lines that are 
offered in fairness, through you, to 
your trade, rather than those that 
are offered in unfairness at lower 
prices to your competition. 

(2) A marked improvement in the 
teaching, training and morale of 
your salesmen so that they become 
better salesmen and teachers of sell- 
ing to the retail trade. 

(3) Better and cleaner and more 
attractively arranged sample rooms 
in your own warehouse to brighten 
the eyes and intensify the interest 
of dealers who call upon you and as 
a constant advertisement that you 
are alert in carrying the latest and 
most up-to-date merchandise. 

(4) Encourage the dealer to han- 
dle and help him sell, major appli- 
ances, with a finance plan to ease 
the necessity for capital on the 
dealer’s part and make it possible 


to reach the consumer who cannot 
pay all cash down on very many 
items retailing for above $25.00. 

(5) Real and worthwhile atten- 
tion paid by you, through your sales- 
men and their influence upon dealers 
and clerks of the windows of a retail 
dealer by which your merchandise 
from your warehouse can reach a 
more commanding and attractive po- 
sition before the eyesight of a con- 
sumer. 

(6) A consistent, continuous sell- 
ing campaign of real merchandise 
education through constant, sample 
carrying by your men. 

(7) Work with the manufacturer 
who is willing to work with you, but 
with no lessening of effort on the 
part of your salesmen who are in- 
clined to depend upon the specialty 
salesman, for volume in his line. 

(8) Consider, at least, the adop- 
tion on your part of a retail con- 
sumer service for the dealer offered 
by you at a price that the dealer 
can afford to pay and with the right 
on your part to expect a larger por- 
tion of that dealer’s business. Per- 
haps then together, we can steadily 
and surely stop whatever forces of 
erosion that have taken place in our 
industry, re-establish in greater 
strength than ever before the mer- 
chandising power of the hardware 
wholesaler as a necessary and help- 
ful link in the chain of distribution, 
and retain for the dealer and in- 
crease it if possible, the integrity 
of the retail hardware store as the 
best retail store in any town for the 
investment of the family’s income. 

You may go back into your places 
of business and continue in the same 
old way; cut prices on each other, so 
that none of you can make a profit; 
let your salesmen work four and 
one-half to five days a week and 
more or less sit there in your offices, 
hoping that the business will come 
in, trying desperately to eke out a 
small net profit, if and when it does, 
and you will be “laying stone.” 

You can go back to your stores 
feeling temporarily encouraged, real. 
ize the need for meeting changing 
times and conditions, be convinced 
in your mind of the fact that you are 
“sitting on a nest of cockleburrs” 
and determine to get up off of them. 
You may hold a few more frequent 
and better sales meetings with your 
men, make a partial effort (that may 
soon relax back again into the old 
groove) to deliver a better service 
to the retailers who depend on you 
and on whom you depend, and you 
will be “putting in a foundation.” 
You will probably stay in business a 
long time but you won’t make very 

(Continued on page 132) 
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McKINNEY SETS THE PACE 
IN RUST-PROOF HARDWARE 


Beautiful tarnish-proof hardware of last- 
ing non-rusting metal plated with shining 
chrome ... there is McKinney’s contribu- 
tion to modern hardware. Smartly de- 
signed . . . handsomely fashioned, it is a 
natural for the kitchen, breakfast nook, 
bathroom or laundry . . . any place in the 
home where cabinet work is installed. 


Now is the time to “push” Modern 
Chrome Hardware and the handsome dis- 
play rack illustrated above will help you 
do a real selling job. Get the details from 
your jobber salesmen’s catalog page or 
write us. 


McKINNEY MANUFACTURING CO. 


General Offices and Factories 
PITTSBURGH, PA. 


CHICAGO 


* 
CHROME 


by McKINNEY 


MAY 7, 1936 


SAN FRANCISCO 
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| fully, Then—MAIL 
THE COUPON for 5- 





NEW 


‘433° BUSINESS 


IN FOUR meee 


IN SANDING (, 


MACHINE 
RENTALS 




















Consider This Care- NO MUSS 


NO DIRT 


NO DUST 
day FREE Trial Offer 


ND this is the statement of only one dealer—The Lind 

Hardware Company. Thousands of others, in every state 
in the Union, have had an equally profitable experience with 
the New, Improved SPEED-O-LITE FLOOR SURFACER. 
You don’t have to wait for action. Our complete, result- 
proven advertising material, furnished FREE with every 
unit, has never failed to bring an immediate response from 
old and new customers for rentals. It will repeat for you. 


YOU MAKE TWO PROFITS 


The extra rental revenue that the SPEED-O-LITE creates 
is only part of the story. Day-by-day records of thousands of 
dealers prove conclusively that for every dollar a customer 


spends for the rental of a SPEED-O-LITE he will spend 


| another dollar for sandpaper and floor finishing material. 


Inventory is quickly turned into dollars. 


PAYS FOR ITSELF IN 30 TO 60 DAYS 
ORDER YOURS TODAY 


1936 will make history for remodeling and modernizing. 
In the next few months—thousands of floors—many right 
in your community—vwill be refinished. Will YOU rent the 
sander—will YOU make the profit? With the SPEED-O- 
LITE on your floor and our complete merchandising plan 
behind you—you cannot fail. A small down payment opens 
a profit opportunity of a lifetime—and installments as low 
as $10.45 per month enable you to clean up the balance out 


of profits. Mail the coupon TODAY and Get The Facts! 


SPEED LITE 


The SPEED-O-LITE is light in weight (80 Ibs.). It works 


| right up to the quarter-round. Collects dust perfectly and 


is guaranteed for one year INCLUDING MOTOR. Sturdily 
built for rental service—ball-bearing construction through- 
out. 
LINCOLN-SCHLUETER SANDERS HAVE BEEN 
THE CHOICE OF OVER 20,000 SATISFIED USERS 


seeee SEND THIS COUPON sence 
§ LINCOLN-SCHLUETER FLOOR MACHINERY CO. ; 
$ 212 W. Grand Avenue, Chicago, Ill. : 
8, Send full details on your 5-DAY FREE TRIAL SPEED-O-LITE ; 
: OFFER. Also tell me how I can own it. [Interested in time 4g 
§ payments. . 
' ' 
1 ™ a 
1 eee . 
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Handle A 
BETTER 


Sash Chain- 


elateMmiile] 4M iilela-wevel ie 


and greater profits! 
Hodell Stamped Link Sash Chain 


is better because it is made 

with the latest and most ac 
‘urate equipment 

in a modern and up-to-the 
minute factory 

by skilled workmen trained 
for this single purpose 

from material that 50 years 
experience has taught us is 
the best obtainable for Sash 
Chain 

The links are all uniform in shape 

and size. No rough edges or 

burrs to interfere with smooth or 

quiet operation 


Make more sales and greater 
profits 
Write for catalog— all types of Choin 


THE CHAIN PRODUCTS CO. 


3934 Cooper Ave. ; 


@3T-5'7:) (or elo MO) ob le) 


500 feet packedon [EN 
attractive, strong, @. 
all-metal reels 
which fit the 
Hodell Silent 
Salesman and all 
other Display 


Stamped Link 
SASH CHAIN 
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The Cotton Situation 


(Continued from page 56) 


every one of you owe it to yourselves 
to familiarize yourselves with the 
fundamentals of the economy of the 
cotton industry—the basic cash in- 
dustry of the South—and with the 
human state-of-things in that part 
of the South where your own trade 
is done. It is just as much your 
problem as is the condition of your 
trial balance at the end of the 
month and your operating statement 
at the end of the year. It is a 
business and a social problem, that 
must be solved if our South is to be 
dependably prosperous and_ our 
countryfolk and townspeople alike 
are to be decently supported by 
their efforts on American standards 
of sound living and working. And 
it cannot be solved by continual 
coinage of bonded debt, and a fifth 
to a fourth of our people cannot be 
supported out of current taxes! 


Your Problem 


Second—make the problem your 
problem, and help in its solution. 
Do that by joining in the debate. 
making your voice and your in- 
fluence felt in your own community, 
with your own public officials, 
among your farmer friends, your 
small town and country correspon- 
dents. “Vigilance,” somebody has 
said, “is the price of liberty.” 
Equally is it the price of sound 
governmental policy. 

I have my own ideas as to what 
should be done. You will arrive at 
yours, and I have confidence in what 
you, and men like you across the 
South, would devise if you would 
put your minds to it. If the social 
and political system, and the basic 
economic system, which we know as 
American, is to endure—it must en- 
dure by the active thought, the 
thoughtful and forceful action, of 
the sort of men who built America. 
They didn’t do a bad job. They did 
a fine job. If they got into a 
morass, they must clamber out of 
it. The men who led and built 
were the men who cut the forests, 
cleared the farms, established the 
business enterprises, founded the 
towns and cities, fostered the in- 
ventive genius, developed the tech- 
nical skill which made of the 
United States the land of the 
highest living standards and the 
greatest abundance known to hu- 
man history. But for a generation 
and more, busy about your business 
—you’ve increasingly turned your 
backs on public affairs, increasingly 
become self-centered on your indi- 


vidual, or your craft, or trade af- 
fairs. That can’t continue. 

You can’t get away with it! If 
you try it, you will sink and all else 
will sink. You’ve got to think, for 
a while, first of all for the country 
as a whole, your State, your town 
or city, your trade territory—in 
terms of human beings who must 
live, not by taxes but in spite of 
taxes, and by the product of their 
effort with hands and brains and 
with justice done among them all. 

Soil conservation across a sinfully 
ravaged South, under Federal guid- 
ance if you will, long-range, but by 
State and county and community 
and individual cooperation—as a 
well justified endeavor standing on 
its own bottom! 

The southern cotton producer 
placed upon an economic equality 
with the industrial worker or enter- 
prise, by being frankly paid an 
equalizing bounty per pound of lint 
cotton produced by each farmer up 
to his allotted share of the Nation’s 
domestic cotton consumption—each 
farmer, well informed by his 
Government as to world-needs, left 
free to produce, without bounty, as 
much more for export at the proba- 
ble world price as he feels he can 
afford! They call that the “domestic 
allotment” plan. Every cotton farm 
in the South can be allotted its 
share. As domestic consumption in- 
creases and world-markets broaden, 
recurrent adjustments of allotments 
will prevent monopoly among a 
limited group. The bounty paid 
out of tariff revenues! Decentraliza- 
tien of administration and direction 
down to the States, the counties and 
the communities! The Federal gov- 
ernment’s activities placed in the 
hands of the permanent, civil ser- 
vice protected bureaus of the De- 
partment of Agriculture! 


Self-Sufficiency 


Intensified effort, Federal, State, 
county and community, to stimulate, 
to make essential, self-sufficiency 
upon the farm, first of all, in feed- 
stuffs and food stuffs for the ani- 
mals, four-legged and two-legged, 
that live upon that farm! Upon the 
more than two million cotton-family 
plots of land in the South, by in- 
telligent or intelligently directed 
effort, those two million families or 
groups can produce and enjoy an- 
nually, in housing and in food, the 
equivalent of a 14-million bale cot- 
ton crop at current prices—without 
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@ Large size Westinghouse 
Mazda Lamps are now offered 


at the | 


owest prices in history. 


Reductions average 20% on the 


most popular sized lamps for 
selling and manufacturing, and 
for sight-saving in the home. 


Better S 


Now, more than ever, everyone 
can afford Better Light — for 
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RIM DEAD LOCK 








Philadelphia, Pa. Chicago, Ill. Boston, Mass. 
‘. Works at Terryville, Conn. A 











No. 3535 
Drawn Steel Case 


(Drawn Steel is STRONGER than Cast Iron) 

Bolt Made of LAMINATED 

Hardened Steel With Full 
ONE INCH Throw 


& 
BIG VALUE AND FEATURES THAT SELL 


Case and Strike are of DRAWN STEEL, black 
japanned.* Size 33” x 2%”. Back set 27%”. Bolt 
throws FULL INCH and is made of LAMINATED 
Hardened Steel, brass plated. 











Cylinder is of accurately machined Solid Brass, 
Pin Tumbler Construction. 


*Can also be furnished with Cadmium Plated 
Finish in quantity lots on special order. 


The Eagle Quality Line 
Night Latches Store Door Sets Wood Screws 


Trunk Locks Padlocks Stove Bolts 
Front Door Sets Cabinet Locks Machine Screws 


EAGLE IX 2GIS. CO. 
26 Warren Street -- New York, 


Branch Offices: 
521 Commerce St. 179 N. Franklin St. 114 Bedford St. 
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That 
Sells 
Itself 








‘io solution of a perfectly bal- 
| anced axe is found in the patented 

electric fusing process used only 
| by the Vaughan and Bushnell Mfg. 

Co. Realizing that steel giving the 
| sturdiness necessary for an eye is 
unsuitable for the blade, Vaughan 
and Bushnell fuses electrically a 
combination of the two finest steels 
(each chosen for its job) into a 
perfect union. The result is the 
keenest cutting blade and the 
strongest eye that has ever been 
developed, and the handle, just 
as carefully designed as the head, 
has strength and resiliency which 
guarantees long life. 


The Vaughan axe is the only axe 
that has the open end adze eye. 
This exclusive feature protects the 
handle against side pressure and 
breakage, giving added spring 
and flexibility. 


You can increase your sales and 
give customer satisfaction by 
stocking Vaughan axes. 


Ask for our new literature 
at no obligation. 


VAUGHANS 
ELECTRIC 
FUSING 


VAUGHAN & BUSHNELL 
MANUFACTURING COMPANY 
Makers of Fine Tools 
2114 CARROLL AVE., CHICAGO, ILL. | 
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planting a cotton seed or picking a 
single boll—and still produce 14- 
million bales of actual cotton to 
supply the Nation’s needs and 
ship abroad! 

And there is room upon the 
South’s soil, wisely utilized and ap- 
portioned, for every family group in 
the South whick is now. superfluous 
to the current needs of private 
enterprise, where they too, guided 
and directed by the trained skill of 
agricultural specialists, could be led 
to the opportunity for self-support 
in the essentials of life—for the mil- 
lion of them the equivalent of 
another 7-million bale crop of 
cotton! 

That is a job of months and 
years! It is a job for common- 
wealths and communities, deter- 
mined to care for their own out of 
their own resources—but by putting 
together the idle land-power and 
the idle man-power! Accomplishing 
social salvation by work and not by 
idleness! 

It is a sounder thing to put forty- 
million, or fifty-million Americans 
on the soil which can furnish food 
and shelter and clothing, instead of 
the current 30-million—rather than 
to demand that industry, commerce. 
manufacture, transport, and the 
households, abandon discovered ef- 
ficiencies and economies and turn 
away from new invention and skill 
in order to absorb the workers 
among fifteen or twenty million per- 
sons now subsisting from taxes and 
coined debt. 

Lincoln once said this Nation 
could not survive “half slave and 


| half free.” It was really never more 


than one-third slave and two thirds 
free! Yet it could not so survive 
It became all free. This Nation 
cannot survive in the form we know 


it, one-third or one-fourth subsisting 


Expansion Bolt Booklet 


“Architectural and Engineering Data 


| on Expansion Bolts and Devices for 


Holding to Masonry” is the title of a 


loose-leaf booklet containing charts, 


tables, data, specifications, etc. One 
page is devoted to the showing of vari- 
ous materials in which anchors are 
used and the proper type anchor for 
each. Booklet will fit the leading en- 
gineering and architectu-binders. The 
Rawlplug Co., Inc., 98 Lafayette St., 
New York City. 





1936 Silver King Bicycles 


DeLuxe Model M1 has larger and 
exclusive design horn-light with red 
and green side jewels; new bullet-type 


out of dole and forced work, and 
two-thirds or three-fourths carrying 
the load by gainful work and pay- 
ing taxes. Inevitably the parasites 
will eat up and destroy the hosts 
and then, themselves, will perish! 
The land, the farm leaders tell us, 
is the source of all wealth! 

Then let us use it! To create 
an abundance! No sounder society 
could exist in these United States 
than if, upon its soil, in the next 
decade, by wise leadership—the 
leadership of men like you—a 
stable, self-sufficing population 
could be re-established, well-housed 
and well-fed first of all, producing 
abundantly and cheaply thereafter 
for the Nation’s needs and _ the 
world markets! A population that 
would be a reservoir from which the 
towns and cities and factories could 
draw in times of quickened trade 
and commerce and busy world af- 
fairs, and to which, in times of 
slackened speed, the surplus work- 
ers could return in pride and with 
self-respect! A system that would 
free inventive genius and scientific 
skill, in industry and in agriculture, 
to achieve all labor-saving, all effori 
easing—without inflicting a single 
human pang or disappointment or 
causing a single worker to go 
jobless! 

It is no easy thing to do! Nothing 
worthwhile is easy. It will demand 
leadership, moral courage, political 
courage, hard work, money for the 
time of readjustment and re-educa- 
tion, the squelching of demagogues, 
the banishment of theoreticians and 
visionaires and _ doctrinaires, the 
mustering of hard-headed, practical 
citizens town and country. 

But it is cheaper than revolution, 
in money, effort and blood—whether 
the brand be Italian, French, Ger- 


man or Russian! 


head; built-in bicycle lock that locks 
at any angle; curved aluminum alloy 
truss rod; alluminum alloy handle: bar 
extension of exclusive design; allumi- 
num alloy handle bars; tear drop tail 
light reflector and aluminum alloy lug- 
gage carrier at extra cost. List price, 
$39.95, f.o.b. Chicago. Ladies DeLuxe 
Model L1 to match. Also the men’s 
(M5) and ladies (L5) models with 
aluminum alloy frames; mudguards 
finished in baked enamel and rims in 
sprayed aluminum. M2 and L2 Stand- 
ard Models of 1935 continue in the 
line. Four colors available in the De- 
Luxe and Standard Models in addition 
to the “all silver” finish at slight extra 
cost. Monark Silver King, Inc., 1240 
N. Homan Ave., Chicago. 
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OF HOUSEHOLD RUBBER GOODS 


Write for CATALOG “100” 
It’s Your Guide to Better Profits 


Every buyer of rubber items should have one of 
Schacht’s new Daisy Line Catalogs. This fine catalog 
brings to your attention dozens of such items as rubber 
fly swatters, basin plugs, hose washers, screw and tack 
bumpers, fruit jar rubbers, bath sprays, rubber tubing, 
force cups, tank cone balls, toilet seat repair kits, rubber 
soles and heels and numerous other long profit items 
every hardware store should sell. 


See the Complete Line of DAISY Casters 


In addition to household rubber items of all descrip- 
tions, you'll find a complete line of all types of furniture 
casters that pay a real profit. They are quality casters 
that sell at popular prices. 

Full details about the complete DAISY Line and our 
dealer price list will be sent on request. Write today to— 


SCHACHT RUBBER MFG. COMPANY 


HUNTINGTON INDIANA 
Factories at HUNTINGTON and NOBLESVILLE, INDIANA 
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STORMPROOF 
ROOFING 


fshor 





Tue latest addition to the Bethle- 
hem group of quality roofing sheets, 
Bethlehem Stormproof Roofing, is 
absolutely rain and wind proof. Its 
improved twin-air-chamber con- 
struction eliminates water creepage 
at the laps from syphoning or capil- 
lary attraction and at the same time 
provides great rigidity and an excel- 
lent nailing surface. 

These three points of superiority in 
Stormproof construction are pointed 
out on the diagram above. 

1. Twin air chambers check and drain off all 
water sucked into the seam by capillary 
attraction, regardless of whether it works 
its way up from the lap or enters from 
above at a loose nail. 

2. The firm, ample nailing surface afforded by 
the central corrugation makes it a roofing 
that is easily and economically laid. 

3. The large steep-pitched central corruga- 
tion, braced on both sides by the smaller 
corrugations, gives great rigidity. Sticks or 
strips are unnecessary in laying Storm- 
proof Roofing. 

Bethlehem Stormproof Roofing is at- 

tractive in appearance, is suitable for 

any type of structure and it is 
equally well adapted foruse as siding. 

Easy to apply, adapted to a wide 
range of uses, Bethlehem Storm- 
proof Roofing is opening a broad 
highway to greater roofing sales for 
dealers everywhere. Ask your jobber 
for full information about Bethle- 
hem Stormproof Roofing. 


Bethlehem Steel 
ok Company 


General Offices: Bethlehem, Pa. 
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LETTERS tothe 





EDITOR 


Resolutions and Arguments Are Interesting 
But Only Action Counts 


Jersey City, N. J.—It is one 
thing to go to conventions and meet- 
ings and to pass resolutions, mem- 
orials, etc., but plain, unvarnished 
facts are what we in the hardware 
industry need today. We all think 
we know what is wrong, but noth- 
ing will every be accomplished un- 
less all red-blooded, independent 
American business men think and 
decide to cooperate to combat the 
adverse conditions under which we 
are trying to operate our businesses. 
Let’s call a spade a spade and get 
down to brass tacks. Isn’t it about 
time that we dealers and jobbers 
stopped going on in an attitude of 
indifference? 

If the independent dealer ever 
expects to get out of the rut he is 
in, and if he ever expects to meet 
the growing corporate chain, syndi- 
cate and mail order branch store 
competition, he will have to pick 
himself up by his own bootstraps 
and come cut of his lethargic coma 
and show some action. He _ will 
have to learn to cooperate with his 
fellow retailers and with his job- 
bers. He cannot expect others to 
do for him, that which he should 
do for himself. Fajnt heart never 
won fair lady, and he must have 
more backbone and less wishbone 
and overcome his inertia. He can 
accomplish a great deal before it 
is too late. That which man can 
conceive he can achieve. 

In my humble opinion the time 
has come for the retailer to know 
who his friends are and who will 
work with him for his own good. 
And. it is my belief that all inde- 
pendent retailers and jobbers 


should cooperate to the fullest ex- 
tent with the American Institute of 
Fair Competition. We should in- 
sist upon an expression of sales 
policy from our various suppliers 
whose merchandise we sell. The 
“double barreled” manufacturers 
cannot continue to carry water on 
both shoulders and still profess a 
love for the independent retailer 
and jobber. 

We must-all admire and give 
credit to men like Mr. Plumb and 
Mr. Swain and Mr. Northrup and 
the other manufacturers who have 
joined the American Institute of 
Fair Competition and who have the 
“guts” to come out and state their 
policy. If there were more manu- 
facturers with backbone who would 
come out into the open we retailers 
and jobbers would know who our 
friends are. 

Legislation, such as chain store 
taxing schemes, fair trade bills, etc., 
are not worth the paper they are 
written on. The chains will find 
ways of circumventing them and 
mitigating their effects. Politics 
will never take the place of co- 
operation. 

The following gem from the pen 
of Elbert Hubbard is worth serious 
study by everyone connected with 
the hardware industry. 

“Before cooperation comes in 
any line, there is always competition 
pushed to a point that threatens 
destruction and promises chaos; 
then to avert ruin, men devise a 
better way, a plan that conserves 
and economizes, and behold it is 
found in cooperation.” 


M. B. PERLMAN. 


Sales Policies and Rejected Sales 


Cuicaco, Itt—I read with much 
interest the subject of Sales Policies 
and Rejected Sales under the head- 
ing ‘Just Among Outselves’ in the 
March 26 issue of HARDWARE AGE. 


The San Francisco department 
store which uses a sticker on all 
orders, which reads as follows: “If 
it is found that the wholesaler or 
manufacturer of the merchandise 
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i 6 No. 4442 


Land Fishermen 


Just as the right bait attracts fish, so 
do “UNION” Rods and Reels land 
fishermen. What a line! 44 sturdy Split 





cluding patterns for both fresh and salt 
water fishing. Also 14 types of 
Reels at prices to suit every 
customer. Note descriptions of 
a few outstanding sellers. 


“UNION” Fishing Rods 
No. 4442—Three joint tubular 


steel casting rod with double 
grip die cast offset aluminum 
handle. Lengths 2% to 6 ft. 
No. 4961—One joint seamless 
No. 7169 tubular steel casting rod with detachable 
Fly Reel full polished aluminum die cast offset 
double grip. Lengths 4, 4% and 5 ft. 
« No. 55-455—Two piece flame tempered 
split bamboo casting rod, beautifully 
finished. Lengths 4%, 5 and 5% ft. 
No. 4969—One piece seamless tubular 
steel fresh water trolling or light weight 
salt water rod. An aristocrat of fishing 
rods. 5 ft., 2 in. or 5 ft., 8 in. overall. 
No. 55-970—F lame tempered split bam- 
boo surf casting rod with detachable 
hickory spring butt. Full Tarpon plate 
with positive screw locking reel seat. 
Tip lengths 6 and 6% ft. 
No. 55-650—Two piece flame finished 
4 split bamboo boat rod. Distinctive ap- 


pearance. Lengths 5% to 7 ft. overall. 
“UNION” Fishing Reels 


No. 7169—Light weight fly reel made of 
Duralumin. Removable spool. Black 
finish. 75 yd. or 50 yd. capacity. 

No. 7230—Quadruple multiplying fine 
quality level winding reel. Balanced 
double handle. Cap. 60-80 yds. 





Ask 
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No. 7230 "UNION" 


Your 

Jobber 

to 

Supply 

You 

Level Winding Reel 

(REVERE 
HARDWARE COMPANY 
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STABLISHED 1054 


TORRINGTON, CONN. 


ISI CHAMBERS STREET 


NEW YORK OFFICE 
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No. 55-650 
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No. 4961 Bamboo Rods and 24 Steel Rods, in- No. 55-455 








ATLAS 


TACK CORPORATION 


FAIRHAVEN, MASSACHUSETTS, U S A 


Orders are shipped promptly from Atlas’ extensive 
stocks of Tacks, Rivets, Burrs, Eyelets and other 
products. 24,000 types, sizes and finishes are man- 
ufactured in the modern, 13-acre Atlas plant. 
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Here’s a proved b= ~ 
fast selling 
profit maker. 
Sales have in- _-/” 
creased 200% . 
and more every 
year for the 


past three 
years. It’sthe.. 





| MOVABLE INDOOR-OUTDOOR 
HOSE CONNECTION 


SHOWER 


\ 


TTRACTIVE and durable. 

Beautifully nickeled on 
brass. Sells on sight. No 
bothersome installation. Just 
attach to hose and hang-up — 
indoors or outdoors — by pa- 
tented self-adjusting bracket, 
as furnished. 










Retail price 
$1.00 with lib- 
eral dealer profit. 
Ask your jobber 
“ or write to us. 
Backed by real 
advertising pro- 
gram and plenty 
of sales promo- 
tion material. 


The Schaible Foundry & 


Brass Works Company 


1092 Summer Street 
CINCINNATI, OHIO 
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covered by this order is selling at 
retail, this order is immediately can- 
celed and the merchandise covered 
thereby is subject to return.” This 
is very interesting and I think it is 
a very fine idea. 

However, here in the Chicago ter- 
ritory, I believe that most of the 
orders would be canceled and re- 
turned because the distributors and 
most of the manufacturers do sell at 
retail. For an example, we have one 
distributor here in Chicago, who 
does solicit retail business from 
their mill supply trade and I am 
quoting below a letter which they 
sent out at Christmas time soliciting 
this business: 

“Dear Sir: 11-29-35 
“Attention: Sales Manager 

“Very often at the holiday sea- 
son you have occasion to purchase 
gifts for your good customers and 
friends. 

“We have a fine selection of items 
suitable for this purpose. Our stock 
covers a wide range of cutlery, elec- 
tric specialties and leather goods. 

“We invite you to make selection 
from ou: catalog, visit our show- 
rooms or request our representative 
to call and make suggestions. 

“Very truly yours, 
“(Name)” 

This unfair method of distribu- 
tion and expecting the retailer to 
compete with his source of supply 
is carried on to great extremes in 
this territory, not only by the large 
jobbers but by smaller electrical 
jobbers and many manufacturers. 


The far-western wholesaler who 
you say has solved the problem of 
saying “no” to industrial customers 
who try to buy merchandise at 
wholesale using the pressure of their 
industrial purchases as a leverage, 
is entitled to the complete support 
of the retail industry and this dis- 
tributor is certainly an exception to 
the rule. 

Here, in Illinois, we have an or- 
ganization that is known as _ the 
“Illinois Federation of Retail Trade 
Associations” and the writer is a 
member of a committee appointed 
from that organization to make a re- 
search and bring about a correction 
of this distribution evil through the 
State of Illinois. 

It is hoped that in some way the 
practice of industrial selling can be 
eliminated to some degree. I know 
that it is impossible to eliminate this 
practice of certain distributors and 
manufacturers but if the retailers 
have the courage of their convictions 
and will carry out a plan of patron- 
izing only distributors and manufac- 
turers who do not compete with 
them, then the matter can easily be 
handled. 

In fairness to the wholesalers and 
manufacturers who do not practice 
this sort of selling, this article does 
not apply. but we would like to 
know the wholesaler and manufac- 
turer who do not sell at retail. 


J. C. Amis, Secretary, 
Chicago Retail 
Hardware Association 


Sell More Paint by Selling Less to 
Each Customer 


Kansas City, Mo.—Great sums 
are spent annually on landscaping 
and beautifying the grounds that 
form a setting for the home. Why 
all the worry about the grass, the 
shrub and the tree? That the 
property owner may keep pace with 
the progress made by his neighbor 
or with the rest of the homes in 
the community. 

The leaven of competitive appear- 
ance has been the chief source of 
things progressive in beauty, and it 
seems that we have hardly gotten 
started. Decorative ideas _ that 
would have been jeered at a few 
years ago have now become fixed in 
the minds of the ever-scrupulous 
public. 

From the riot of color found in 
interior decorating, there has been 
a gradual flow of the variegated in 
the direction of exterior painting, 
homes that now carry a three- or 


four-color combination would have 
been regarded as freakish in the 
very recent past. 

It seems quite evident that we 
have passed the period of drab col- 
ors for homes, that the more cheer- 
ful colors have become a contagion, 
and where these colors have been 
set up in a neighborhood, the leav- 
ening in color begins working at 
once, other home owners begin fig- 
uring out some plan to beat, or at 
least, to meet what the neighbors 
have done. 

The “Save the Surface and You 
Save All” slogan comes near to be- 
ing lost in the scramble for color, 
although there is no reason why 
the two should not team together, 
even if color should be the leading 
urge. But we are out for show, 
and to make it possible for the 
home owner to gratify his wish for 
the color combination job and at 
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THIS SPECIAL 
O-@dar ASSORTMENT 


NO. 972 CONSISTS OF 


1 Doz. Pints (SOc size) O-Cedar DEALER SELLS 
Self-PolishingWax ...... « $ 6.00 


1 Doz. Quarts (85c size) O-Cedar Self- 
Polishing Wax, each quart with free 
trial can for consumer 


10.20 
1f Doz. No. 7 ($1.50 size) O-Cedar 
y/ 6 Reversible Slip-on Dust Mops ‘Dealers 3.00 


DEALER SELLS FOR 19.20 





DEALER’S LIST PRICE 16.20 
DEALER’S DISCOUNT 40% 6.48 


DEALER PAYS 9. 72 


DEALER’S MARGIN $48 


This is the “no-rubbing” wax that is not a“‘football.” It is backed 
by the O-Cedar Price-Maintenance Policy that assures you full 
profit on every sale, and protects you from cut-price competition. 


Advertisements in leading women’s mag- 
azines are telling housewives of every state 


the story of O-Cedar Self- Polishing Wax. 


ASK YOUR JOBBER’S SALESMAN 
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WILDLIFE, 


the true heritage 


of ewery American 


Take your share... but remember the sportsman who 


will live after you and those who will live after him. 


It is the duty of every patriotic American to conserve 


that which is the birthright of all his fellow sportsmen, 


an abundant supply of game 


OBSERVE THE RULES OF 


WISE CONSERVATION 

















f Ul 


IND *\, 





E. I. DU PONT DE NEMOURS & CO., INC. 


Sporting Powder Division 


Wilmington, Delaware 
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Remind Your Trade That 


Calking Is 
An Easy Job 


Any handy man can apply Pecora Calking 


Compound around door and window frames. 


It is the sure way to make rooms weather- 
tight. Saves money for the owner on fuel 
bills by reducing heat losses. Avoids dam- 
age to interior by rain and snow seepage. 
You can safely recommend Pecora Calking 


Compound. Properly applied, it will not 


dry out, crack or chip. Specified by lead- 
ing architects. Used by largest builders. 
Made by an old reliable firm. 


Show This Gun 


To Your Customers 


HIGH PRESSURE 


CARTRIDGE 


CALKING GUN 


This New Type, High-Pressure Cartridge 


Calking Gun (patent applied for) is a great 
time and material saver. Specially de- 
signed for Pecora Calking Compound, 


packed in Non-Refillable Cartridges of 
approximately One-Quart capacity. 





Write for Bulletin and Prices 


Pecora Paint Company, Inc. 
Lawrence & Venange Sts... Phila., Pa. 
Established 1862 by Smith Bowen 
——— Also Makers of ——— 

SASH PUTTIES SUCTION MASTIC 
MORTAR STAINS for Structural Glass 
ASBESTOS FURNACE CEMENT 
COLORLESS DAMPPROOFING 
PECORA PERFECT PATCHING PLASTER 
WEATHERTITE LIQUID ROOF COATING 
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the same time save the surface, calls 
for unusual planning. 

To obtain the greatest results at 
the smallest cost possible, to 
brighten up buildings that have be- 
come “somber-hued” in appearance 
and to start a whole neighborhood 
to planning and painting would 
seem to be a super-task for the 
present time. 

For some time I have advocated 
the idea “Washing the Building Be- 
fore Painting.” To the average 
property owner this plan at first 
thought seems a tremendous under- 
taking, but when one goes into the 
final analysis of the project and 
figures how one man, with a heavy 
brush attached to a long handle, 
can wash a bungalow in a very short 
time, this to be followed with a 
final rinse off with lawn hose, of 
course, and in that way save as 
much as one-half the material. Then 
the proposition begins to take on 
attractive form. In this way the 
home owner is made glad in the 
belief that there is still a possibility 
for him to paint by using this plan, 
and while it means selling less to 
the customer, the leaven when set 
working would bring about other 
paint sales in the community due 
to the less expense. 

At the present time I have a 
customer who is painting a bunga- 
low; when he came in to figure on 
paint I suggested to him that in 
order to get through at less expense. 
he wash his house. The sugges- 
tion did not appeal to the cus- 
tomer, but his wife took to the idea, 
with the result he did wash the 


house and now he tells me it is 
the thing, that the washing job was 
not so big as it looked, and the 
painting of a cleaned _ surface 
brought the cost within his reach. 

“Sell More Paint By Selling Less 
to Each Customer” may have a 
catchy sound to it, but the washing 
of any woodwork, taking out of the 
grain of the surface the chalk, soot 
and dust, leaving the pores open 
for the new paint to enter and be 
brushed in is a measure of economy 
that should be broadcast to all 
property owners. 

The washing should be done with 
a fairly stiff brush, to be sure that 
scale as well as grime is removed 
from the surface. The average 
house when laundered that way will 
come through looking like it had 
just been given a prime coat of 
paint. 

No great amount of missionary 
work should be required to teach 
the paint-buying public the differ- 
ence between clean and dirty paint 
work. It is a problem that is 
easily understood, and when under- 
stood, there are many who felt that 
they were not able to paint will 
look upon the laundered property 
plan with much favor; in fact, the 
paint to save surface, with color to 
enhance beauty, could be made to 
beckon the prospect on—and yet 
we will be selling more paint by 
selling less to the customer. The 
laundering idea permits the spread- 
ing of more paint product, also the 
spreading of the report (in this 
way), good painting can be had for 
less. N. V. RicHARDSON. 





Flood Damage Reports Ex- 
aggerated, Jos. Woodwell 
Co. Advises 


PittspuRGH, Pa.—We have just 
received the April 9 issue of 
HARDWARE AGE, and if we may 
suggest it, we believe perhaps a 
correction is in order on that part 
of your article reading as follows: 

“Leading the severely damaged 
list are Joseph Woodwell Com- 
pany on Wood Street ——.” 

While it is true that we had 
plenty of water, we were fortu- 
nate, however, in anticipating to 
a very large extent the effect this 
water would have and moved our 
merchandise so that it would not 
be affected. As a matter of fact, 
the flood receded past our door 
about 4 o'clock on Thursday 
morning, March 19, and we 


opened for business about 5 a. m. 
and continued to remain open 24 
hours every day until Saturday, 
March 28, when we felt that the 
emergency had sufficiently sub- 
sided to enable us to go back to 
our regular hours. 

As you know, we are an old- 
timer in the flood area, having 
been located in this same spot for 
over 89 years, and we are proud 
to say that this record of service 
was maintained right through the 
flood period, with the exception 
of just a few hours when our store 
was inaccessible to the trade on 
account of high water, which was, 
roughly, from Wednesday morn- 
ing to Thursday morning. 

Even the lack of power did not 
prevent our giving of service, for 
we rigged up block and tackle on 
the various floors of our ware- 
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Dealers who annoy good 
customers by “putting over” 
on them wicks that do not 
give proper service in their 
Perfection oil stoves, drive 


their trade to other stores. 
Sell Perfection stove owners 
genuine Perfection wicks, 
stamped with the red triangle 
“Mark of Quality” and with the 
name, “PERFECTION”—the only 
wicks that give satisfactory 
results with Perfection, Puritan /\ 


and Ivanhoe oil stoves. 
















Pump builders since 1859, Gardner-Denver has brought 
out a new line of small centrifugal pumps so advanced 
in design . . . so different from the usual type of small 
centrifugal pump . . . that they open up far greater 
| profit possibilities for you. These pumps are adjustable 
to wear, assuring long and trouble-free life. Radial 
| bearing is “Oilite’’—thrust bearing is a heavy-duty 
ball bearing—quality features which provide outstand- 
ing value. And Gardner-Denver side-suction pumps 


offer proved advantages to the user. 


Priced to move fast, Gardner-Denver centrifugal pumps 
will GET the business for you. Discounts to dealers 
are liberal. Mail the coupon for complete information. 





GARDNER-DENVER COMPANY 


102 Williamson Street Quincy, Illinois 


Gardner-Denver Side 
Suction Centrifugal Pumps 
are available ina com- 

line covering ca- 
pacities up to 550 gallons 
per minute and heads up 
to 100 ft. 
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PERFECTION | 


STOVE COMPANY | 


7747-B Platt Avenue, Cleveland, Ohio 
* SON 
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New! 


An Old Favorite 
in New SIZE 





Retails for 10c 
You Make 33/,% 


Exhaustive tests have shown there is a big 
market for a 10c tube of Plastic Wood 
Cellulose Fibre Filler. Now, through the use 
of new manufacturing equipment, we are 
able to offer the same high quality product 
as is found in the larger sizes of Plastic Wood 
—in a %-oz. tube that retails for 10c—and 
offers you 33144% profit on your selling price! 

No longer do you have to jeopardize your 
trade by selling cheap substitutes to cus- 
tomers who want the 10c size. Sell them 
genuine Plastic Wood—on which millions of 
doliars have been spent to build and increase 
your business. 1936 will see even more 
Plastic Wood advertising in more than 
thirty-five national magazines. 

Bigger profits are yet to come on Plastic 
Wood—develop new customers with this 
new 10c tube. 


ORDER NOW! 
The A. S. BOYLE COMPANY, (Inc.) 
1934 Dana Ave., Cincinnati, Ohio 


Send at once: 
_...doz. 10c size tubes P. W. @ 80c doz. 
doz. 25c size tubes P. W. @ 2.00 doz. 
_....doz. 35c¢ size cans P. W. @ 2.80 doz. 


aia heise asthenia iigasuiaicibin 


Address... 

















house in order to load merchan- 
dise for shipment. 

We know you will be glad to 
have these remarks on our part, 
for we are rather proud of the 
part our organization played dur- 
ing this particular emergency and 
want them to have full credit. 

In this connection, I am inclos- 
ing copy of letter which we sent 
out to the trade, which refers to 
our activities during the flood pe- 
riod. (Printed below.) 

C. A. Lyncu, 
Assistant to the President, 
Joseph Woodwell Company. 


Here is the letter mentioned by 
Mr. Lynch: 

GENTLEMEN: 

The usual exaggerations at- 
tendant in catastrophes such as 
our city has experienced, prompts 
us to write you as to ourselves. 

While we are located right in 
the midst of the flood area, our 
past experience with our rivers 
enabled us to anticipate to a very 
large degree, just what effect 46 
feet of water would have. 

We were able, therefore, to 
move all of our records and all 
perishable merchandise to the ex- 
tent that, generally speaking, the 
only merchandise which was 
touched by the rising water was 
some of our heavier merchandise 
which water would not affect. 

The water started to recede 
Thursday about 4 a. m. and at 
5 a. m. we started to function, and 
have been operating day and night 
since then. 

We know you will be glad to 
know how fortunate we have been 
and we appreciate your coopera- 
tion. 

J. K. Woopwe Lt, 
President, 


Joseph Woodwell Company. 


More Dealers Require 
“Who Makes It?” 
Directories 


Mitton, Pa.—During the re- 
cent flood that brought 43 inches 
of water on our main floor, we 
lost the book, “Who Makes It?” 

This is an important book to 
us and we use it a lot. 

Do you have an extra copy you 
can send us? 

Broapway HARDWARE STORE. 








Tyrone, Pa.—Kindly forward 
to us at once one copy of “Who 
Makes It?” directory, as the copy 
we had in our possession was com- 
pletely destroyed by flood waters. 

This service will be greatly ap- 
preciated. 

Tyrone Fuer & Suppiy Co.. 
1008 Pennsylvania Ave. 


Witson, Conn.—I noted in the 
April 9 issue of HARDWARE AGE 
that you are offering a copy of 
“Who Makes It” to flood victims. 
I am certainly one of those fel- 
lows, without any equivocation, 
having been submerged for sev- 
eral days—cellar full of water, 
furnace with oil-burner in it 
pretty nearly ruined, wiring 
spoiled, etc. I witnessed the here- 
tofore unheard of spectacle of 
various water-craft from a canoe 
to a power-boat running up and 
down my street and dodging 
around my house. I really should 
have had a diver’s suit and hel- 
met, but none available in nearby 
Hartford. Kindly send the book 
along and accept my thanks for 
same. 

H. E. Goopwin, 
33 Wilson Ave. 

PittsBuRGH, Pa.—lIn your last 
HARDWARE AGE magazine we no- 
ticed that you are furnishing all 
those in the flooded area with 
“Who Makes It?” book. 

We would very much appreci- 
ate it if you would be kind enough 
to send us one, as ours was also in 
the water. 

Thanking you in advance, we 
remain, 

KEYSTONE VARIETY COMPANY, 
2635 Pennsylvania Avenue. 


HarTFoRD, Conn.—Due to the 
recent flood we unfortunately were 
unable to save “Where to Buy Di- 
rectory,” and therefore we would 
appreciate it very much if you 
will kindly forward one to us at 
your earliest convenience. 

We would also appreciate it 
very much if you will kindly help 
us to get some catalogs, as we lost 
all the catalogs which we had 
from various jobbers and manu- 
facturers. 

Thanking you for your coopera- 
tion, we remain, 

Star HARDWARE COMPANY, 
510 Front Street. 
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STRIKE OUT 
FOR MORE BUSINESS 


NOW! 


Lists That Bring Maximum 
Success To Your Direct Mail 
Sales Promotion Advertising 
And To The Personal Sales 
Contacts Of Your Salesmen 


USE- 


We can supply you with 
the following lists :— 


1353 Outstanding Major Hardware Retailers 
whose sales exceed $50,000.00 Annually. 
For $15.00 Complete 


11404 Major Hardware Retailers whose sales 
exceed $30,000.00 Annually. 
For $6.00 per M. 


6471 Hardware Retailers whose sales are 
$20,000.00 to $30,000.00 Annually. 
For $6.00 per M. 


15934 Hardware Retailers whose sales are less 
than $20,000.00 Annually. 
For $6.00 per M. 


33809 Hardware Retailers (Complete List). 
For $5.00 per M. 


8144 Builders’ Supplies Dealers. 
For $6.00 per M. 


1048 Department Stores handling Hardware 
and Housefurnishings. 
For $7.00 Complete 


We also supply lists of hardware retailers in one 
state or in as many states as may be desired. 
When more than 2000 names are purchased, 
the price is $7.00 per M names. 


ALL LISTS ARE COMPILED IN LOOSE LEAF 
LIST FORM. WHEN DESIRED ON 3’x5” 
CARDS THERE IS AN EXTRA CHARGE OF 
60c PER M. FOR THE CARDS. 


WE ALSO DO ADDRESSING AND MAILING 
OF CIRCULAR MATTER AT REASONABLE 
RATES. 


Ask for Details 


HARDWARE AGE 
Direct Mail Addressing Dept. 


I 

239 West 39th Street, New York, N.Y. BD ss scarscsnnsussvinncnitinicisiinsatcbeltipntaiianiitiaduidainivisnidibabensiiniaeia 
OI siscii cas incicessdntaleaepcaoas eiptepanincsegisplaipiaiatiate 

I isin sinsnccssssanniesaciundeeesisiiinnniindsidatanbeiobsblagn DOD soso cscosresicissnsicssinnainniies ! 








DEALERS ARE 
MAKING MONEY WITH 


mural-tone 


| Bee noney-Stving Vein ia the @range Chm. 
MURAL.-TONE is selling and repeating. Dealers and master paint- 
ers are making money with it. The appeal of low cost decoration 


with MuURAL-TONE is sweeping the country. 
The reasons are plain to see. ‘“‘Economy”’ is something every- 





| one understands. ‘‘Beauty” hits hard-boiled business ‘men just 
| as it pleases women. “Speed” is the order of the day. 


Master painters are even more enthusiastic over MURAL-TONE 


| than “package buyers,” because they understand the advan- 
| 
| tages of easy-flow, more thinner, and labor-saving. 


The perfected blending of ca$ein and lithopone is the secret of 
MURAL-TONE’S success—plus powerful advertising every month 
in the right national magazines and newspapers. 

Send the coupon. Play the winner and make money. 


Reasons why MURAL-TONE is selling—and repeating: 
1. Dries in forty minutes. 4. Will not lime-burn. 
2. One coat covers—and 5. 90%lightreflective. 

hides. 6.1 gallon yields 1% 
3. Adheres to unseasoned gallons of paint. 
plaster and cement. 7. Cuts costs 25%. 


THE MURALO COMPANY, INC. « founded 1894 


566 Richmond Terrace, Staten Island, N. Y. 
BOSTON « CHICAGO ¢ ATLANTA ° SAN FRANCISCO 
The Muralo Co., Inc., 566 Richmond Terrace, Staten Island, N. Y. 


[ 
| Gentlemen: Send me full information about MURAL-TONE and ! 
| tell me how it can make money for me. 

| 

| 
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American Beauty has what it 
takes to give dealers real profit— 
a modern line with up-to-the- 
minute styling; the most salable 
line in America with 10 dynamic 
models; exclusive features; quality 
construction that sets an all-time 
LOW for service «calls. 






IMPROVED AGITATOR 


Here’s sales dyna- 
mite — Exhaustive 
tests PROVE Ameri- 
can Beauty is easiest 
in the world on 
clothes! ‘“Easy-touch”’ SAFETY 
wringers. And for speed, effi- 
ciency, and durability, American 
Beauty can’t be topped. 


American Beaty 


* Made by an aggressive, alert manufac- 
turer with whom leadership is a habit. 


* A line of 10 models with powerful sales 
appeal —in EASY $5 STEPS — with a 
REAL LEADER model. 


*A merchandising program built to fit 
the dealer’s individual needs. 


*Every model can be demonstrated to 
advantage against ANY OTHER make 
priced $5 to $10 higher. 

* A line you can sell, deliver, and forget. 


Why not really cash in on your 
sales effort? GET COMPLETE 
American Beauty FACTS! 


GETZ POWER WAS6HER CO. 
2536 Wainut St., Morton, Illinois 


Ameucan Beauly 
WASHERS ” 
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Coming 
Events 


Eastern Hardware Golf Association’s 
Second Annual Tournament, Cavalier 
Hotel, Virginia Beach, Va., May 14 to 
16 inclusive, 1936. H. L. Gilliam, sec- 
retary-treasurer, 50 Church St., New 
York City. 


French Lick Hardware Golf Tourna- 
ment and Skeet Shoot, French Lick 
Hotel, French Lick, Ind., May 8 to 10 
inclusive, 1936. J. G. McFarland, sec- 
retary, 5689 Winthrop Ave., Indian- 
apolis, Ind. 


Louisiana Retail Hardware and Im- 
plement Association, Annual Conven- 
tion and Exhibition at New Orleans, La., 
June 15, 16 and 17, 1936. A. H. Aucoin, 
executive secretary, 336 South Rampart 
St., New Orleans. 


Mississippi Retail Hardware Associa- 
tion Annual Convention, Edgewater 
Gulf Hotel, Biloxi, Miss., June 15 to 17 
inclusive, 1936. John F. Jennings, sec- 
retary, 307 Standard Life Bldg., Jack- 
son, Miss. 


National Retail Hardware Associa- 
tion Thirty-seventh Annual Congress, 
Hotel Chalfonte-Haddon Hall, Atlantic 
City, N. J., July 20 to 23 inclusive, 
1936. H. P. Sheets, managing director, 
130 East Washington Bldg., Indianap- 
olis, Ind. 


Southeastern Retail Hardware and 
Implement Association 22nd Annual 
Convention and Exposition, City Audi- 
torium, Atlanta, Ga., May 19 to 21 in- 
clusive, 1936. H. M. Simmons, secre- 
tary, 317 Ten Forsyth Street Bldg., 
Atlanta, Ga. 


Texas Wholesale Hardware Associa- 
tion 41st Annual Convention, Galves- 
ton, Texas, June 19 and 20, 1936. On 
the first day of the convention the asso- 
ciation will hold a joint meeting with 
the Texas Hardware Boosters. Earl P. 
Singleton, secretary-treasurer, Texas 
Wholesale Hardware Association, P. O. 
Box 588, Fort Worth, Texas. 


Triple Convention of the Southern 
Supply and Machinery Distributors’ 
Assn., the American Supply and Ma- 
chinery Manufacturers’ Assn., and the 
National Supply and Machinery Dis- 
tributors’ Assn., Hotel Ambassador, 
Atlantic City, N. J., May 11 to 13 in- 
clusive, 1936. Secretary, National As- 
sociation: H. R. Rinehart, 505 Arch 
St., Philadelphia, Pa. Secretary, Amer- 
ican Association: R. Kennedy Hanson, 
916 Clark St., Pittsburgh, Pa. Secre- 
tary, Southern Association: Alvin M. 
Smith, c/o Smith-Courtney Co., Rich- 
mond, Va. 


The Hardware Association of the 
Carolinas Annual Convention, Charles- 
ton, S. C., June 9 to 11 inclusive, 1936. 
Headquarters and sessions: Francis 
Marion Hotel. Arthur R. Craig, secre- 
tary, 803 Commercial Bank Bldg., Char- 
lotte, N. C. 











Gray-Diamond 2 
Welded Fabric— 


(Patented) 
Made by Wickwire 
Bros. new special 


welding process — 
much stiffer and 
stronger than any 
twisted netting or 
woven wire cloth. 


Each mesh is firm, 
uniform and rust- 
resisting, because 
produced from cop- 
per alloy open 
hearth steel wire. 
We control every 
operation from raw 
material to finished 
product. 

Furnished hot gal- 
vanized or green 
painted in 150 ft. 
bales, 2, 3 and 4 ft. 
wide in 1 and 2 in, 
mesh. In great de- 
mand for many 
uses, 





Ask your Jobber for Prices 


STEEL PRODUCTS 
“NATURAL GAS now used in our fur- 
naeces produces very low sulphur stee! which, 
together with a copper alley, reduces cor- 


OTHER 





THIS TRADE MARK 
THE KEY TO PROFIT 


The above trade mark has identi- 
fled HAMMOND Products for 
more than 60 years. During all 
these years, this line has held the 
confidence of farmers and home 
gardeners. This year, the adver- 
tising is more extensive than ever 
before—in Farm Papers, Garden 
Magazines and Sunday Newspapers 
having Garden Departments. 


The profit margin is the largest 
obtainable on any nationally ad- 
vertised line of horticultural 
chemicals, 

SLUG SHOT DUST 


The Original Non-Poisonous In- 
secticide Now Contains Stabilized 
Rotenone Dust. 


Liquid SLUG SHOT 


Non-Poisonous Insect Spray and 
Effective Fungicide. 


GRAPE and ROSE DUST 


For Black Spot on Roses and Control 
of Other Fungi. 


HAMMOND’S WEED KILLER 
A Steady and Consistent Seller. 
Write for Prices and Discounts 


HAMMOND PAINT & CHEMICAL CO. 
46 Ferry St. Beacon, N. Y. 
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__NORTON ABRASIVES | 





hestones for 
Every Purpose .. 
and Every Purse 


Every farmer and gardner in your vicinity 
can find the exact stone in the NORTON 
ABRASIVE line to suit his requirements; his 
ideas of size, shape and weight; and his 


__ purse. 
il I9STONES  10c to $1.00 each 
BOTH ELECTRIC FURNACE and 
NATURAL GRIT STONES 
Make this box your 7 LEADERS in COUNTER DISPLAYS 


STAR SALESMAN 


@ NOW is the time! Send for 1936 illustrated folders. 


BEHR-MANNING - TROY. N. Y. 


(DIVISION OF NORTON COMPANY ) 


BEHR-MANNING e TROY, N. Y. 
Please send illustrated literature on NORTON SCYTHESTONES for 1936. 


Firm by. 
Street City State HA-576 
































FACTORING 


A careful analysis of our ser- 
vice has shown many manu- 
facturers its benefits. You, too, 
can weigh its advantages after 
reading our booklet, “The 
Factor Finds Fresh Fields.” > 
Mail the coupon below 
for your copy of this inter- 
esting booklet. 


Commercial Factors Corporation 
TWO PARK AVE. NEW YORK CITY 





COMMERCIAL FACTORS CORPORATION, Two Park Ave., New York 
Send your booklet, “The Factor Finds Fresh Fields’, and other pertinent facts on factoring. 


ON cSt hcacintnvsaiabsinaa lacoste cain ibaa ntaailaaeiles ashe 
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Great Trees From Little Acorns Grow 


in New York. Probably New 

York is the worst place in 
the world for any strangers to 
come to hunt for a job. But the 
other day a bright young fellow 
of about 25 dropped in to see me 
and said he was seeking a job in 
New York in the drug business. 
“You see,” he said, “I had a job 
in a drug store upstate, but they 
are reducing expenses and they put 
a member of the family just home 
from school in my job. I had 
saved up a little money so I 
thought I would come down to 
New York and hunt a job. Can 
you help me?” “Well” I in- 
quired, “what has your experience 
been?” I supposed he would tell 
me that he had been a sales mana- 
ger, a vice-president or sume sort 
of executive. Almost everybody 
who asks me about a job is an ex- 
ecutive. His answer, however, 
was that for the last year he had 
been a retail drug clerk, working 
on the day shift part of the time 
and on the night shift the rest of 
the time. Before that he was a 
truck driver and after being a 
truck driver for quite a while they 
put him on the delivery car of the 
retail drug store. He decided to 
study the business and see if he 
could not take orders at the same 
time he delivered them. He took 
a good many orders and got to 
know all the customers on his 
route very well. However, that did 
not do him a bit of good when the 
cousin from school needed a job. 


iz IS pretty hard to get a job 


“Do you mean to tell me,” I 
said, “you were actually a truck 
driver and a delivery man?” 
“Yes,” he said, “and I liked those 
jobs very well. They were out of 
doors. I met a lot of people. As 
a matter of fact, I think I pre- 
ferred the job of delivery man to 
that of retail clerk in a store. 
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Probably if I had stuck to that 
job I might still be there because 
that cousin from school might 
not have cared to be a delivery 
man, but he did like the idea of 
being a retail clerk.” 

“Well, well,” I said, “I am so 
glad to learn that you are not an 
executive because it is very diffi- 
cult these days to get jobs for ex- 
ecutives.” Then I wrote a letter 
to one of my friends in a whole- 
sale house here in New York. I 
told him that this letter would be 
presented by a most unusual 
young man who was seeking a 
job. He was not an executive, and 
admitted he had been a_ truck 
driver, and a delivery man. Then 
I suggested to my friend as way 
back in the past someone had 
helped him get a job, that he try 
to help out this young fellow. 


P.S.—He Got the Job 


I must admit the next day when 
this young man dropped in again 
and told me he had secured a job 
with this wholesale drug house 
and was going to work the follow- 
ing morning, that F was agree- 
ably surprised. He came around 
to thank me for my interest, which 
he said was most unusual because 
I had never seen or heard of him 
before. “That’s all right,” I said 
to him, “the way you excited my 
interest was because you admitted 
you were not an executive.” 

My young friend must have 
made good, because I have not 
heard from him since. However, 
one point that struck me in addi- 
tion to the fact that he drove a 
truck was that after he got the 
job he took the trouble to thank 
me. This is something unusual. 


* * * 


I wrote an article some time 
ago on how electricity was sup- 


plied to the city of New York. 
How they take care of the peak 
load by connecting up with Ni- 
agara Falls, etc. I got this infor- 
mation from one of the leading 
electrical engineers in the city. A 
retail hardware man out west who 
also deals in electrical supplies 
and is interested in electricity 
wrote and asked me a lot of ques- 
tions about the matter in the ar- 
ticle. I turned this letter over to 
the engineer who had given me 
the information and he was good 
enough to take the time and trou- 
ble to write about ten pages tell- 
ing a lot of inside dope about 
kilowatts, high voltage, etc. I 
sent this letter to the hardware 
man who had written me, and | 
personally wrote a letter to the 
engineer thanking him for his 
time and trouble. But the hard- 
ware man must have lost my ad- 
dress because I never heard from 


him. 
* * * 


Another hardware man in a 
small town wrote and told me he 
had to make a speech before the 
Rotary Club. He wished to know 
if I would not help him out. So, 
being in the mood, I wrote a 
speech that I thought was amus: 
ing. I had all the articles in a 
hardware store tell about their ex- 
periences, and devoted special at- 
tention to the items in a hardware 
store that customers always wish 
to borrow. Asa matter of fact, as 
I remember it, I suggested that 
this hardware dealer tell the mem- 
bers of the Rotary Club that he 
was not in the hardware business 
to sell tools but just to loan them. 
I thought it might make a good 
opening and get a laugh. Then 
I wrote about the origin of hard- 
ware names, etc. I thought this 
was a real good, funny speech that 
would cheer up the Rotarians. 


HARDWARE AGE 











MA 











FOR MORE 
DOLLARS 
PER SALES 
SLIP... 


The “Waterless Cooker,” created and manufactured solely by 
West Bend, is a large unit sale with talking points that sell: 
1. Healthful cooking — better nutrition. 2. Cooked-in flavor ~ 
making foods more palatable. 3. A real convenience — watching 
is unnecessary. 4. Economy — a complete meal cooked at one time 
over one burner turned low. 5. Cool kitchen — since one burner 
turned low does all the work. 

A display of the Waterless Cooker in your store will result 
in sales at a good margin of profit. For details, ask for sup- 
plement to the 25th Anniversary catalog! 


. 


Cllumtnum 






WEST BEND Wal 
Dept. 305 [aarp 


ALUMINUM CO. 
WEST BEND, WISCONSIN 

















~-(CHICAGO)~ 
SPRING HINGES 


Compare the Value 
of 


“Premier” Spring Pivot-Hinges 








It is the value received by your cus- 
tomer, in return for his money, that builds 
goodwill for your business. 

By comparison “Premier” Spring Pivot- 
Hinges represent a value which architect 
and contractor are quick to recognize. 


Send for New Catalogue No. H47 


Chicago Spring Hinge Compang.; 


CHICAGO NEW YORK 
U.S.A. 











HOLTITE 
MACHINE SCREWS 


Strong-Accurate- Uniform 


Stock the complete 
HOLTITE Line 
Sold through 
Hardware 
Jobbers 





CONTINENTAL SCREW CO. 


Office & Factory 


WESTERN BRANCH 
6529 Russell Street 
Detroit, Michigan 


SOUTHERN BRANCH 
142! Fort Street 
Chattanooga, Tenn. 


NEW BEDFORD 


Massachusetts 





Sales made quicker 


from this New 


CORBIN) pADtock 


DISPLAY BOARD 


Colorful—attractive—effectively dis- 
playing five popular priced CORBIN 
PADLOCKS. 


Place this new display board in a 
conspicuous place in your store and 
it will repay you many times in ready, 
profi table sales. 


ORDER YOURS TODAY! 


Size of Display Board 18” High, 


4!/,” Wide, 3” Thick. 


Lacquered Bright Orange with Black 
Border. 





No. 5029 Asst. 


CORBIN CABINET LOCK COMPANY 


The American Hardware Corporation Successor 


NEW BRITAIN, CONN., U.S.A. 


NEW YORK CHICAGO PHILADELPHIA 
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But I don’t know whether the 
speech was ever used or not. This 
hardware man never even ac- 
knowledged receipt of it. 

A hardware man from the 
South Sea Islands dropped in to 
see me a few years ago. In the 
course of our conversation, he re- 
marked that his wife had a beauti- 
ful voice. I said that I hoped 
some day I could sail for the 
South Seas, call on him and hear 
his wife sing. About three 
months after that I received a 
package from the Hawaiian 
Islands. Upon opening it I dis- 
covered it was a victrola record 
of his wife’s voice. That evening 
in my home we all enjoyed the 
singing of this lady from the 
South Seas. She had a beautiful 
voice. 

Today I had planned to write 
an article on price maintenance. 
Before me I have some very inter- 
esting matter by a legal expert on 
what bearing the recent sugar de- 
cision would have in the fixing of 
prices. I had gathered these 
papers with a good deal of care. 
I put them on top of my desk and 
got ready to dictate. And then 
somehow I thought of all the 
thousands of little retail hard- 
ware dealers and I wondered 
whether they really cared any- 
thing about the sugar decision or 
not. Of course I know some large 
corporations may be interested. 
But somehow today my thoughts 
are all about the little fellow, and 
I have not the slightest interest in 
large corporations. 

One of my recent visitors was 
a young clerk who had been work- 
ing in a hardware store for some 
years and had saved up $3,000.00. 
He was not married, lived with 
his mother, and did not intend to 
get married, so he told me, until 
he was firmly established in busi- 
ness. Wise boy! Now he is look- 
ing for a location in the vicinity 
of New York City. We talked it 
all over. The question uppermost 
in our minds was whether it was 
better to get a large store at a low 
rental on a side street, or a 
smaller store at a higher rental in 
a good location. I advised him 
to make a start in a small store in 
a good location. He objected, 
however, to the fact that in this 
location, just a block away in 
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fact, there was a large, old estab- 
lished retail hardware business. 
My answer to this was that in my 
own experience the proximity of 
a large store as a competitor, in- 
stead of being a drawback in 
many respects was an advantage. 
A large store draws people to the 
locality who need hardware, who 
are hardware minded. Possbily 
the little store with good show- 
windows might draw some of this 
trade. 

The large store, I reminded 
him, was depending upon clerks 
to sell its customers, while in his 
store, being the proprietor and 
sole clerk as well, he would be 
right up in front and the chances 
are he would give the customer 
more attention than the clerk who 
was working by the week. It has 
been my observation in a good 
many stores, especially the large 
ones, that the clerks seem to de- 
vote a lot of their time talking to 
each other about where they were 
the night before and what they 
did. Therefore, after quite a long 
conversation, he decided to go out 
and hunt for a good location. 


More Cigars 


Within a week he was back 
again. He took three cigars out 
of his pocket and deposited them 
on my desk. He told me he no- 
ticed that I was fond of smoking 
and, while he did not smoke him- 
self, he picked up these cigars for 
me on his way to my office. So 
I lighted one of his cigars and we 
resumed our discussion. He told 
me that he had called on a real 
estate agent out in the suburbs 
and this agent had taken him in 
his car and shown him several lo- 
cations. Then he inquired if he 
should decide to take one of these 
locations would he have to pay 
that real estate agent a commis- 
sion. I told him if that agent 
could prove that he had taken 
him around and introduced him 
to the landlord, a commission 
would have to be paid. Well, he 
remarked that he had thought the 
real estate agent was just being 
friendly until the owner of one of 
the buildings told him if he rented 
a store from him he would not 
pay any commission. If any com- 
mission were paid our prospective 


hardware dealer would have to 
pay it. “Well,” I said, “that is 
one thing here in New York you 
have to look out for. People have 
a habit of expecting commis- 
sions.” 


My young friend took his de- 
parture but in a few days he was 
back again. He had three more 
cigars. This time he had just 
about decided on a location and 
was ready to buy his stock of 
hardware. “Where do you expect 
to buy your stock?” I asked him. 
I was very much surprised when 
he replied that he had met a num- 
ber of manufacturers’ salesmen 
and he proposed to buy direct 
from the manufacturers as he 
could save the jobber’s profit. 
“But my dear boy,” I said, “it 
seems to me that with a small 
store such as you will have, it 
will be your idea to carry just as 
great a variety of goods as your 
money will buy. If you buy from 
manufacturers, you cannot buy 
each item in fractions of a dozen. 
Don’t you think if you start buy- 
ing from manufacturers you will 
soon find your money used up and 
will not have anything like the 
assortment you should have in 
this small store?” Then I asked 
him if he knew anything about a 
certain hardware jobber. I said 
the reason I spoke of them was 
because I had heard they have a 
wonderful delivery service, and 
that when goods are bought from 
them on one day they are deliv- 
ered by truck the next day within 
a radius of fifty miles from New 
York City, all this without any 
extra charge. 

Yes, he had heard of this house. 
The concern he was formerly with 
bought goods from them and they 
gave wonderful service. But he 
said it takes money to give service 
like that and if he bought from 
them naturally he would have to 
pay for the service in the price 
of the goods. I said that unfortu- 
nately that was true. That my 
experience in this world had 
taught me that I usually had to 
pay sooner or later for what I 
got. Then I said:—“Since we are 
discussing buying for your store, 
what do you think would be the 
average size of your orders to 
this hardware jobber if you 
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No. 4031 
Illustrated 
Actual Size 


a NITE LOCK 


Better Than Any You’ ve 4 
Ever Sold Before! af 














Circular 
Keyhole 
Are you looking for something 
better for your customers . . . 
something new and different. . . 






offer? That’s the way to win 
trade these days. The ACE Nite- 


your favor at first glance. 7 
Pin tumbler cylinder, operated 
with unique ROUND KEY fit- 
ting a cireular keyhole. Quality 
built throughout . . . and priced 
for volume selling. Write for 





“The Lock with illustrated circulars and full de- 
the ROUND KEY” tails. 
2024 N. RACINE AVE. CHICAGO 








ALLIGATOR 


MARK AEG. U.S. PAT. OF! 


STEEL BELT LACING 


For belts of all kinds and sizes. 
Genuine ALLIGATOR STEEL 
BELT LACING is stocked by 
leading jobbers and listed in 
their catalogs. Not sold by mail 
order companies under its own 
or any other name. Specify 
“Genuine Alligator Steel Belt 

Lacing.’’ Order 

through your jobber. 


Sole Manufacturers 


FLEXIBLE 
STEEL LACING CO. 
4616 Lexington Street, 


In England at 133 Finsbury Pavement, Londen, EC 2 
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that the store next door can’t | 


Lock has so many selling fea- | 
tures that influence customers in | 


| 














ESTABLISHED IN 1854 
82 Years Continuous Service 


WARWOOD 


DEPENDABILITY — UNIFORM QUALITY 
HAVE WITHSTOOD THE TEST OF TIME 


PICKS — MATTOCKS — HOES — WEDGES 
HAMMERS—MAULS—ADZES—SLEDGES 
CROW BARS 
TRACK TOOLS — MINING TOOLS 


WARWOOD TOOL COMPANY 


WHEELING, WEST VIRGINIA 

















PREMAX 
BOAT NUMBERS 


Meet the New Federal Requirements 
Three-inch 


A Ci? ree Embossed 
wes Letters and 
pe 4 Cy . Figures lac- 


. =, IQ) quered to 


prevent tar- 

=~ iy) nishing. Big 

fo) Lord | séllers ev- 

may erywhere — 

aprofititem. 

Assortment contains 10 letters and 90 fig- 
ures in display case as illustrated. Price 
$4.20 complete with pins. Your jobber or 


sent direct. 


Send for New Catalog of Embossed 
Metal Letters, Figures and House 
Numbers 


PREMAX SALES DIVISION 
Chisholm-Ryder Company, Inc. 
3800 Highland Ave. Niagara Falls, N. Y. 
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mite 


—that the merchandise 
in your store is always 
fresh and in good con- 
dition. How? Just... 


POINT OUT THE “DATE- 
LINE” WHEN YOU SELL 
“EVEREADY” BATTERIES 


“EVEREADY” 
BATTERIES 
ARE FRESH> 
BATTERIES 


























models as low as $3.00 list. 
Write for our complete catalog. 
SIGNAL ELECTRIC MFG. CO. 
Menominee, Michiaan 





A FAN YOUR CUSTOMERS WAN Tim 


For an exceptional value in a 12-inch 
A.C. Oscillator this COOL SPOT fan 
at $14.75 list cannot be equaled. 
There’s real Signal quality in its con- 
struction. It delivers 840 cubic feet of 
air per minute. Other COOL SPOT 


bought from him?” He answered 
that possibly his orders would not 
average more than $10.00 each. 
How much more do you think 
you would have to pay this jobber 
than a manufacturer on a $10.00 
order? I asked. About 5%” he 
replied. 

“In other words,” I said, “you 
would have to pay this jobber 
about fifty cents more for a ten 
dollar order than you would pay 
a manufacturer, for the privilege 
of selecting what you needed from 
the entire stock of this jobber and 
then having the goods delivered 
within 24 hours by truck. I hap- 
pen to know that the average re- 
tail hardware dealer’s order, in 
the vicinity of New York, is not 
much more than half of ten dol- 
lars, and for the privilege of buy- 
ing $5.00 worth of goods when- 
ever he wants them, the retail 
dealer only pays (in prices) 25 
cents for such service.” 

“If I were in your place, young 
fellow,” I added, “I would go 
very slowly indeed about buying 
direct from manufacturers. I 
would make an alliance with some 
first-class jobber and I would use 
his stock as my own. If you had 
his catalog on your counter no 
doubt you could make many sales 
from the catalog, delivering the 
goods the following day.” 

“There is, of course, a good 
deal of logic in what you say,” he 
replied,” and probably now that 
I am about to buy my stock I will 
buy half of it from the local job- 
ber and the other half from manu- 
facturers. You see,/I wish to es- 
tablish myself with certain manu- 
facturers because I want their line 
of goods.” 

“Well,” I told him, “I have 
seen a good many small retailers 
in small stores succeed and I have 
also seen a good many fail, and 
it is my judgment, just for what it 
might be worth, that I would buy 
from the jobber at least until my 
business had expanded to such an 
extent that I found it necessary 
to move into a larger store. By 
buying from a jobber, you can 
carry a greater variety of goods 
in your little store, make your 
money go further, and not run the 
risk of being stuck with unsalable 
goods in large quantities. The 
trouble with buying from a manu- 








THE SIGN OF GOOD SEED 


PLUS 
ATTRACTIVE 
ADVERTISING MEDIUMS 
MEAN 


MORE PROFITS 
TO 
yOu 


F. H. WOODRUFF & SONS 


MILFORD, CONNECTICUT 








TOLEDO, OHIO —-- BELLEROSE, L 1 ..% 
SACRAMENTO, CAL ATLANTA, GA 


AT LAST! 
STAINLESS STEEL WARE 


AT POPULAR PRICES and 
50°, MARGIN TO DEALERS 


ASK YOUR 
JOBBER TO SHOW YOU HIS 
LATEST INTRODUCTORY OFFER 


And | 


STAINLESS STEEL PRODUCTS CO. 
LaGrange, Illinois 
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Increase your sales 
and profits with 
Nationally Known 


SPORTS EQUIPMENT 


BASEBALL 
SOFT BALL 
TENNIS 
GOLF 


Catalogue sent on request 





THE P. GOLDSMITH SONS, INC 
OQHN 


H € FINODLAY STS. CINCINNATI, OHIO U.S.A 











It’s New... DRIPLESS Penetrating Oil 
A VIRGIN FIELD OF PROFITS 


Door-Ease Dripless Penetrating Oil. “Runs in . . . will not 
run out.” Penetrates faster than ordinary lighter oils. Con- 
geals into a full-bodied, lasting lubricant that 
put.” No after flow. Not affected by atmospheric 
temperatures. {| For sewing machines, lawn mowers, 
electric motors, typewriters, fishing reels, door 
hinges, door locks, windshield wipers, automobile 
door hinges and any place where a super-pene- 
trating oil is required, it lasts longer and pro- 
vides truly efficient lubrication. Will clean 
and protect firearms better than ordinary 
oils, leaving a high viscosity all mineral 
lubricating film that prevents rust and 
wear. {It offers substantial profits 
to the hardware merchant, as it is 
properly g merchandised, 
priced ff right, a sure re- 
peater [— which produces 


good i i 


RUNS IN | 
INSTANTLY ae LONGER 


= 
FREE FOR DEALERS ONLY Write on Company letterhead far free 


sample in new type ‘Controlled Flow’’ 4 oz. refillable oiler, as 
illustrated, which supplies either drop or stream. Sells at 25c 


FOR SALE BY JOBBERS EVERYWHERE 


AMERICAN GREASE STICK 
MUSKEGON COMPANY MICHIGAN 
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HARDWARE 
CATALOGS Fees. 
HARDWARE COM) 
are our vARE OM 


SPECIALTY 


| Banish your compiling troubles, 


















|= let our Catalog Division 
handle the job in its entirety. 
| The cost is no more, - you get 


an outstanding job of com- 





piling, printing, and binding. 
THE 
NORTH 
AMERICAN 
PRESS 


HARDWARE CATALOG SPECIALISTS 
728 N. 7th St. .. Milwaukee, Wis, 
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HAND 
GARDEN 
TOOLS 


It's eye-appeal that attracts your customers’ attention 
—but it’s quality and dependability that makes them 
buy. This spring you will stock all three when you 
display TRUMP Garden Tools. 












|  Eye-appeal—gay, chrome green color, plus the durable, 
new NO-MAR finish and the strength of 18-gauge 
steel, heat-treated, satisfies your customers that 
TRUMP’S the buy. 


Order TRUMP hand Garden Tools, either individually 
or in the three-piece set, from your jobber today. 





ANIMAL TRAP COMPANY OF AMERICA 


| LITITZ, PA. NIAGARA FALLS, ONT. 
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Profit BY 
PREFERENCE 


Parents know Columbia 
bicycle quality. Boys are 
being told about the 
brilliant new models in 
National Advertising. 
You stock Columbias 
and profit by their pref- 
erence. Write today for 
information about the 
new Columbia franchise. 


BICYCLES 


THE WESTFIELD MFG. CO. 
Westfield, Mass. 





STANLEY’S 
CROW 
REPELLENT 


PROTECTS SEED CORN 


from Crows, 
Pheasants, 
Blackbirds, 
Larks, andall 
other corn-pull- 
ing birdsand 


animal pests, 
such as Moles, 
Gophers, Wood- 
chucks, Squir- 
rels, etc. 


WRITE FOR COMPLETE INFORMATION 


Manufactured only by 


The Cedar Hill Formulae Co. 


P. O. Box 1129 P 
New Britain, Conn. 














facturer, as you will find out, is 
that he has a regular price for 
small lots and will offer you an 
extra discount for larger lots, and 
the first thing you know you will 
be taking the larger lot to get the 
lower price.” 

“Don’t forget, my friend,” I 
concluded, “that every dollar you 
put into merchandise bears an in- 
terest charge. Whenever you buy 
goods that do not move, when you 
carry them on your shelves a 
year, you should add 6% to the 
cost of these goods to cover the 
interest on the money you have 
invested in them.” 

I am afraid I made a very bad 
impression with this talk because 
I have not seen my young hard- 
ware friend since. I am wonder- 
ing how he is getting along. 


Just Among 
Ourselves 


(Continued from page 39) 


natural for the basic, front line, 
majority group to receive the 
benefits. But it isn’t so in most 
cases. Many of the arguments 
about less costly selling are par- 
tially correct, but that’s only a 
phase of the story and often repre- 
sents a mere alibi by the offend- 


ing party. 


Rebuttal— 


There is, however, some merit 
to the complaint aired by several 
manufacturers at the Memphis 
Convention. They said sales poli- 
cies that would stand scrutiny re- 
ceive no support from the very 
wholesalers who protest the loud- 
est. If there is any foundation for 
this complaint, it is easy to under- 
stand why many producers seem 
so indifferent to the pleas of in- 
dependents when this subject is 
under discussion. 





Tree Surgery Supplies 


Is the name of a new catlog, No. 22, 
on tree trimming equipment. It includes 
illustrations and description of differ- 
ent type tree trimmers, pole saws, safety 
equipment, saws, saw tools, hand prun- 
ers, lawn and hedge trimmers, grafting 
and budding knives, etc. Price lists in- 
cluded. Bartlett Mfg. Co., 3003 East 
Grand Boulevard, Detroit, Mich. 











TOOLS 
by MAYDOLE 


More and more workmen everywhere 
are insisting on Quality Merchandise. 
That’s one reason why _MAYDOLE 


TOOLS sell so readily. 


Demanded by skilled mechanics for over 
a century because of their high quality 
—Maydole Hammers, Chisels, Wrenches 
and Punches are still the choice of those 
who appreciate quality tools. 
As in the past, the Maydole line con- 
tinues to be sold only thru the recog- 
nized Hardware Distributors and 
Dealers. 
Maydole Sales Representatives 
SURPLESS-DUNN & COMPANY 
74 Murray Street 34 No. Clinton St. 
New York, N. Y. Chicago, 11l. 
JAMES A. RIORDAN COMPANY 


1600 East 7th St. 955 Bryant Street 
Les Angeles, Calif. San Franeiseo, Calif. 


DAVID MAYDOLE 
TOOL CORPORATION 


NORWICH NEW YORK 











Patented 


EHL 


Stay Fasteners 


Ideal type of fastener for all wood 
joints—a strong, permanent, tight 
fitting joint—easily, quickly, and at 
low cost. 


NEW DESIGN—IT CLINCHES 




















25¢ and 10¢ boxes 


PACKED IN UNUSUALLY ATTRAC- 
TIVE DISPLAY CARTONS 


Write for Dealer Prices 
Wright Products 
Manufacturing Co. 


2101 Kennedy St. 
N.E., 
Minneapolis, 
Minn. 
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Air Full 
Dried Strength 


For SPRING 
PAINTING 


and House 
Cleaning 


When you con- 
sider that Men 
and Women risk 
their lives on 
ladders, how im- 
portant it is that 
you sell ladders that are 
made strong and safe for 
the purpose intended. 

The famous Babcock 
Spruce Ladders are AIR 
DRIED which insures 
Full Strength and SAFE- 











TY in every ladder. 
Order early for Spring / 
| trade. 
Write for Latest Booklet J 
Extension and Price List aaa 
W. W. BABCOCK CO., Bath, N. Y. 














The Rooster trademark in every bale of Wright netting makes 


users ask for more of it by name. It is so evenly woven that 
it is erected easily and its quality speaks for itself continuously. 
Its heavy galvanizing makes it last. Users appreciate this high 
quality netting. Copper bearing steel exclusively. 


G.F.Wricut STEEL & WirE Co. 


WORCESTER, MASS., U. S. A. 


New York - 


WIRE NETTING 
CHAIN LINK FENCE 


Atlanta +* Chicago - Los Angeles 
WIRE CLOTH WIRE LATH 
WIRE CLOTHESLINES 
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NOTHING LIKE "EM 


1 NOTHING LIKE THE 


HOATZIN 


THIS HEAVILY EYE-LASHED 
BIRD HAS CLAWS ON ITS 
WINGS. IT SWIMS, CLIMBS 
TREES AND FLIES. 














~ 


O/L EITHER 


THIS 1S THE QNE OIL 
MADE SPECIALLY FOR 
ELECTRIC REFRIGERATOR 
AND WASHER MOTORS 
NOTHING LIKE IT ON 
MARKET. FEATURED 
(N COLLIER’S — 
PUSH IT AND PROFIT. 














GULF ELECTRIC-MOTOR OIL 


Write Gulf Petroleum Specialties, Gulf Build- 
ing, Pittsburgh, Pa., for further information. 


FOUR FAST SELLING WATCHES 


AT YOUR JOBBER’S 
ORDER TODAY 
<— FAD 


MEN’S WRIST WATCH 


Thin-model chromium 
case, smart two-tone 
etched silvered dial. 
Choice of adjustable 














NEW HAVEN 
POCKET WATCH 





BROWNIE—> Streamline case, two-tone sil- 
vered dial, black numerals 
EXTRA THIN at a ae crystal. Sunk 
second dial. $1.50 retail 
WRIST WATCH 
FOR MEN 


Chromium case, two-tone 
silvered dial, unbreakable 
crystal, dependable, rug- 
gedly constructed move- 


ment. Adjustable ch wat 
a ian _ ome MODEL A > 
POCKET WATCH 


strap. $4.00 retail 

A new model in thin, 
very compact, dust-proof 
case. Two-tone etched 
dial, sunk second dial, 
unbreakable crystal. $1.25 
retail. 












NEW HAVEN clock co. 
NEW HAVEN, CONN. 
@ 





Prices slightly 
higher on the 
Pacific Coast 
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Second Annual Merchandise Fair 





Held by Supplee-Biddle, Phila. 


Wholesaler is host to 2,000 dealers during two weeks 

merchandise and display exhibit at warehouses. Special 

trains and cars bring delegations from nearby cities. 
Recreation features and entertainment included. 


r NHE Supplee-Biddle Hardware 
Co., 511 Commerce St., Phila- 
delphia, Pa., was host to more 


than 2,000 of its dealer-customers 
during the Second Annual Merchan- 





dise Fair sponsored by this whole- 
saler, March 23 to April 4, 1936. 
The dealers from Washington, Balti- 
more and Wilmington came in spe- 
cial cars and a complete special train 
brought a delegation of nearly 200 
from New York City. Special days 
were set aside for dealer groups 
from these respective areas with the 
company’s local salesmen in charge 
of transportation, acting as official 
hosts. This plan permitted a high 
degree of personalized attention and 


The photos on this 
page and on page 
132 are views taken 
at the Supplee- 
Biddle Merchan- 
dise Fair, Left: 
Peter MacLaren, 
champion wood 


chopper, demon- 


strating the Plumb 
axe at the Fair. 





avoided overcrowding at the ex- 
hibits. 

There were 101 factories repre- 
sented with displays dominating the 
main floor of the company’s offices 
and warehouses. Refreshments were 
served all day, each day, in the cir- 
cus tent, which provided a novelty 
touch to the affair. Other recre- 
ational features included a shooting 
gallery, fancy roller-skating demon- 
stration, an archery range, ping pong 
tables. The circus tent had sawdust 
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STOP: -LooK: 


Temares  CUPRINOL 
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Counter 





Display 





to 


Sell 
CUPRINOL 


Reg. U. S. Pat. Off. 


Preservatives for WOOD and CANVAS 


Consumer advertising is creating immediate interest in this 
easily applied and lasting preservative against mildew, wet and 
dry rot, fungus growth and insects, including termites. For the 
house, farm or boat owner, the painter and carpenter. 


“Cuprinol for Wood," green color or clear. "'Cuprinol for Can- 
vas," clear only. Pts. 75 cts., 12 cans in display cartons, $9.00 less 
33 1/3%; Ots. $1.15, 6 cans to a carton, $6.90 less 33 1/3%. 


Excellent as a Priming Coat Under Paint 


Through Your Wholesaler 





Inc. 


Curdnos CUPRINOL, 
a, 1190 Adams St. 





Boston, Mass. 











Sell Them 
by the set 





Sets of 9, 11, 17 bits are fur- 
nished in compact cases for 
the convenience of the users. 


It isn’t hard. Every mechanic needs the entire set in his work, and it 
resolves itself to a question of selling him once or seventeen times. Bring 
out the value of the case, its use in keeping the bits in order and near at 
hand, preventing loss, etc. Try it. 

Forstner Bits are the only bits that are not dependent on a center or a 
level to guide them. They cut from the outer rim. The entire surface is 
at work ali the time, no jagged ends; every part of the work is smooth and 
polished. They bore their way through hard, knotty, cross grained wood, 
leaving a smooth hole and clean, polished surface. 


Let us send you catalogues. Order through your jobber or direct. 


The Progressive Manufacturing Co. 
TORRINGTON, CONN., U. S. A. 
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Jobbers—Make Your Xmas 


GLOLITE PLANS 


NOT TOMORROW— NOT NEXT WEEK 
BUT RIGHT NOW! 
















CATALOG PAGES AND ELECTROS 
FURNISHED—NO CHARGE 


tre GLOLITE CORP. 


226 SIGEL ST. CHICAGO, ILL. 























‘YES! It’s These Four Items 
He nasle olla aa a N OW | 





For All Gun Cleaning Sell 


HOPPE’S No. 9 


THe famous, original, all-popu- 
lar gun-cleaning solvent that 
removes BORE LEADING, metal 
fouling, all firing residue and 
PREVENTS RUST! Necessary for 
every firearm. QUICK, sure, easy, 
and safe to use. 


Cleaning is a Cinch with 
HOPPE’S Cleaning PATCHES 


Spotless, ready-cut, right size Canton flan- 
nel in a range of seven sizes. Steady sell- 
ers because most satisfactory. In attractive 
sealed dust-proof cartons. Sell them with 
every bottle of No. 9. 


HOPPE’S Gun 
GREASE 
Needed all year ‘round, 
to prevent rust in fire- 
arms not actively in use. 
Valuable for humid sum- 





All 
Gun Actions Need 
HOPPE’S OIL 


Specially refined for firearms. 
No adulterants. No acids. ALL 
OIL! Pure, light, penetrating. 
Won't gum. Great to clean 
and polish with. Best lubri- 
cating oil also for ALL home 
uses — bikes, baby carriages, 
door locks and hinges, all 
home machines. mer months. 

Check up on your stock now and order the Hoppe prod- 
ucts you need through your Jobber. 


FRANK A. HOPPE, Inc., 2314A N. 8th St., Phila., Pa. 
NEW YORK—Ed. W. Simon Co., Inc., 302 Broadway 
LOS ANGELES—H. L. Bowlds, 108 West 2nd Street 














Better PIPE TOOLS 


ETTER TOOLS and BETTER TO 
SELL for each is an improved tool, 
correctly designed, accurately machined 


and finely finished (cadmium plated). 


Widely advertised to pipe tool buyers 
and supported with metal signs and perma- 
nent displays and sales literature, here is 
a line that needs no fill-ins—the most com- 


plete line built. 


Solid Dies 
Solid Stocks 


Receding Threaders 
Standard 


Ratehet 
and Geared 


Barn 
a. Blade Cutter 


Ratchet Pipe Re 
All Steel Pipe Wreneh 
The tdeal Chain 


Wrench 
Chain Wrenches (5 
types) 


Write for 
Catalog P-35 


ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People” 


314 N. Francisco Ave., Chicago, U. S. A. 
New York San Francisco London 


ARMSTHGNG BROS. 













LISTEN MISTER? 








cover. Diameter 10”. 





Because 


durable chro 


mium plate. Everedy “SPEEDY CLEAN" 
Skillets are perfect fryers. Lleavy steel. 
Chromium plated. Four diameters—8”, 


9%”, 10%”, 11%”. 
SOLD BY JOBBERS EVERYWHERE 
Write Us Direct For Sample-On-Approval 


THE EVEREDY CO. jianikno 


If you've ever cleaned a Skillet, you'll 
know why 
EVEREDY “SPEEDY CLEAN” 
Cooking Utensils 
SELL ON SIGHT! 








Everedy’s “SPEEDY CLEAN” 
Chrome Plated Chicken Fryer. The 
All-Purpose Fry Pan. Self-basting 





foods 
do not cling 
to the mirror- 
like finish of 
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on the floors, pink lemonade, a ma- 
gician, Mae West impersonator and 
a general “big tent show” atmos- 
phere. This was used to display fea- 
tured merchandise values. 

Luncheon was served to out-of- 
town groups at a nearby restaurant, 
at which time a word of welcome 
was extended by William George 
Steltz, president of Supple - Biddle 


Hardware Company, who explained 
the purpose of the annual merchan- 
dise fairs as part of the firm’s pro- 
gram for helping its dealers meet 
current competitive conditions. Sales- 
men of the company and of the 
manufacturers exhibiting were on 
duty throughout the fair to help 
dealers with their merchandise, and 
display problems. 





Sales Promotion 


(Continued from page 106) 


much money and from a standpoint 
of net return you might be better 
off with your capital invested in low 
interest Government Bonds. 

Or, you can go back with a realiza- 
tion that we cannot hope to reach 
the consumer by means of the manu- 
facturer, jobber, dealer, system with 
a combined overhead expense mate- 
rially higher than that of the chains 
and mail order houses and expect to 
stop the growth of their strength 
and continued loss of business (rela- 
tively to the general national im- 
provement) on the part of the hard- 
ware trade generally. 

You can stiffen in your attitude 
towards manufacturers who aren’t 
playing the game fairly with you, 
put a little fear of God into your 
salesmen, more knowledge into their 
minds and selling facts on the tip of 
their tongues, clear up your own dis- 
play rooms first, as an example to the 
dealers in their own stores, and if 
you can do so make an effort to 
supply your dealers with some such 
service as I have discussed here to- 
day; work together as integral parts 
of a great industry, with a common 
need and a common purpose; as 
members of the same team playing 
the game against a common enemy; 
together face this common competi- 
tion, support prices instead of cut- 
ting them among yourselves, with 


the realization that the failure of 
any one hardware jobber is a loss 
to and a confession of failure upon 
the part of the entire wholesale 
hardware trade; get your own 
houses in order on_ distribution 
costs, project yourselves as much as 
you can wisely, sensibly, and with 
welcome on his part, into the retail 
store, never forgetting the clerks 
upon whom we all ultimately de- 
pend, stop competing with each 
other so much and together compete 
with the forces that would distribute 
hardware commodities through other 
wholesale and retail channels, and 
you will be a program of merchan- 
dising that will strengthen the whole 
cause of manufacturer-jobber and 
dealer distribution. 


Jar Vise And 1 Jar Wrench 


The Speedy Grip Jar Vise grips fruit 
jars at bottom leaving both hands free. 
It is made to fit three sizes and has 
a thumb-screw attachment for clamping 
to table. Made of basswood with cush- 
ion grip so as not to break jars and 
special spring plate that automatically 
throws vise open when lever is re- 
leased. Suggested retail selling price, 
$1. The Fruit-Belt Wrench is said to 
open and close any screw top fruit jar 
easily and without slipping or injuring 
the cover. Suggested retail selling 
price is 25c. each. The American Jar 
Vise Co., Fremont, Mich. 
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Mop 21 


THIS SPRING 


with this new design heavy duty 
mopstick especially designed for 
use with mop wringer pails. Made 
with malleable iron head and 
ferrule, heavy wire bail securely 
seated in 2%-inch ferrule; ma- 
chine cut steel ferrule nut. Brass 
screws and nuts supplied if de- 
sired. Head measures 7 in., 6% 
in. from ferrule to ball, wood han- 
dle is 54 in. 


No. 915. All metal parts black 
enamel except cadmium finish 
screw and wing nut. 


No. 916. All metal parts cadmium 
finish. 


Packed: 1 dozen in a bundle, % 
gross in crate. Crate weight 210 
pounds. 


© ORDER FROM YOUR JOBBER 


ARCADE 


HARDWARE 


ARCADE MFG. CO. | 
FREEPORT | 
| 





ILL. 














USA|[ITE FLASHLIGHTS and 
BATTERIES Sell and Repeat! 


Sales PROVE—and thousands of satisfied USALITE 
dealers everywhere KNOW that USALITE produces 
high quality, popularly priced, fast-selling flashlights 
and batteries—products that net them a substantial 
margin of profits year after year. 


A FLASHLIGHT FOR EVERY PURPOSE! 

A BATTERY FOR EVERY NEED! 
Modern—dependable— mechanically perfect—there’s a 
distinct high quality USALITE flashlight designed for 
every purpose—an extra duty battery for every need— 
USALITE NO. 55 LOK-TOP batteries with special 
bakelite top construction 
GUARANTEED to give hours 
and hours of extra service, and 
other quality brands—all popu- 
larly priced and packed in strik- 
ing self - selling merchandising 
displays to stimulate your sales 
and increase your profits. 

For greater year ’round flash- 
light and battery profits get 
behind the popularly priced, 
fast-selling USALITE line to- 
day! 

Big Eye Appeal — Plenty of 
flash. Profitable year-'round 
sellers. 
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Manufacturers of the famous ““SHO-BLO” self-indicating fuse plugs 
and USALITE MICKEY MOUSE flashlights and batteries. 


UNITED STATES ELECTRIC MFG. CORP. 
222-228 West 14th St., New York, N. Y. 
Chicago Branch—323 W. Polk Street 


Ask your Jobber—or write us today! 











The Pacemaker 
at 567% List 
is outstanding. Sd 
Other Shallow PUMPS 


rl pom 
from 5A fy”. : 
40 List CELLAR 


complete systems DRAINERS 


a “AG ist 


HE PACEMAKER includes 42 gal. 
galvanized tank and 265 gal. per 


SHALLOW 
WELL PUMPS 


hour Shallow Well Pump. Features LARIFIERS 





quiet, smooth operation — Automatic 
Pressure Switch—Automatic Air Vol- 
ume Control—Quiet Capacitor Motor 
—Visible Oil Reservoir—Centrifugally 
flooded Oil System. Fresh Water Valve 
built-in. Completely assembled and 
shipped in one crate. Compare this 
against the field. Write for literature 
today. 





DOMESTIC AND 
COMMERCIAL 
REFRIGERATION 


WATER 
COOLERS 
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UNIFLOW MFG. CO., ERIE, PA. 


BW MILK COOLERS 
It’s easier to sell 
quality features BOTTLE 
when you know the COOLERS 
price is in line. Uni- 
flow makes sure of DRAUGHT BEER 


ee — 


BEER PUMPS 
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ADVANCES BECOMING EFFECTIVE 


Some Makes of Ladders 
Copper Products 


DECLINES BECOMING EFFECTIVE 


Larger-sized Mazda Lamps 


Some Competitive Shovels and Spades 


Blake & Lamb Steel Traps 
Unfinished Cotton Twine 


Cotter Pins — Flat Spring Keys 
Competitive Wood Lead Pencils 
Some Universal Electric Appliances 
Competitive Sprayit Paint Sprayers 


SHOWING FIRMER PRICE TREND 


Lock Sets — Electrical Sundries 


Fruit Jars — Lamp Cord — Paint Brushes 


List prices on larger-sized 
Vazda lamps were reduced on an 
average of twenty per cent by lead- 
ing manufacturers with the lower 
prices becoming effective on May 
Ist. The old and new list prices on 
the popular types are: 


Old New 
Type Price Price 
150-watt, clear or inside 
| rrr $0.35 $0.25 
200-watt, clear........... 55 45 
POWER, GIORS. . cc ccccce 90 75 
a ere 1.55 1.40 
150-watt, daylight....... 65 -50 
200-watt, daylight....... 90 -80 
300-watt, daylight........ 1.35 1.20 
500-watt, daylight........ 2.30 2.35 
50-, 100-, 150-watt, indirect 
i, rrr ; .80 60 
100-, 200-, 300-watt, indi- 
rect three-light......... 1.00 .86 
* * * 


Some few styles of No. 2 in- 
expensive hollow-back shovels and 
spades have been reduced $1.00 
per dozen to meet a competitive. sit- 
uation. Other patterns and grades 
of shovels, spades and scoops have 
not been affected, and prices seem 
very firm, with orders coming in 
good volume, on the general line. 


* * * 


The Hawkins Co., South Bri- 
tain, Conn., makers of Blake & Lamb 
steel animal traps, recently reduced 
prices on nearly all numbers of both 
Long Spring and Under Spring 
traps. The reductions range from 
five to ten per cent. Two new “spe- 
cials” in competitive traps are also 
announced by the company—a No. 
1 Long Spring and a No. 1 Under 
Spring. As fur prices have advanced 
steadily to the best level of recent 
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years, the company anticipates a 
very active trap season. 
* * * 


Quotations on unfinished cot- 
ton twine recently were lowered one 
cent per pound, and even the re- 
duced market is not considered par- 
ticularly firm. Jute and India twines 
are steady, and prices are firm on 
cotton sash cord and clothes lines. 


* * * 


Parker-Kalon Corporation ‘is- 
sued a new price list, effective April 
Ist, om their type A hardened self- 
tapping sheet metal screws. There 
is no change in the small lot quota- 
tions, on these screws, but discounts 
have been lengthened, for quantity 
buyers using 70 gross (or 10,000 
piece), lots or over. 


* % * 


Cotter pins and flat spring 
keys were marked down five per cent 
on April 21st, by some of the larger 
manufacturers. 


* & 


Competitive numbers of 
wood-cased lead pencils, including 
pencils selling for less than five 
cents ea¢h, have been reduced five 
per cenf. This is the fourth reduc- 
tion in two years, making an aggre- 
gate average drop of 40 per cent. 


* + * 


A few makers of ladders have 
raised their prices, but the increase 
has not yet been generally followed 


Hows 


S 


ardware 
usiness ? 
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by other manufacturers. Competi- 
tion for the retailers’ business is 
quite keen. Increasing costs of lum- 
ber seem to afford justification for 
wider price advances. 


* *+ 


Some builders’ hardware 
manufacturers are preparing to ad- 
vance lock sets, and jobbers are 
looking for an increase, of perhaps 
25 cents per dozen sets, to go into 
effect about the middle of May. 


 & & 


Fruit jars have been selling 
heavily since the recent price de- 
cline, and future orders are heavier 
than for several seasons past. Un- 
certainty as to how long the low 
prices will hold is prompting both 
jobbers and retailers to cover them- 
selves liberally. 


* + %* 


In electrical sundries there 
is strong recurrent talk and hope of 
advances among the makers of such 
lines as conduit, flexible armored 
cable, dry batteries, and pole line 
hardware. Each effort to establish 
firm prices seems to yield to the 
competitive appetite for orders, and 
prices ere for the present no better. 


* kk 


Several Universal electrical 
household appliances were advanced 
April 15th, varying from 24% to 5 
per cent. Paint sprayers of the 
Electric Sprayit Company’s line are 

(Continued on page 138) 
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THE EQUIPMENT THEY ALL 
ARE TRYING TO IMITATE] 


"Over-the-Top" Door Equipment hit the nail on the head. It was the 
first and only device for "'over-head"' operation that didn't require special 
dgors—could be applied to ordinary vertical garage doors—old or new. 
Today it has a rapidly widening variety of imitators, none of which are its 
equal in simplicity or ease of operation. If you wish to make the most 
of the profit possibilities in ‘‘overhead'' door installations, sell ''Over-the-Top" 
Door Equipment. Write today for information and prices. 





Frantz Manufacturing Company, Sterling, Ill. 


JOp 
Doro) a re lenieleal Aaa 












EFFORTLESS—Easily operated by women or chil- 
dren. Once the upward motion is started, the 
door continues automatically. 


achn333°® [Be aRICH’ Man 








. and enjoy the satisfaction that comes 
from knowing you are offering your custom- 
ers the Safest LADDERS money can buy. 
For Rich makes Safety the 
paramount issue. This de- 
cided advantage, together 
with the many other ad- 
vanced features found only 
in RICH LADDERS un- 
questionably will help your 
Ladder Sales and Profits 
climb to higher levels. 
Remember —there are 
RICH STEP LADDERS 
and RICH EXTENSION 
LADDERS for every pur- 
pose. Also Ironing Tables, 
Washboards and other fast- 
selling Woodenware Spe- 
cialties. Complete catalog 
mailed on request — write 
for your copy NOW! 


The Rich Pump & Ladder Co. 


1028 Depot St. Cincinnati, Ohio 
e 


The RICH Steel Truss Rung Ladder ( illus- 
trated) is steel trussed in, under and out, 
through recessed grooves in the rungs. A 
truss at the top, one at the bottom and one at 
the center of each section of the ladder firmly 

















This is the original sanitary metal scouring 
device and is accepted as a standard by 
which all imitations are compared. Now 
advertised to over 16 million families each 
month. Leading dealers everywhere are 
displaying this fast-selling household item. ee ee ae ee eS oe, ee 
s . : setae 
METAL SPONGE SALES CORP., Philadelphie a Sa. 

















Camp Stoves THAT SELL 


Turner Camp Stoves are designed to meet the most 
exacting demands of outdoor cooking. 

The two burner models have individual burner con- 
trol (an exclusive Turner feature) which permits 
absolute heat regulation for slow or fast cooking. 
The one burner model is ideal for hikers, picnics 
and beach parties. Turner Stoves light instantly, are 
especially sturdy in construction, are self-contained 
for transporting, simple to operate and easy to keep 
clean. 

Sold through jobbers. 


es 


400 Park Ave., Sycamore, Illinoi 





The Picnicker (No. 1111) 
one burner model. 


The Traveler (No. 1211) 


two burner model. 
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SANDPAPER 


HOLDER 


A Big Seller This Spring 


No. 9 (illustrated) for flat surfaces is one 
of the real sellers in new small tools for 
general use in the hardware and paint 


trade. Retails at 25¢. 


JUST OUT! No. 9A Sandpaper Holder. 
Same as No. 9 except that it has a re- 
silient sponge-rubber base, to conform to 
curved surfaces. This one retails at 30¢. 


ALSO—No. 17—a clever, patented, Steel 
Wool Holder. Handle of rubber, with spikes 
on the bottom that instantly grip or release 
steel wool when sides of holder are pinched 


upward by the fingers. Retails at 25¢. 


LANDON P. SMITH, Inc. 


IRVINGTON, WN. J., U. S. A. 














They Hold 
Securely 
On Any 
Kind of 
Hose 





FIG. 31 MENDER 


User simply slips them into the hose 
and hammers the prongs down. 
Their extra long heavy steel fingers 
grip and hold the hose securely. 


are made to last. All parts except 
the rust-proof steel fingers are 
Heavy Wrought Brass. Sizes: %”, 
5%”, %” and 1”. Couplings 1 doz. in 
carton. Menders 2 doz. Rapid 
sellers. 


Write 


for 


and 
Prices 





FIG. 30 COUPLING 








SHERMAN Long-Crip 
Couplings and Menders 


H. B. SHERMAN MFG. CO. 
Battle Creek Mich. 





Literature 


SOLD THROUGH 
JOBBERS 
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Flashlight Deal 
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> BATTERIES 
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No. 30—6 Usalite flashlights: 2 Cell 
focusing spotlights, 500 ft. range, 
chromium plated brass cases with 3 
point contact switch and disappearing 
ring hangers. Also includes 48 Usalite 
“Lok-Top” batteries of Bakelite top con- 
struction, said to prevent short cir- 
cuits, leakage, waste and cracks. Flash- 
lights packed in colorful self-selling 
merchandise display; batteries in self- 
contained display carton with built-in 
tester. United States Electric Mfg. 
Corp., 222-228 W. 14 St., New York 
City. 


Cabinet Hardware Displays 





The Junior Moderne features the 
modern design cabinet hardware only 
while the Junior Colonial carries the 
conservative design only. Thgse are in 
addition to the Senior panel which con- 
tains a complete line. The Junior dis- 
plays are exact duplicates of the large, 
and come in a selection of three colors 
—black, yellow, and green. They are 
offered free to dealers, requiring of 
them to purchase only the hardware 
on the display. National Brass Co., 
Grand Rapids, Mich. 


Now In New Package 


The Anna and Andy chamois line 
has been repackaged in four color 
“funny” page glassine envelopes; and 
special “stand-up” easels provide an 
effective means for showing the prod- 
uct on counters or in window displays. 
Each chamois package contains a fully 











Rotlfast 


ROLLER SKATES 


* <The big steel balls 


make them sturdier... 


D. P. HARRIS HDW. & MFG. CO., INC. 
D. P. HARRIS BLDG., NEW YORK, N. Y. 


3 or 
CLASSIFIED 
OPPORTUNITIES 


Tarn to Page 144 





informative instruction sheet, telling 
how the chamois skin should be cared 
for to insure greater wear and satisfac- 





tion. American Sponge & Chamois Co., 
Inc., 47 Ann St., New York City. 


HARDWARE AGE 
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SUPER APEX 


has a zinc coating almost twice as heavy as some other widely and 
more or less carelessly advertised lines. 


On top of this zine coating there is baked a coat of high quality 
enamel thus reducing corrosion almost to the vanishing point. 


THE LIFE OF SUPER APEX 


in “Salt Air,” moisture or gaseous laden climates is al 
the life of cloth made by the old process. eS Cs 


STEEL — COPPER — GOLDEN BRONZE — SPECIAL ALLOY 
ANTIQUE BRONZE — ALUMINUM ' 


HANOVER WIRE CLOTH CoO. 


HANOVER, PENNSYLVANIA 











WHOLESALERS EVERYWHERE 


Are Showing Keen Interest 
in the 
Handy Ann Nut Meat Grinder 


All metal . . . no glass jar to screw 
on and off or break . . . small and 
compact ... grinds nuts to just the 
right size for cakes, salads, etc. At- 
tractively finished in combinations of 
green and ivory. 









Pardon me for butting in: I’m looking 
for some additional lines to represent. 
Know where | can find any good 





ones? (ends fun thet Steet Write for further information. 


Grinder. Price 29€ PATENT NOVELTY COMPANY 
~—~ ey 305 Eighth Ave. Fulton, Ill. 
BLUEBIRD Indoor Clothes Line Reels 


POLLYPRIM Recipe Cabinets 
MAILMASTER Mail Boxes 




















Certainly! You'll find many good 
accounts advertising under the 
heading of “Sales Representatives 
Wanted” in the Classified Sec- 








tion of HARDWARE AGE. Read 
the ads in every issue and you 
will be reasonably sure to find 
the kind of a line you want. 








@ Lovell Power Electric Hand Made Rolls win new 
customers and hold old ones. There’s a neat profit in 
them for you, too. Have 5 outstanding features. 
(1) Foundation rubber. (2) Hard rubber end seal. (3) 
Double cushion. (4) Tough tread. (5) The (guaranteed) 
unbreakable Lovell steel shaft. Ask your jobber. 








Write for copy of new bulletin 25 A. 


LOVELL MANUFACTURING COMPANY « Erie, Pa. 


ILOWIEILIL © wringer roti 




















No. 500A—Speed Weed and Dandelion 
Remover with Grass Seeder 
Does ALL at the 


same time 





No. 1—-Cutting blade 








shoe—seed magazine capacity 
3 ounces. Trigger releases seed in 
any quantity desired. Length 40 ins. 
+t. 23 Ibs. per carton. 1 doz. in carton. 





Spring Steel Ice Scraper 


SS SS 
SSS SEI ed 


Retail 60 cents 











,, ’ 
with root lifter, No. World ee 
2—Puller Teeth. No. 3—Seed Fastest Digger 





No. 500 Speed Weed and Dandelion Remover 
Same as No. 500A except seeder. Length 40 ins. 
1 doz, in carton. 


Retails 50 cents. 








Is new in design and so far as we know the 
Combination Dandelion Remover and Grass 
Seeder is original. This popular product is well 
constructed and gives complete satisfaction. 

Sold by leading Jobbers. Samples sent on request for 
charges to cover packing and postage. No. 
500-A—75c. No. 500—35c. No. 50—35c. 





GEO. PIRICH GARDEN TOOL CO. 
428 Univ. Ave. N.E. Minneapolis, Mina. 
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How's the Hardware Business ? 


(Continued from page 134) 


offered at reduced list prices—down 
about ten per cent on the competi- 
tive numbers. 


* * * 


Union Hardware Company 
have issued a new price sheet on 
roller skates, effective April 20th, 
with quotations now including the 
10 per cent federal excise tax. 
Prices to the trade, on the leading 
sellers, are otherwise unchanged 
from those on the previous sheet. 


* * * 


Quotations on sleds have been 
issued by several manufacturers, 
with rather wide pattern changes in 
many of the models—the trend be- 
ing decidedly toward stream-lining. 
Prices, on the average, are not 
greatly changed from last season’s 
levels. 

* * * 

Jobbers state that the recent- 
ly reduced prices on leading silver 
plated table wares have sharply re- 
vived the demand through the hard- 
ware stores. Intensive advertising 
of the new values, including con- 
siderable radio publicity, has 
brushed up consumer interest, and 
sent many customers to the retailer. 
Some patterns of inexpensive plated 
ware have been very large sellers 
among the chain stores, and no 
hardware stock nowadays is con- 
sidered complete without similar 
offerings. 

* * * 

The influence of higher cop- 
per prices is spreading to many 
finished lines. Soldering coppers 
have been raised one-half cent per 
pound, or about 3 per cent on the 
base sizes. Special prices formerly 
available on chrome-plated copper 
tea kettles have been withdrawn. 
Wash boilers, tin bottom, copper 
bottom and solid copper, are being 
marked up, in amounts varying with 
the weight of the material. 


* * * 


Makers of lamp cord are 
talking of the necessity for ad- 
vances, due to copper costs, but 
good orders are still able to com- 
mand very low prices. 

* * * 

Sales of nails and other mer- 
chant wire products have been quite 
backward, because of extremely ‘un- 
favorable weather. While the time 
left for repair work on farms is re- 
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stricted, reports are that farmers in 
general are disposed to make im- 
provements and replacements freely. 
The spring, as a whole, is expected 
to show a substantial increase in 
demand for the leading wire prod- 
ucts. Prices are well maintained by 
the mills, and there is a minimum 
of cutting by the jobbers. Tin plate 
ordering, by can makers, is more 
liberal, and production has moved 
up to between 85 and 90 per cent 
of capacity. Sales and shipments of 
steel sheets in March not only ex- 
ceeded February, but were larger 
also than in January. 


* *+ * 


Confirming the market trend 
on paint brushes, etc., commented 
upon in our April 23d issue, Rub- 
berset Company notified their cus- 
tomers April 17th as follows:— 

“In view of the sharp advances in 
the Chinese bristle market and the un- 
certainty and delay in delivery of our 
previous contracts, we find it necessary 
to withdraw all prices effective as of 
this date. We suggest you send your 
orders in as heretofore, as we expect to 
deliver them whenever possible at the 
present prices. If any advance proves 
necessary we will inform you before 
making shipment. 

“We are refiguring the costs of our 
entire line, the prices to be ready dur- 
ing the earlier part of May. We feel 
assured there will be substantial in- 
creases in the cost of brushes within 
the next five or six weeks and we be- 
lieve that you should receive an ap- 
preciation on your inventory in line 
with replacement values.” 


* * * 


Statistics on sales of paint, 
varnish, lacquer and fillers, com- 
piled by the Bureau of the Census, 
showed a decline in February, due 
to the nation-wide cold and stormy 
weather. Total sales reported by 
579 establishments amounted to 
$20,154,271 for February, 1936, as 
compared with $23,913,980 for Jan- 
uary, and with $21,229,132 for Feb- 
ruary, 1935. Recent sales have 
shown great improvement, and with 
all prices firm, although linseed oil 
declined 14% cents per gallon on 
April 24th. 

* * * 

A valuable cross-section of 
opinion from many of the country’s 
leaders in hardware, was obtainable 
from the great assembly in Mem- 
phis, of the southern jobbers, and 
of the manufacturers. The record 
attendance was in itself the best sign 


of the substantial come-back of in- 
terest and morale throughout the 
hardware “craft.” With few ex- 
ceptions, sentiment was cheerful 
and hopeful, with acknowledgement 
that business is good, despite the 
unusual deterrents which have hard 
hit some of the best-trade and man- 
ufacturing areas. The south is 
somewhat disturbed and question- 
ing about the cotton situation, and 
all sections are fearful of the dan- 
gerous stress of mounting taxes, but 
everywhere there is some gain over 
previous years, and most firms are 
making a little money. All inter- 
ests are looking forward to the 
spending of bonus money by the 
veterans, and many are the bids and 
inducements held out for a share in 
this approaching outflow. 


> & & 


Reports from wholesalers 
mention that orders for future ship- 
ment are coming in better volume. 
Early axe orders are better than for 
several seasons. Stove pipe and el- 
bows are being. ordered liberally, at 
prices so low as to greatly interest 
all buyers. Tool business, for build- 
ing and repairs, is well ahead of 
1935, but the greater volume con- 
tinues to center on popular-priced 
grades. Sales of farm and garden 
tools, lawn mowers, and paints have 
been delayed by backward weather, 
but are picking up satisfactorily. 
There is business to be had from 
all classes of consumers, and re- 
tailers who are “digging” ener- 
getically for volume are finding it. 


. | & 


Retail hardware prospects 
are no different from the situations 
faced by mail-order sellers, and 
they are experiencing comfortable 
gains this spring. 

* * * 


Late reports tell of much- 
needed rains in the drought areas 
of the southwest, lessening the alarm 
which had prevailed, temporarily, 
over the condition of the winter 
wheat crop. Rains were reported 
early last week over large areas of 
Kansas and Oklahoma, and_ this 
gave grain prices a sudden setback 
from the recent “bull” movement. 
Farm prices, however, remain en- 
couragingly high, and there is rea- 
son to expect that the year will re- 
ceive great impetus from farm spend- 
ing, despite the temporary decrease 
in government benefit payments. 


* + %* 


Price trends in hardware and 
kindred lines are still decidedly 
mixed. Where manufacturers are 
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‘WHLTAD | 


CLEANER 


PRESENTING 


A new cleaner which an- 
Swers the demand of the 
person who does his own 
painting, for a simple 
method of cleaning paint 
brushes after use. 

A small but profitable 


item which will sell 
itself, 


LEANS ANO PRES 
OUR PAINT BRI 
FOR FuTUE 


A it / 


WHITING - ADAMS 
co. 


690 to 710 HARRISON 
AVE. 


BOSTON MASS. 











LOW COST 
FAUCETS 


STEARN 








STEARNS faucets open a greatly widened 
market because they are lower in price than 
bronze faucets of this type. 

These are real sellers and offer you an attrac- 
tive extra profit. Absolutely leak-proof and 
dependable. 
iron (cadmium plated). Guaranteed to hold 
all non-corrosive petroleum og 


Self-Closing Faucet (No. 60) %” U 
Thread. %” Flow. Special impregnated FF on valve 
facing is permanent. No replacement necessary. 
Lock-Lever Faucet (No. 50) %” U. S. Std. Pipe 
read. %” Flow. Plug ground to each barrel. 
Spring washer holds tight joint. 
Ask your jobber for STEARNS faucets. 


E. C. STEARNS & CO.....SYRACUSE, N. Y. 


Made of close-grained grey | 





'DAPER 
[wy 


Std. Pipe | 








MONEY 


UBLE your ack 


If you do not honestly think that RAPID Fruit, 
Slaw and Vegetable cutters are made of finer 
material and have sharper and better knives than 
any other slicers on the market, and you return 
your stock of them to us within 30 days of date 
of purchase, we will gladly refund you “Double 
Your Money Back’’ on your order. 

Tempered steel knives guaranteed to remain sharp 
and rust free for 10 years. A fast mover. Gives 
generous profit. Not sold in chain stores. Tested 
and endorsed by Good Housekeeping Institute. 
See your jobber today or write direct. 



























No 6 WITHOUT GUARD 25 No. 8 WITH GUARD 35 
No. 28 WITH GUARD AND WOODEN HANDLE 50< 
No. 10 THREE-PIECE SALAD SET 75 

ee, ee ed 
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ANGERS KNIVES 
R. Murphy 





HOW IS YOUR 


Stock of this The name that makes sales on work 
splendid line of Knives—R. MURPHY. Master workmen, 
work knives? journeymen and apprentices know their 


nives superiority. 


Mackerel, Knives 
Cigar Knives 
Pruning Knives 
Oileloth Kaives 
Butcher Knives 








R. MURPHY STAY-SHARP KNIVES 


keenly—hold their edge indefinitely— 
have perfect grip handles—5 sizes of this 


cut 


Manual Training type knife. STOCK the R. MURPHY line— 


Knives A knife for every trade. They are sure re- 
eote has peaters. Write for catalog and prices. 

Blades and A M 

Handles Robert Murphy’s Sons Co., Ayer, Mass. 











c They’re Out of 
and Out for.. 


BRUSHES 


And thoughts of Baker Quality 
persist! Baker Brush Dispensers 
meet them at the counter — make 

Quality-minded. 


THESE ARE REASONS FOR... 








PIPE BOLTS AND NUTS 
Plain and copper-bearing steel Bolts, nuts and rivets of all 
Toncan Iron standard and special types. 
SHEETS Lagscrews, turnbuckles, etc. 


WIRE PRODUCTS 


Flat and corrugated 
Smooth and barbed wire 


Plain and copper-bearing steel 
Toncan Iron 


ROOFING AND SIDING Nails and staples 


Flat and corrugated FENCE POSTS 
Roll and V-crimped styles Studded “Y”,, punched tee 
Plain and copper-bearing steel and punched angle styles 


Toncan Iron 


REPUBLIC STEEL CORPORATION 


GENERAL OFFICES CLEVELAND, OHIO 


End, corner and gate posts 





MAY 7, 1936 





self-sales —cut selling detail. Baker | 
Policy fits YOUR profit ideals. | 
Baker Trademarks keep your trade | 





| 
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Woven wire fencing and poultry netting 









That’s one qual- 
ity a sportsman 
has a right to 
expect in the 
knife you sell 
him. And no 
knife provides 
it with greater 
certainty 

not only for 
one season, but 
neice ul the 
years. 


MARBLES KNIVES 


are companion pieces of the ‘‘blades’’ that have proven such dependable equip- 
ment for Rear Admiral Byrd, and practically all explorers and adventurers of 
the past quarter of a century. Stock the knife real sportsmen want... Marble’s 


Kni f uality. Write for Catalog 
Marble ‘Arms & fg. Co., 540 Delta yo Gladstone, Mich. 


EDLUND 


CAN OPENERS 
EGG BEATERS 
JAR OPENERS 
BOTTLE OPENERS 
KNIFE SHARPENERS 


Approved, Good Housekeeping Institute 


EDLUND CO., BURLINGTON, VT. 









DOES SHE 
HOLD AN 


EDGES” 





























U. S. A. 
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PREVENTS BLISTERS and CALLOUSES 





Stainless steel. On attractive display cards. 
25¢—regular trade discounts. Buy of your 
jobber. Representatives wanted—commission. 


TIP KNIFE CO., 110 E. 42nd STREET, NEW YORK 











STEEL MORTAR HODS 
\ROt wi No dripping onte 
the user’s back. 
Made entirely of 
steel with wooden 
shoulder saddle 
and handle. 
Edges are heavily 
; reinforced. The 
No. 158 26x12 fork is pressed 
Mortar dee from heavy gauge 
steel. 





4 





Write for prices. 
The Cleveland Wire Spring Co. 
E. 38th 


t. and Hamilton Ave. 


* & Cleveland, Ohio & * 











SELL 


DAIRY EQUIPMENT 

New Profits With 

a New Line 
Specialty Rotary Fillers and Cappers, 
Sanitary Pipe and Fittings, Nofome 
Milk and Water Pumps, Economy 
Filters, Heaters, and Coolers. 
Write for prices and literature. 


SPECIALTY BRASS CO. KENOSHA, WIS. 



















weighted heads strike powerful, 


pare hold their smooth 
easily replacable. Every sale 
a repeat customer. The outstandi: 


‘CHANICS and MACHINISTS 
“Chicago 


, true, 
non-marring blows. Their tough 


(compressed water buffalo hide) in- 


face, are 
makes 








line of “soft” hammers, mallets, 


mauls, all sizes. Write for circular. 
Chicago Rawhide Mfg. Co. 
1285 Elston Avenue, Chicage, U.S.A. 




















“GUNS 


The Original 
SUPERIOR DOOR CATCH 


A popular all- 
f year profit 
maker for past 
30 years. Espe- 
cially saleable 
during ‘‘fly 
months."’ Indi- 
vidually mounted on attractive dis- 
play cards. Stock up now! Any 
jobber, or 
SUPERIOR DOOR CATCH COMPANY 
STATION B—SUPERIOR, WIS. 


HINE™ 


»nch Process 
re 


cHAM 


MADE IN U.S.A. 


ASK YOUR JOBBER 


HOYT & WORTHEN 
TANNING CORP. 
HAVERHILL 





MASS. 
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able to govern their own valuations, 
the direction of prices is moderately 
upward, for costs and prospective 
costs are undoubtedly increasing. 
Capable wholesalers estimate the 
general price situation as firm, and 
pointing higher, and they are will- 
ing to order heavily when any manu- 
facturers’ price-war offers a bargain 
buying opportunity. 
* * * 

Retail prices in March showed 
the first decline compared with the 
previous month since last July, ac- 
cording to the Fairchild index. The 
decline was attributed largely to 
lower quotations for piece goods and 
home furnishings. The Fairchild 
composite index as of April 1 stood 
at 88.1, compared with 86.3 on April 
1, 135, and with 69.4 on May 1, 1933. 


- = @ 


A trade practice conference 
for the entire rubber industry has 
been authorized by the Federal Trade 
Commission, to meet probably in 
June. Its purpose will be to elimi- 
nate by cooperative action “certain 
unfair trade practices complained of 
within the industry.” Misbranding 
and price discrimination are included 
in this. Calling of the conference, 
the commission said, was the result 
of an application late in 1935 by 
the National Association of Indepen- 
dent Tire Dealers, but the entire in- 
dustry had been circularized since 
and a majority had favored it. There 
are about 50,000 independent retail 
tire dealers, 45,000 gasoline stations 
at which tires are sold, nearly 1750 
company owned stores, nearly 1400 
chain and mail order stores, and 
about 30 tire manufacturers. The 
commission states that $2,000,000,000 
is invested in the tire industry and 
the business’ annual 
$750,000,000. , 

* * * 

New high records are ex- 
pected to be set this spring in the 
sale of major household appliances, 
such as stoves, washing machines, 
refrigerators, ironers, and sewing 
machines, according to all leading 
makers. The American Washing Ma- 
chine Manufacturers’ Association re- 
port that practically all factories of 
companies belonging to the associa- 
tion are working full time and the 
industry is employing more workers 
than ever before. Manufacturers: of 
sewing machines report that they are 
having the “busiest spring season in 
ten years.” The factory of one com- 
pany has been working 13 hours a 
day for the last two months. 

* * * 


The widespread revival in 
residential building is helping to 


volume is | 
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ROCHESTER ADJUSTABLE 
SASH BALANCES 
A product of Guar- 
anteed quality. Real 
profit in handling 
them. 
Write for prices. 


Bechester Sash Balance Co., Inc. 
Rochester, N. Y. 














Gibson Gripper Clips 


A patented clip of 
oil-tempered, nickel 
plated spring _ steel 
that will hold objects 
securely. Hundreds 
of uses in homes, 
factories, offices, 
stores, and for dis- 
plays. Retail for 10¢. 
Packed with attrac- 
tive display card. 
Samples on request. 


Gibson Good Tools, Inc. 
Box H-32, Orange, Mass. 











TEELGRI 


Belt Lacing 


ALL YOU NEED IS A HAMMER 
A better, stronger lacing made 
to American standards, that 
you can recommend for all 
garage, farm and shop uses. 
Breaks to width. Put on with 
hammer in few minutes. In 
boxes or ‘“‘Handy Packages.”’ 
Profitable. 

Write for Circular, Prices 
Armstrong-Bray & Co. 
The Belt Lacing People 

304 N. Sheldon St., 
Chieago, U. S. A. 

















For Your Customers 


FREE IVY BALL 


with every one ounce bottle of 

EEN GARDEN 
EVER GR SPRAY 
Ever Green Garden Spray has always been a 
fast selling profitable item. Sells even faster 
with this beautiful Ivy Ball.Find out about this 
astonishing deal. Order from your whole- 
saler or direct, giving name of wholesaler 
McLaughlin Germiey King Company, Minneapolis, Minnesota 








ITH the increase in building construction a new 
fence market is opened for progre d 
dealers. Write for profit making plan on 
and kindred steel specialties. Catalogue o 


The STEWART IRON 
WORKS CO., Inc 
334 Stewart Block 
Cincinnati, Ohio 


1886-Golden Anniversary-1936 
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Perfection-The Original 
Roller Flange Grass Catcher 


You can honestly tell your customers th i 
peng yes vgn y omers that the Perfection not only catches 


The unique roller flange holds catcher tight up to mower roller where 





it catches all the cut grass and lets it slide back to a lower level. Wire 
re-inforcement all around 
strengthens base, prevents 
canvas from pulling away. 
All this means much longer 
life. Adjustable steel hooks 
fit any mower. 








Extra heavy white or 
striped duck. Ask your 
jobber; or write for special 
booklet. 


THE PERFECTION 

MANUFACTURING CO. 

2701 N. Leffingwell Ave. 
St. Louis 








Asuperior chrome- 
plated gasoline 
blow-torch 


This model, one of the world’s 
largest selling torches, is ideal 
for use around the home or 
farm. The chrome-plated tank is 
fitted with a windshield and 
lock-down T-handle pump. Typi- 
eal of all C & L torches, it is 
constructed for long, hard use. 
Yet its price is low. C & L 800 
and C & L 600A are other 
popular-priced torches. 


Write for descriptive folder 
to the 


CLAYTON & LAMBERT MFG. CO., DETROT. 


Makers of world's largest selling firepots 


C&L 158A 








HARDWARE 


ECOGNIZED everywhere as a 
product of quality. A complete 

line to meet every building require- 
ment. Send for illustrated catalog and 
join the ranks of National dealers. 


National Manufacturing Co. 
STERLING «: ILLINOIS 

















ALWAYS NEEDED! 
A List of 


WHOLESALE 
HARDWARE 
HOUSES Giving 


Names and Addresses; Capitaliza- 
tions; Lines Handled; Territories 
Covered; Number of Men Travelled; 
Names of Officers and Buyers. 





Useful for 
PERSONAL SALES CONTACTS 
Price $10.00 a Copy CREDIT DEPARTMENT 
Cheek with Order DIRECT MAIL WORK 


HARDWARE AGE VERIFIED LIST 
239 W. 39th ST., NEW YORK, N. Y. 

















COBURN 


ROLLING STORE LADDERS 


@ Regardless of your particular con- 
ditions, Coburn makes a rolling 
ladder which will enable you to 
reach the stock on high shelves 
without any difficulty. Send us a 
sketch showing the height of your 
shelves and the size of any ob- 
structions, and we will submit our 
recommendations with a quota- 
tion. 


Since 1888 Coburn Products Have Been Dependable 


COBURN TROLLEY TRACK CO. 
HOLYOKE, MASS. 


















GREATEST ALUMINUM PAINT VALUE 


ever offered the Trade! 



















Two compartment @ 
cans with Aluminum 
Paste or Powder 
and the finest Ex- 
terior Spar Varnish 
Bronzing Liquid. 
Ready Mixed Alumi- 
num Paint made 
with Aluminum 
Paste. The most per- 
fectly balanced 
Ready Mixed Alumi- 
num Paint that will not tarnish or congeal in 
the can. 


Order from your jobber. Jobbers: Write! 


SHEFFIELD BRONZE POWDER & STENCIL CO. 
3000 Woodhill Road @ Cleveland, Ohio 








MORE CONSUMERS DEMAND 


Remarkable efficiency and dependable quality at 
popular low prices have always characterized 
Delta Motor-Driven Tools. Leadership in design 
and consistent widespread national advertising 
have drawn an increasing stream of buyers into 
Delta dealers. As a reSult Delta is today the 
largest manufacturer in the world making this 
type of machinery exclusively. 


THIS tested quality 






QUALITY MOTOR-DRIVEN TOOLS 
Products of DELTA MANUFACTURING COMPANY 


DELTA f 


618 E. Vienna Ave. Milwaukee, Wisconsin 
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keep the kitchen stove business at 
better than normal levels. One com- 
pany’s sales in the first quarter were 
50 per cent ahead of last year. The 
introduction of new styles such as 
the “table top” has enabled the stove 
industry to withstand the depression 
fairly well, but it needs new building 
to sustain production. 


* # 


Refrigerators, both mechani- 
cal and ice, are moving more rapidly 
than at any spring during the last 
five years, according to representa- 
tives of leading makers. These com- 
panies are feeling also the results of 
the improvement in construction. 
Sales of commercial refrigeration 


equipment by fifteen manufacturers, 


during the first two months of this 
year showed an increase of 43 per 
cent over the like period of 1935. 
Unit volume of non-mechanical re- 
frigerators has increased 20 per cent 
since last August, while dollar vol- 
ume in the same field improved con- 
siderably more, due to the gain in 
sales of higher priced boxes. 


e * * 


Reports to the U. S. Depart- 
ment of Commerce by 98 manufac- 
turers of air conditioning systems, for 
February, showed value of orders 
booked, amounting to $2,611,241, an 
increase of 12.9 per cent over Janu- 
ary. The department was able to 
report no comparison with kebruary 
of last year, because statistics on air 
conditioning have not been compiled 
until this year. It is well known, how- 
ever, that gains in this “coming” field 
are startlingly rapid and great. 


* * * 


Output of steel rose again last 
week to 71.2 per cent of capacity, the 
highest since May, 1930. This over- 
topped the fine record of 70.4 in the 
preceding week and compares with 
62 per cent a month ago. A year ago, 
production was at the rate of 43.1 
per cent of capacity. Last week’s 
figures marked the fifth consecutive 
weekly gain. 

* * * 


Mid-West and Western jobbers 
are interested in the recent announce- 
ment of the formation of the Ameri- 
can Toy Mart, as a division of the 
American Furniture Mart at Chicago. 
Displays of toys and playthings of all 
types are promised, to be ready July 
6, when the new toy mart will open 
in conjunction with the national fur- 
niture market. No difficulty is fore- 
seen in attracting buyers from a wide 
area, as most who had previously 
been approached on the subject of a 
permanent market at Chicago indi- 
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cated their interest and approval. 
The American toy industry now does 
an annual business of more than 
$100,000,000. 


. FF © 


The household washer and 
ironer industry had the greatest 
month in its history in March. Fac- 
tory shipments totalled 170,176 
washers and 20,295 ironers. The 
washer figure is nearly 36 per cent 
above February and about 22 per cent 
higher than in March last year. 
March ironer shipments topped those 
for the preceding month by nearly 
57 per cent and those for the same 
month last year by about 88 per cent. 
These all time highs for March were 
an increase of 10.5 per cent over the 
best previous washer month—Sep- 
tember, 1935, and 35.3 per cent above 
the best previous ironer month— 
April, 1935. Totals for the first quar- 
ter of the year are 415,982 and 
46,542, increases of 21.4 per cent and 
61.4 per cent, respectively, over 1935. 


* + 


The Universal Cooler Corp., 
Detroit, Mich., through its president 
and general manager, F. S. McNeal, 
has reported a net profit of $162,- 
924.56 for the quarter ended March 
31, 1936. According to Mr. McNeal, 
this was largely brought about by an 
increase of more than 112 per cent 
in the volume of household refrigera- 
tors with an advance in the commer- 
cial sales volume of equipment made 
for other manufacturers. 


* + 


The Rural Electrification Ad- 
ministration recently outlined its at- 
titude on the merchandising of elec- 
trical appliances and other related 
matters. The Administration places 
itself on record as not having ap- 
proved or advocated ahy centraliza- 
tion of the business, and makes the 
following statement: “Insofar as 
electrical appliances are concerned, 
we have, in fact, no control what- 
ever over their sale and do not even 
provide financing facilities for them. 
While we cannot cause the sponsor 
of a project either to engage in the 
sale of appliances or to refrain from 
it, we have disapproved and discour- 
aged the practice of making the con- 
sumer purchase his appliances from 
the project sponsor as a condition of 
obtaining electric service to be sup- 
plied as a result of a project loan by 
REA.” 

ee s 

Sales of Superfex oil burning 
refrigerators, made by the Perfec- 
tion Stove Co., Cleveland, Ohio, so 
far this year are greatly in excess 
of any year since that company pio- 


neered the extension of modern re- 
frigeration beyond electric power 
lines in 1928, according to W. M. 
Barber, sales manager, who also 
says: “Our sales in the electrical re- 
frigeration division in 1935 were the 
largest ever recorded since we added 
the oil burning refrigerator to our 
line of oil burning cooking and heat- 
ing stoves, eight years ago, and so 
far this year refrigerator sales have 
been 85.6 per cent in excess of those 
for the corresponding period last 
year. This indicates not only that the 
farmer’s purchasing power has im- 
proved, but also that he is more in- 
clined than ever before to modernize 
his home equipment.” 


* + 


Statistics on machine tool 
sales accurately reflect gains or losses 
in industrial sentiment and activity. 
American Machinist stated recently: 
“Machine tool sales were better in 
April, stimulated by flood replace- 
ments, a certain amount of automo- 
bile business, and by one price in- 
crease, on radial drills. In New Eng- 
land, orders and inquiries continue 
to come in satisfactory volume, and 
distributors are optimistic for good 
business for several months. The 
New York metropolitan area has ex- 
perienced an improvement in orders, 
that may bring April almost up to 
the 1929 class. Pittsburgh reports 
that flood damage to industrial equip- 
ment was apparently much more seri- 
ous than had been thought at first. 
Machine tool and small tool business 
in that territory is working toward 
higher levels.” 


* + 


Production of passenger cars 
and trucks in the United States and 
Canada during the first quarter 
totaled 1,127,331 units, the second 
largest first quarter in the history of 
the industry, and exceeded only in 
1929. Total United States sales for 
the first three months of 1936 were 
1,082,787 cars and trucks, compared 
with 1,058,254 during the correspond- 
ing period of 1935. 


a 


The National Automobile 
Dealers Association estimated the 
total retail business of automobile 
dealers in the United States during 
1935 reached $4,915,059,706, divided 
as follows: New cars and trucks, 
$2,838,719,362; used cars and trucks, 
$1,205,793,420; service $380,819,693, 
and parts and accessories, $490,727,- 
231. According to the association, 
there were approximately 39,000 
firms engaged in the retail selling 
and servicing of automobiles during 
1935. 
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Pa 
HAMILTON BEACH 
Seales 


s FREEZER 
IT'S NEW 


— just what your customers 
want. Makes smooth, old- 
fashioned ice cream in electric 
refrigerators. The motor-driven 
paddles stir the mixture as it 
freezes. Fits into the freezing 
compartment of most electric 
refrigerators. 


NATIONALLY ADVERTISED 


More than 19,000,000 messages in The 
Saturday Evening Post, Woman’s Home 
Companion, Better Homes and Gardens 
and American Home will tell your cus- 
tomers about the new Iceless Freezer. 
Special tie-up material—displays, fold- 
ers, newspaper mats furnished dealers— 
free on request. Order from your Jobber 


HAMILTON BEACH CO., RACINE, WIS 













TILEKO 


Waterproof Cement 


Ready for use. 100% water- 
proof Pure White. For filling 
crevice between built-in bath- 
tubs and Tiled Walls. Repairs 
Cracked Toilet Bowls, Sinks, 


ete. For Loose Marble and 
Tiles around Swimming Pools 
and Shower Rooms. Seam and 


erack filler around plumbing 
fixtures. Pointing up window 
and door frames—filling cracks 
in wood, ete. 

oz. Tubes $3.00 per doz. 
Mounted 12 on Counter Display. 
Yo |b. Cans list $4.20 per doz. 


TILETTE CEMENT CO., INC 
401 Lafayette St., New York 


1115 Temple Street, 
Los Angeles, Calif. 




















INVESTIGATE .. , 


™ 5159 


the blade with the Micro-Angular Edge 


@ For easy profits, and sure repeats sell the razor 
blade that is making shaving history! A finer, 
sharper, truer blade at a really fair price... . 
Made and sold by the Standard Safety Razor Corp., 
East Norwalk, Conn. 


REMEMBER... ““Standard”” MEANS STANDARD 











REMEMBER! 


THE IRWIN AUGER BIT CO. 














Don't confuse cheap, one-piece imported imitations 
with original and genuine BANKO SCYTHES which 
are made in three layers, with Charcoal steel cutting 
bit. FAMOUS BANKO SCYTHES ARE THE FINEST 
MADE IN SWEDEN. Accept no substitute! 


@ Leading jobbers can supply you, or write to @ 


SANDVIK SAW & TOOL CORPORATION 


109 Lafayette St., 740 Washington Ave. North 

















New York, N. Y Minneapolis, Minn. 








ASK YOUW;S@lo) 1:14 S70 Olea 
ALLEN’S 


SUPREME 


LINE 
OF 


LAWN SPRINKLERS AND 
GARDEN HOSE ACCESSORIES 


Send for a free copy of Allen's big 1936 

catalog profusely i ilustrated in fu olor 

and with many instructive halftones of 

Allen "Junior — various spray actions 

moderately priced, 

adjustable nozzles, W. D. ALLEN MFG. CO. 

ideal for high to low 566 W. Lake Street Chicago, : lilinois 
water pressure. 28 Warren St New York City, New York 
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Greatest Value of All 
" ine SeaWool 
GA iirc, Reuiea BHC 
Display Box of 10 pieces 
costs you $2.10 


Order from your wholesaler. If he 
cannot supply you, write nearest 
office. 


SCHROEDER & TREMAYNE, INC 
NEW YORK..... 291 Church Street 
ST. LOUIS. .500 N. Commercial St. 
SAN FRANCISCO. .37 California St. 
MONTREAL..... 455 St. Sulpice St. 














Stock and Profit with 


“G & B” QUALITY Products 


POULTRY NETTING 
STRAITLINE FENCING 
GALVANIZED HARDWARE CLOTH 


SCREEN WIRE CLOTH: 
“‘PEARL” 

“ACME”? ELECTRO GALVANIZED 
PAINTED BLACK 
COPPER 
BRIGHT and ROMAN BRONZE 


The Gilbert & Bennett Mfg. Co. 


Betablished 1818. America’s Oldest Woven Wire Factory-Manufacturers 
WIRE CLOTH, NETTING and FENCING 
Galvanized Steel Wire Cloth in all Meshes and Gauges 


New York City Georgetown, Conn. Blue Island, III. Kansas City, Mo. 
San Francisco 


WIRE 
Goops 


GéB 


QUALITY 


Provucrs 
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CLASSIFIED OPPORTUNITIES SECTION 





Positions Wanted Advertisements 


at special rate of one cent « word, mini- 
mum 5SO cents per insertion. 


All Other Classifications 


Set Solid, Maximum of 50 words... ..$3.00 
Each additional word...... - 6 

All Capitals, Maximum of 50 words. 4.00 
Each additional word............- 


Allow Seven Words for Keyed Address 
Boxed Display Rates 


Discounts for Consecutive insertions 
4 insertions, 10% off; 8 insertions 15% off. 
Due to the special rate, these discounts do 
net apply en Positions Wanted Advertise- 
ments 


—— _ ——- 

REMITTANCE MUST ACCOMPANY ORDER 
Send check or money order, 
not currency. 
oe * ae 
HARDWARE AGE is published every other 
Thursday. Classified forms close 13 days 
previous to date of publication. 








Use this section to reach Hardware Manufacturers, Manufacturers’ Agents, 
Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen 


®e CLASSIFIED ADVERTISING RATES e 


NOTE 
Samples of Literature, Mer- 
chandise, Catalogs, etc., will 
not be forwarded. 


Rbtnet peremeagpensbentougins% 
HARDWARE AGE 
Classified Opportunities Dept. 
239 West 39th St., New York City 




















WANTED 


ES REPRESENTATIVES 





BUSINESS OPPORTUNITIES 





SALESMAN NOW CALLING ON MILLS 
and factories to represent reliable manufacturer 
of bass fibre brooms on a commission basis. Give 
experience and state territory covered. Address 
Box C-89,. care of Harpware Ace, 239 W. 39th 
St. B. Fe Cip. 





WANTED: MANUFACTURERS’ 
rO SELL a garden tool, also sterilizer for fruit 
jars, baby’s bottles, etc., sold through hardware 
jobbers and large department stores. Address 
Box C-93, care of Harpware Ace, 239 W. 39th 
St., NH. ¥. City. 





SALESMEN DESIRING PERMANENT 
CONNECTION WITH reliable corporation man- 
ufacturing finest fastest sellers, call on furniture, 
hardware, department stores, also jobbers, either 
whole or part time. Add ress—Dustmaster Corp., 
Dept. H-3, 600 First Avenue North, Minneapolis, 
Minnesota. 


WANTED — EXPERIENCED 
CALLING ON hardware and lumber trade to 
carry fast-selling hardware specialty as side line. 
Eastern and Southern States now open. Nation- 
ally advertised item. Carry in car, 
collect. Protected territory assigned. Address 
Box C-56, care of Harpware Ace, 239 W. 39th 
St., N. Y. City. 


SALESMAN WANTED—WELL _ ESTAB.- 
LISHED NEW YORK JOBBER HAS OPEN- 
ING FOR EXPERIENCED SALESMAN IN 
METROPOLITAN AREA. STATE QUALI- 
FICATIONS. STRICTLY CONFIDENTIAL: 
ADDRESS BOX C-96, CARE OF HARDWARE 
AGE, 239 W. 39TH STREET, N. Y. CITY. 


WANTED — SALES REPRESENTATIVES 
BY MANUFACTURER, for each one or two 
states, who call regularly on all hardware jobbers 
and largest department stores. Six quality, staple, 
very fast repeat items. Commission. Must have 
national distribution at once. 
and territory covered. Address Box No. 7589-A, 
Harpware Ace, 802 Otis Bldg., Chicago, Illinois. 








CHROMIUM KITCHEN HARDWARE 
NEW ATTRACTIVE LINE DESIGNED AND 
PRICED FOR HARDWARE JOBBERS. FREE 
DISPLAY PANEL. INFORM US IN FULL 
REGARDING EXPERIENCE, TERRITORY, 
ACQUAINTANCE, BUILDERS’ HARDWARE 
LINES NOW HANDLED. ADDRESS BOX 
C-80, CARE OF HARDWARE AGE, 239 W. 
39TH ST., NEW YORK CITY. 





AGENT | 


SALESMEN | 


deliver and | 


State experience | 
.- | York. 





| Address—Hofman’s Flyvtiere’ 


WANTED—SALESMEN TO SELL MIXED 
lawn grass seed to hardware—florists—department 
| stores, etc., in several States. Either as main 
| line or side line. ant start booking orders now 
for delivery = ring. Permanent _representa- 
tives desired. ~ territory. Commission. 
Address Box No. 7590. A, care of Harpware Ace, 
802 Otis Bidg., Chicago, Illinois. 





OF foreign and American scythes, grass hooks, 
etc., desires nation wide distribution by importers, 
jobbers and wholesalers interested in a proved, 
meritorious and profitable line which is well in- 
troduced and known in America. Address Box 
| 7587-A, care of Harpware Ace, 802 Otis Bldg., 


Chicago, IIl. 
CUTLERY MAN- 





SALESMAN WANTED: 
UFACTURER HAS openings in New York, 
Pennsylvania, Maryland and Washington terri- 
tory for straight commission, side line men with 
following, calling on jobbers and retailers. Must 
| be merchandising minded and live wire. Marvel- 
ous opportunity with old, established firm. State 
age, whether married, own home, and lines and 
results. Address Box C-91, care of HAarpware 
Ace, 239 W. 39th St., N. Y. City. 


SALESMEN — TO REPRESENT OLD- 
| ESTABLISHED saw manufacturer offering com- 
plete line of saws. including crosscut saws and 
hand saws, to the hardw-’re trade, opportunity to 
sell hardware jobbers and hardware dealers. Must 
travel most of time and have had experience sell- 
ing hardware jobbing —_ Give full details in 
first letter stating age, education, lines now car- 
ried, territory covered and how often. Address 
Box C-81. care of Harpware Acr, 239 W. 39th 
:, . a. Coe. ? 











VES | BUSINESS OPPORTUNITIES 





FOR SALE—OLD ESTABLISHED HARD- 
WARE business in Connecticut adjacent to New 
New Fixtures, fine location in best retail 
section of town. Stock is small but good. Small 
investment only required. Address Box C-97, 
care of Harpware Ace, 239 W. 39th St., 
N. Y. City. 


BUCK TAILS FOR FLYTIEING—three kinds 
from six to seventeen inches. Hackles. Squirrel 
tails. Polar bear hair. Jungle cock necks. Hooks, 
| tinsel, vise, chenille, rooster necks, gut. floss. Fly- 
| tieing outfit. Unclaimed deer heads, animals. rugs, 
fish, etc. Glass eyes. Scalps, head forms, shields. 
Taxidermist Studio, 
991 A Gates Avenue, Brooklyn, N. Y 











CUTLERY SALESMEN WANTED 
Cutlery experience desirable, not impera- 
tive. Territory Ohio and Michigan. ‘ant 
live wire now calling on all wholesale out- 
lets. ission basis popular-priced qual- 
ity lime. Established 1910. 


UTICA CUTLERY COMPANY 
UTICA, N. Y. 


FOR SALE 
WHOLESALE AND RETAIL 
Hardware Business 
ioe and successful operation. Good central 
| territory. Clean complete stock. Reason for 
| Offering: death of executive. Worth investi- 

gation. Inventory $55,000. Address 
|Q MAC HARDWARE COMPANY, Ine. 
| Fort Plain, N. Y. 

















LEADING EUROPEAN MANUFACTURERS 


FOR SALE—ONLY RETAIL HARDWARE 
store in a town of 600 population in farming 
section. Three good factories in town. Reason 
for selling—want to dissolve partnership. Inven- 
tory $11,000. Store 40 x 60. Inspection invited. 
Address Box C-74, care of Harpware Ace, 239 
W. 39th St., N. Y. City. 


CONTACT YOUR TRADE REGULARLY 





WITH business-building house organ. Low cost 
—big returns. 250 copies, $7.50; 500, $10; 
1000, $15. Your ad has full front page. En- 


close with statements, letters, or send out alone. 
New—Different. Manufacturers, jobbers, dealers, 
agents—get sample. Crier’s Agency, 1840 E. 
87th St., Cleveland, Ohio. 


FOR SALE—HARDWARE AND PAINT 
store at intersection of two major, heavily trav- 
eled highways. Established ten years; clean 
stock; fast growing, g community. $4,000 
will cover price. Particulars on request. Re- 
tiring account old age, and deformity due to 








accident. Address—F rank Winter, 8612 
South Western Ave., Los Angeles, Calif. 
FOR SALE—AS A GOING concern, a gen- 


eral hardware store and business established over 
thirty years ago, in a southwestern county seat 
of six thousand population, on main highways 
east and west, north and south, and main line 
of . transcontinental railway, and drawing trade 
from large ranching and mining territory. Ex- 
cellent all year ’round climate, unusual hunting 
and fishing opportunities. Reason for sale, death 
of manager and principal owner. Address Box 
C-88. care of Harpware Acr, 239 W. 39th St., 
N. Y. City. 





WANTED 


SALES ACCOUNTS 











MANUFACTURER’S AGENT 
SEEKS NEW LINES 


Established sales organization now covering 
wholesale hardware trade through the coun- 
try can add several items, new or established 
products by responsible manufacturers. Ad- 
dress Box C-98, care of HARDWARE AGE, 
239 W. 39th St., N. Y. City. 




















POSITIONS WANTED 


SITUATION WANTED BY YOUNG MAN, 
experienced in builders’ hardware business, know]- 
edge of taking off plans, detailing and estimating. 
Some sales ability. Address Box C-99, care of 
Harvware Ace, 239 W. 39th St., N. Y. City. 


SALESMAN DESIRES CONNECTION 
WITH MANUFACTURER—eight years’ experi- 
ence contacting hardware and housefurnishing 
iting trade, chain and department stores in 

etropolitan New York, and vicinity. Address 








Box C-84, care of Harpware Ace, 239 W. 39th 
St., N. ¥. City. 
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POSITIONS WANTED 











SALES MANAGER 
WITH TEN YEARS' CONTACT 


with hardware, mill supply and industrial 
fields, national and foreign, is ready to 
undertake a sales building job. Wide per- 
sonal acquaintance among the larger buy- 
ers in these fields. Thoroughly experienced 
in sales direct to user as well as through 
jobber and dealer outlets. Also operation of 
branch sales offices and warehouses. Ameri- 
can, with mature judgment and young 
enough to use it aggressively. Married. 
Speak several languages. Traveled exten- 
sively in field work and will locate any- 
where. Willing to base compensation upon 
results accomplished. 

Address Bex oe care of fapewans AGE, 

239 W. 39th St., N. Y. City 





POSITIONS WANTED | 








SINGLE YOUNG MAN, BUSINESS 
SCHOOL graduate, 5 years’ experience in whole- 
sale and retail hardware office, price clerk and 
general office experience desires permanent posi- 
tion with future. Now employed. Address Box 
ae care of Harpware Ace, 239 W. 39th St., 

N. y. City. 


SALESMAN, 25 YEARS’ EXPERIENCE | 


HARDWARE and mill supplies, covering the 
hardware jobbers, dealers and industrial plants 
in Mass., New York City, and New Jersey. Last 
15 years traveled for two of the best saw manu- 


| facturers known to the trade. Have a car and 


will travel anywhere. Address Box C-92, care 


| of Harpware AcE, 239 W. 39th St., N. Y. City. 





dow trimming, doing my own show card and sign 
work. Desires to locate for a permanent position 


| where hard work and good sales work will be 


appreciated. Address Box C-95, care of Harp- 
warRE AGE, 239 W. 39th St., N. Y. City. 


SALESMAN, 37 YEARS’ EXPERIENCE 





| WITH PROMINENT builders’ hardware manu- 
| facturer, in New York Office and at factory. Had 
| sales territory, Metropolitan New York. Experi- 


ence also in tools and general hardware. Will 
accept most any position offered at reasonable 
wage. Health and physical condition good. Ad- 
dress Box C-68, care of Harpware Ace, 239 W. 
39th St., N. Y. City. 


HARDWARE MAN, FORTY-THREE YEARS 
of {aBe, thoroughly experienced in retail and 








SALESMAN — HAVE HAD OVER 15 
YEARS’ experience in the Metropolitan district 
and on the road, representing the manufacturer 
and jobber in the hardware line. Open for 
proposition in the Metropolitan district. Can 
furnish A-1 credentials as to character and abil- 
ity. Address Box C-94, care of Harpware Ace, 
239 W. 39th St., N. Y. City. 





SALESMAN _ WITH WIDE ACQUAINT. | 


ANCE AMONG wholesale and retail hardware 
trade in New England desires connection with 
reputable manufacturer. Ten years in this terri- 
tory. Dissatisfied with present connection. Open 
for immediate engagement. References will stand 
rigid examination. Address—A. J. Phillips, 93 
High Street, Winsted, Conn. 





POWER AND MACHINE TOOL SPECIAL- 
IST—salesman many years’ experience in hard- 
ware, power tools, machinists’ tools, mill supplies 
and builders’ hardware seeks position with manu- 
facturer or distributor in the New York district 
as salesman or representative calling on indus- 
trials and large consumers direct or through deal- 
ers. Address Box C-86, care of Harpware Ace, 
239 W. 39th St., N. Y. City. 





SALESMAN, WISHES TO REPRESENT A | 


reliable manufacturing company in New York 
State or Connecticut. Experience with farm 
equipment, builders’ supplies, roofing, paints, etc. 
Energetic hard worker. Have owned and oper- 
ated a retail hardware store in New York State, 
therefore, understand the retailers’ viewpoint and 
problems. Address—Elverton Glenn, 1747 E. 
26th St., Brooklyn, N. Y 


hardware, paints, sporting goods and 
kindred lines, both inside and outside, desires a 
position with responsible retail firm. Capable_of 
buying, bookkeeping and store management. Sal- 
ary secondary. Free to go anywhere. Middle 
West or South preferred. Address Box C-30, care 
of Harpware Ace, 239 W. 39th St., N. Y. ’ City. 


TRAVELLING POSITION WANTED BY A 
capable experienced salesman of hardware, mill 
supplies and specialty items. Have many years 
experience calling on jobbers and ae retail out- 
lets in Carolinas, Virginia, West Virginia, and 
other Southern States. Can furnish best of refer. 
ences as to ability and honesty. Address Box 
C-55, -— of Harpware AGE, 239 W. 39th St., 
Y. City. 


AN EXPERIENCED SALESMAN OFFERS 
HIS services to a manufacturer who is seeking 
a reliable productive salesman to cover the 
Western States, selling to wholesale hardware, 
department stores, automotive jobbing trade, etc. 
Also experienced in operation of branch sales 
office and warehouse. Will locate anywhere for 
permanent, salaried position. Address—860 Lincoln 








St., Denver, Colorado. 


MARRIED MAN, 42 YEARS OF AGE. 
Twenty-three years’ housefurnishing experience 
as sales manager and correspondent, also as terri- 
torial representative. Nationally advertised lines. 
Now employed similar capacity. Desires to make 
change. Will consider connection with manu- 
facturer or merchandising department. Address 


| Box C-82, care of Harpware Ace, 239 W. 39th 
| St.. N. Y. City. 

EXPERIENCED IN HARDWARE, HOUSE- | 
| FURNISHINGS, ELECTRICAL, plumbing, mill 
| and factory supplies; store departmentizing and 
| display work, also considerable experience in win- 





SALESMAN, REPRESENT MANUFAC.- 
TURER IN METROPOLITAN New York. 
Have a large following amongst the hardware and 
housefurnishing trade in greater New York, 
Westchester and New Jersey. Thoroughly capa- 
ble and experienced. Impressive and convincing 
talker. I can place article of merit direct to 
dealers or through jobbers. Have automobile 
Address Box C-87, care of Harpware Ace, 239 
W. 39th St., N. Y. City. 


HARDWARE MAN, THOROUGHLY EX 
PERIENCED ALL branches hardware business, 
formerly manager hardware department large 
retail chain store, New York area, recently trans- 
ferred other location, wishes return to New York 
Metropolitan district in similar capacity with in- 
dependent retailer desiring to employ modern 
merchandising methods. Age 33, married. Ad 
dress Box C-85, care of Harpware Ace, 239 W. 
soe St... NN. YY. Cty. 


HIGH-GRADE SALESMAN, WELL AC.- 
QUAINTED with hardware and related outlets 
in the New York Metropolitan area, seeks con- 
nection offering a good future for a producer with 
a reputable manufacturer or wholesaler. Is young, 
personable, and has had five years’ experience as 
sales representative of a nationally known manu- 
facturer of products widely sold by hardware 
stores. Not interested in straight commission of- 
fers, or in handling side-lines. Address Box C-69, 
care of Harpware Ace, 239 W. 39th St., N. Y. 
City. 


HARDWARE EXECUTIVE, AVAILABLE 
IMMEDIATELY. HAVE had thirty years’ ex- 
perience in the retail and wholesale hardware 
business, have operated a successful chain of 
retail stores, and am familiar with the buyin 
selling, management and merchandising of all shelf 
hardware lines and specialties. Seeking execu- 
tive position with wholesaler or retailer. Would 
prefer eastern location, but will go anywhere for 
proper opportunity. Can furnish satisfactory ref- 
erence. Address Box ne care of HArpware 
Ace, 239 W. 39th St., N. Y. City. 

















BUILDERS’ HARDWARE CONTRACT 
MAN, EXPERIENCED, also general hardware 
knowledge, estimates from plans and_specifica- 
tions, makes hardware specifications, familiar with 
template work, also have had ten years’ factory 
experience; capable manager builders’ hardware 
department, seeks connection with reputable dealer 
or factory. Location no object. Address Box 


| C-79, care of Harpware Ace, 239 W. 39th St., 


N. Y. City. 








Hardware Personnel 


Our files contain applications of several hundred ez 
sesteneed ant orl well-trained employees in the bard- 
ware justri 
NO CHARGE TO EMPLOYERS FOR THIS 
= gl 
If we can be of a 
ASSOCIATED PLACEMENT. ‘suneAU 


152 West 42nd Street City 
wis. 7-1802, 























Did you know that — 


Nine out of Ten (92%) of the advertisers using the national hardware 
papers during 1935 used Hardware Age! 


and 


Seven out of Ten (69%) of those who used Hardware Age during 1935 
used Hardware Age ONLY. 


This great advertiser preference for and confidence in Hardware Age has been 
built up year by year as more and more manufacturers experienced its effec- 
tiveness as an instrument for cultivating the great hardware market. 


Advertisers, experienced in marketing through the hardware trade, know that 
it Pays to Concentrate in Hardware Age. 














MAY 7, 








1936 

















































































INDEX TO ADVERTISER 








The Dash (—) Indicates that the Advertisement Does Not Appear in This Issue 





A 
Abrasive Products, Inc........ 
Se 
Me Gc ccccccaceee 
PSOE ee ee 
Bee Dee. Ge. W. Bicisssas 
Allith-Prouty Mfg. Co......... 
Aluminum Goods Mfg. Co..... 
American Chain Co., Inc...... 
American Fork & Hoe Co..... 
American Grease Stick Co..... 


American Safety Razor Corp... 
American Sheet & Tin Plate Co. 
(U. S. Steel Corp. Subsidi- 


WUOD bnciseciadiostsesacns os 1 
American Sponge & Chamois Co., 
We Saeddckowaate ded aw cks -- 
American Steel & Wire Co. 
(U. S. Steel Corp. Subsid- 
og POET EPO er res eer 1 
American Weekly, The........ 87 
American Wire Fabrics Co.... - 
Ames Baldwin Wyoming Co 111 
Animal Trap Co. of America.. 127 
Arcade Mfg. Co.... rem 
Archer, Daniels, Midle and Co.. _ * 
Armstrong-Bray & Co......... 140 
Armstrong Bros. Tool Co...... 132 
Armstrong Mfg. Co. .......... -- 
Arnold, Schwinn & Co., Inc....9, 93 
oO OS ere _— 
ee ee GE, kkk cteansaes 113 
B 
Babous: Ca, W. Waeccccccss 129 
, Gc evedeasaa 139 
Barrett Company, The......... 17 
Bassick Company, The....... -— 
Rehr-Manning Corp............ 121 
Bellevue-Stratford Hotel....... ~- 
ee Oe Ge GC cckcsccan 
Bethlehem Steel Company. ood, 393 
Bissell Carpet Sweeper Co..... 
Blaisdell Pencil Co........... - 
Bluffton Slaw Cutter Co....... 139 
Bommer Spring Hinge Co.. 148 
Soston Woven Hose & Rt ibber 
ikidtpatekbs hetdadavbhetae 31 
2 a oS ere ree 118 
Briggs & Stratton Corp....... -- 
Bristol-Myers Co............0. — 
ks ree _- 
Brush-Nu Co. ..... ictesnce OO 
Buckeye Aluminum Co., The... — 
Bunting System, The......... 148 
Cc 
Saree _— 
Capewell Mfg. cr. ; " Sere 141 
Carborundum Co., The........ 21 
Cedar Hill Formulae C o., The.. 128 
Chain Products Co., The... 108 
Cheney Hammer Corp., Henry. -- 
CoCGNO EMG CBs cccccccccce 125 
Chicago Rawhide Mfg. Co..... 140 
Chicago Spring i. 123 
Chicago Wheel & Mfg. Co..... — 
Chisholm-Ryder Co., Inc....... 125 
Clark Bros. Bolt Co.......... — 
Clayton & Lambert Mfg. Co.... 141 
Clemson Bros., Inc........... - 
Cleveland W elding Co., The... — 
Cleveland Wire Spring Co., The. 140 
.. = SS . “Pippa 
Coburn Trolley Track Co...... 141 
Coleman Lamp & Stove Co., The 30 
eS SS eee -- 
Columbia Steel Co. (U. S. Steel 
Corp. Subsidiary) ......... 1 
Columbian Rope Co............ 8 
Commercial Factors Corp...... 121 
Continental Screw Co......... 123 
Continental Steel Corp. ....... — 
Cee Ge. Bee Be Reccccevies 
Corbin Cabinet Lock Co....... 123 
Corbin Screw Corp., The..... — 
Commies Ca. 'G. Beccecccese - 
Cross & Co., Inc | re 95 
Cuprinol, DOs: cakves beh mameed 131 
Cyclone Fence Co. (U. S. Steel 
Corp. Swhsidiary).......... 
D 
Dazey Churn & Mfg. Co...... 99 
De Laval Separator Co., The... - 
Delta Mfg. Sy, ae 141 
146 


ee i ere 99 
Disston & Sons, Inc., Henry... — 
Domes of Silence............. 148 
| Du Pont de Nemours & Co., 
i i Ser 115 
E 
See Bae Ge. ccccccascsene 109 
| MM kdeeeesaa wees - 
Easy Washing Mach. Corp... -- 
OE SPO rer rr ire 139 
Binet Tie Carew ncccccccvsace 148 
Enterprise Aluminum Co., The — 
Evansville Tool Works, Inc.. 100 
Beery Cig TiBeccccsvcccsss 132 
F 
Faultless Caster Corp......... 101 
Flexible Steel Lacing Co...... 125 | 
Florence Stove Co............ 32 | 
EO ae 135 | 
G2. is ere _- 
G 
Pence ch cccccnnans _— 
Gasumer Beted Ce....cccesecs -— 
Gardner-Denver Co............ 117 
| Gem Safety Razor Corp........ 91 
| General Electric Co., Bridgeport, 
BR: crate nviwanradesadenas —- 
General Electric Co., G. E. Re- 
CRI OO, ccscsiczccs -- 
| General Electric Co., Hotpoint 
Refrigerator Div. .......... -- 
General Electric Co., Nela Park, 
ce a eee 36 
| Getz Power Washer Co....... 120 
Giant Grip Mfg. Co........... _ 
Gibson Good Tools, Inc....... 140 
Gilbert & Bennett Mfg. Co., The 143 
Gillette Rubber Co........... -- 
Glidden Company, The....... — 
Glolite Corp., The........... 131 
Goldsmith Sons, Inc., The P.... 127 
Goodyear Tire & Rubber Co... — 
el eee — 
ee 8 eee -— 
Greenfield Tap & Die Corp.. == 
ee SS eF  earaarraee — 
oS _ S -- 
Gulf Refining Company ....... 129 
H 
Hamilton Beach Co........... 143 





Hammond Paint & Chem. Co... 120 | 
| Hanover Wire Cloth Co....... 137 


2. 2 Oe 136 
| Hazard Insulated Wire Works.. 15 
g - “SS eae - 
Hoppe, i.) DO Mis scecce 131 
Hotel Bellevue-Stratford...... - 
Hoyt & Worthen Tanning Corp. 140 
| Hustler Corporation.......... - 
I 
Independent Lock Co.......... 103 
Indiana Steel & Wire Co....... —_ 
Ingersoll Steel & Disc Co...... 14 
Ingersoll-Waterbury Co. ...... 81 
International Harvester Co. of 





C'S eer 75 
Irwin Auger Bit Company, The 143 


J 
Jones & Laughlin Steel Corp.... 5 
K 
Keystone Steel & Wire Co..... _ 
Ee EO eee — 
eee GB  Gic v dscesesacens 83 
L 
Relate Gite . Cer ccicccoascce —_— 


Libbey-Owens-Ford Glass Co... 6 


Lincoln-Schlueter Floor Machine 


Co 
Lockwood Hdwe. 


Bits. Cai cccce — 
ee EE eee 137 
Lowe Bros. Co., The......... 105 
Lufkin 





Rule C is Mbanececes 106 


M 

McKinney Mig. Co..........-. 107 
McLaughlin Gormley King Co. 140 
pe Se eee — 
Malleable Iron Range Co...... 28 
Marble Arms & Mfg. Co....... 139 
Martin-Genour Co... ..ccccecces 102 
ee” EBs See eee —_ 
Maydole Taol Corp., David..... 128 
Metal Sponge Sales SO oias0: 135 
Midway Chemical Co.......... 98 
SE ES, Divider tciccenes -= 
Miller, Inc., Robert E.......... 148 
Millers Falls Co............. 97 
Minnesota Mining & Mfg. Co.. 12 
Monarch Silver King, Inc...... 105 
Moore Push Pin Co........... 148 
Morse Twist Drill & Machine 


Co. ah 
Motor Wheel Corp., Heater Div. 85 


Moulton Ladder Mfg. Co., The 148 
Muraio Co., Inc, FRe.<..6+-. 119 
Murphy’s Sons Co., Robert..... 139 


Murray Ohio Mfg. Co., The. 
Musselman Products Co., The. 


.19,20 


Myers & Bro. Co., The F. E... 26 
N 
National Dense Ca. ...0c06000 38 
National Carbon Co., Inc....... 126 
National Cash Register Co., The 23 
— Enameling & Stamping 
De pada t anaes <b vane eet 35 
National Lead Company........ - 
Matiemel Bite. Cai... .cccccccce 141 
National Pressure Cooker Co., 
MED nthpeee sh cadasverecuens 
National Sereen Co........0.. - 
New Haven Clock Co., The... 129 
Nicholson File Co............. 24 
North American Press, The.. 127 
Northwestern Barb Wire Co... — 
Norton Abrasives............. 121 
Norton Door Closer Co........ _ 
oO 
CE CB ds ccncctseenss 115 
Ohlen-Bishop Co., The....... — 
OS Se ee errr 15 
| Osborn Mfg. Co., The........ 148 
P 
Patent Novelty Co., The...... 137 
Peck, Stow & Wilcox Co., The. 94 
Pecora Paint Co.. Inc......... 116 
Perfection Mfg. Co............ 141 
Perfection Stove Co........... 117 
Peters Cartridge Division, Rem- 
ington Arms Co., Inc........ 
ao Ue! ee -- 


Pirich Garden Tool Co., Geo... 137 


Pittsburgh Plate Glass Co. 
"3 3 eer a -- 
Pittsburgh Plate Glass Co 
RS EN eee 147 
Pittsburgh Plate Glass Co 
(Pennvernon Div.).......... - 
Pittsburgh Steel Co............ 27 
Plymouth Cordage Co.......... _ 
Plymouth Rubber Co., Inc...... -- 
Promax Sales Div.......scs0- 125 
Progressive Mfg. Co., The..... 131 


Protection Products Mfg. Gi... = 


R 


Raybestos-Manhattan, Inc. 
(Raybestos Div.)............ 
Ray-O-Vac 


Ss 


Samson Cordage Works........ — 
Sandvik Saw & Tool Corp..... 143 
Sapolin, 
Savage Arms Corp............. 18 
Saylor-Beall Mfg. Co.......... - 
Schacht Rubber Mfg. Co....... 111 
Schaible Foundry & Brass Works 
Ch Bis, BO as ccccrc anes 114 
Schalk Chemical Co........... 
Sehats Mie. Cai. ccccccccccces ~- 
Schroeder & Tremayne, Inc 
Shapleigh Hardware Co........ 
Sheffield Bronze Powder & Sten- 
Me Ge, i Lew iwesscsscnans 
Shelby Cycle Co., The........ -- 
Sherman Mfg. Co., H. B...... 136 
Sherwin-Williams Co., me : 
Signal Electric Mfg. Co........ 126 
Silver Lake Co,......-+...+++- - 
Sloane, W. & J., Selling Agents 
DO  acaddbethesadwewcks ces — 
Smith, Inc., 
Specialty ag a a 140 
Stainless Steel — Co.. 126 
Standard Fence Co. ~~ * Steel 
Corp. Subsidiary). PD SELES 3 
Standard Safety Razor Corp.. 14: 
Standard Tool Co., The........ — 
Stanley Rule & Level Plant. 23 
Stanley Works, The........--- -- 
Star Heel Plate Co........---- 
Stearns & Co., E. 
Stevens Arms Co., J.....---- - 
Stewart Iron Works Co., 






Superior Door Catch Co........ 140 
| Sure Grip Rope Clamp Co..... — 
| Swartzbaugh Mfg. Co........-- —— 


T 





Taylor Instrument Companies. . 
Tennessee Coal, Iron & R.R. 
Co. (U. S. Steel Sub- 
Sidiary) ....c.cccccecercees 
Three-in-One Oil 
Boyle Co., 
Thompson 
Henry G 
Tilette Cement Co., Inc........ 143 
Tip Knife Co........+.+-+-5+. 140 
Tobacco By-Products & Chemical 
Corp. 
Trico Fuse Mfg. Co........++- —_— 
Tubular Rivet & Stud Co....... a 
Turner Brass Works, The..... 135 


Corp. 


Uniflow Mfg. Co..........-e0- 133 
Union Fork and Hoe Co....... -- 
Union Hardware Co.......... 113 
oe States Electric Mfg. 


Co 33 
U. . P Rubber Cin sceeenees 96, 104 


| U. S. Steel Corp. Subsidiaries. .1, 33 


U nited States Steel Products Co. 
( 





S. Steel Corp. Subsidi- 

ATY) woeccccerescccreereces J 
Utica Drop Forge & Tool Co.. —_ 
Vv 
Valentine & Co........--+ees-- 10 


Vaughan Novelty Mfg. Co., Inc. — 
Vaughn & Bushnell Mfg. Co... 110 





Red Jacket Mfg. Co............ 77 | 


Reeves Mfg. Co., 
Remington Arms Co., Inc...... -- 
Republic Steel Corp........... 139 
Republic Steel Corp. 

Nut , 
Reynolds Wire Co. 
Rich Pump & Ladder Co., The 135 





| Richards-Wilcox Mfg. Co...... 11 
Ridge Tool Co., The........... — 
Rixson Co., The Oscar C....... 101 
Robertson, Arthur R........... -- 


Rochester Sash Balance Co., Inc. 140 


MOONEE Clic ec cscccceseanee _- 


Ruby Chemical Co............. — 
Russell, Burdsall & Ward Bolt 

& Nut C 
Russia Cement Co............- 


Victor Electric Products, Inc... — 
Vichek Tool Co., The........-- -- 
WwW 
Warwood Tool Co............. 125 
| West Bend Aluminum Co...... 123 
| Western Cartridge Co.....---. = 
| Western Clock Co............- 29 

Westfield Mfg. Co. ........-- 128 
Ww estinghouse Lamp Co........ 109 

| Weston Electrical Instrument 
SARS ore ree ‘ 
Whiting-Adams Co..........-- 139 
| Wickwire Brothers...........- 120 


— | Yale & Towne Mfg. Co........ 3 


| Wickwire Spencer Steel Co..... — 
| Winchester Repeating Arms Co. 150 
Wiss & Sons, 4 
Woodruff & Sons, 
Wooster Brush Co..... cai 

Worthington Co., The Geo..... 103 
Wright Products "Mfg. PE 128 
Wright Steel & Wire Co., G. F. 129 


| Y 


HARDWARE AGE 








eel 


ub- 


“he 


8&9 


2. 143 
. 140 


cal 


6, 
ee 


‘0. 


di- 


Ic. 


133 
113 
133 
104 
33 














PAINT dealers have a new ally! America has 
shown that it likes to buy out of income. All 
logic points to the fact that a really simple, eco- 
nomical Time-Payment Plan can do wonders 
toward breaking the dam of postponed painting, 
and swelling your profits from paint sales. Pitts- 
burgh steps forward with such a plan, and offers 
it to paint dealers as a vital business booster 


for 1936! 


The Pittsburgh Time-Payment Plan is free 
from red tape, and can be readily understood by 
your customers. For a brief outline — it covers 
both paint and labor. No down payment. As 
long as 18 months to pay. First payment 30 days 
after work is completed and accepted by ‘the 
customer. Only 5% financing cost — same as 
the FHA plan. 


i) 


PITTSBURGH 


PLATE GLASS COMPANY 
PAINT DIVISION, PITTSBURGH, PA. 


Makers of Wallhide Paint + Waterspar Enamel and Varnish 
e Florhide « Sun-Proof Paint + Gold Stripe Paint Brushes ° 
Polished Plate Glass + Pennvernon Window Glass « 
Corrara Structural Glass + Mirrors * Duplate Safety Glass 


MAY 7, 1936 


A SIMPLE, RED-TAPELESS TIME-PAYMENT 
PLAN TO HELP YOU BOOST PAINT SALES! 
PETE a 


Now there is every reason why you should 
co-operate with painters. Give the fullest possible 
publicity to the plan in your neighborhood, and 
turn leads over to qualified painters. You'll sell 
the paint, the painter gets the work, and you both 
get your money right away! 


Get the full details of this plan — see how 
simple it really is, and how much assistance 
Pittsburgh offers to help you cash in! Mail the 
coupon below —today. * 


LISTEN TO the Music You Love, superbly rendered by 
the Pittsburgh Symphony Orchestra and distinguished 
guest artists, every Thursday at 8 P. M. Eastern Standard 


Time, over N. B. C. Blue Network and associated stations. 


we 


Yaw § 


PittspurGH PLATE Grass Co. 
Paint Division, Dept. E-5, Pittsburgh, Pa. 


PAYMENT PLAN. 


Please send full information on the PITTSBURGH TIME- 3 





rT | 












& Name 








y Address. 


City. State. 
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Our idea of Ladder Pert ety is to 
make every rung SAFE, instead of 
just strength —— to withstand re- 
quirements — we build RESERVE 
Strength into every ladder. Our UTIL- 
ITY Extension Ladder is a combination 
of Strength plus Safety. Clear straight 
grain, noble fir or hemlock with 1/% in. 
turned ash rungs. Spring locks. Hand 
forged steel top irons. Malleable bottom 
irons. Ali hardware Cadmium plated. 
Lengths 20 to 44 ft. incl. Wgt. approx. 
2 Ibs. per ft. Sell it with confidence. 


Send for Literature and Trade-prices. 


THE MOULTON LADDER MFG. CO. 


Somerville Mass. 











® & 
BRUSHES 


mean more profit from your brush counter. 


Ask your jobber. 
JHE OSBORN MANUFACTURING COMPANY 
5401 Hamilton Avenue Cleveland, Ohio 


* Sales Offices: New York-Detroit-Chicago-San Francisco e 














.y BRUSH-NU COMPANY 


BALTIMORE MARYLAND 

















MOLDED RUBBER GOODS 


72.98 


We stock a complete assortment of rubber 
tips and bumpers, and are equipped to mana- 
facture most anything for your special re- 
quirements. Catalogue No. 50 on request. 





ELASTIC TIP a 
370 Atlantic Ave., Boston, 


aa 























BOMMER 


Standard Type 


Lavatory Partition Fittings and 


ae 





ib 


Send for Catalog No. 55B "= 


BOMMER SPRING HINGE CO., Brooklyn, N. Y. 








MANY EXTRA DIMES FROM THIS 






New All-Metal Revolving Display Cabinet 
and 5 FREE! 


—_ ey a steady demand 
for Moore Pins, aluminum or 
glass headsand Moore Pushless Hangers. 


Our new Revolving Display Cabinet given 















absolutely free with 72 window front pack- 
ets... occupies only 6% square inches 
of counter space ... makes sale after sale. 
Get one from your jobber today... 
then watch the extra dimes build 
your daily volume. 


MOORE PUSH-PIN CO. 








113-125 Berkley St., Phila. 








Genuin° DOMES 9 SILENCE 


SLIDE SILENTLY - SOFTLY- SMOOTHLY 
40% SET-10$SET- 10% SEY SAVE FURNITURE 

=; & FLOORS-CREATE QUIET 
CED Look for words DOMES SILENCE 


INSULATED-NOISELESS FOR TILE 
CEMENT OR MARBLE FLOORS IN 
ATH ROOMS. RESTAURANTS, ETC. 


LARGE SIZE FOR METAL & WOOD BEDS 

Y LARGE CHAIRS & ALL FURNITURE.. 
Ask your Jobber— 

If he is not supplied, write to 





























DOMES of SILENCE, Inc., 35 Pearl St, N. Y. C. 
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mnitey 
New walenis 


MADE-TO-ORDER 
PERSONALIZED 
BUSINESS GETTING 
MAGAZINES 


Ten years of constructive service to the Hardware 
Trade has established Bunting Store Magazines as 
resultfal, direct-to-home advertising media. 

Ask about the New A tested means of cooperative sales effort for 
Bunting Service aggressive dealers, jobbers and manufacturers. 


The Bunting System 


NORTH CHICAGO, ILL. 
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MA 














TO AND DISTRIBUTED BY RECOGNIZED JOBBERS ONLY 


Reg. U.S. Pat. Off. 
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SHOOTING 
HOLIDAYS 


... For a Winchester is the big .22 rim fire 
rifle buy for every customer, style and price 
considered. Slide action and bolt action .22 
repeaters. The Speed King of .22 auto- 
matics. Single shot .22s. Sporting and Tar- 
get styles. A full range of prices. 


Conspicuous in this wide Winchester line 
is the newest, the Model 69 repeater. Con- 


spicuous for its superior Winchester de- 


sign, both general and mechanical—its fine 
materials and workmanship—its nail-driv- 
ing accuracy—its handsome appearance. Big 
value! A rifle any shooter will be proud to 
own—at a price any shooter ready to own a 


.22 repeater can afford. 


Display Winchester .22 rifles now. Display, 
too, Winchester Staynless .22 Ammunition, 
both regular and Super Speed. Teaming su- 
perbly with Winchester Rifles, Winchester 
Ammunition will keep amy gun on its best 


behavior. 


The flood tide of shooting holidays is here 
again—and your high time to take profit on 
Winchester .22 rim fire sales. Stock Win- 
chester Rifles and Ammunition through your 
regular jobber. Write us TODAY for free 
consumer folders on any rifle shown here. 


WINCHESTER REPEATING ARMS CO. 
NEW HAVEN CONN., U. S. A. 


HARDWARE 


AGE 








